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LIFE IN YOUR SALES—PREMIUMS IN YOUR POCKET 


Want more sales—more opportunities? Plan them—enroll in INA’s progressive 
School for Agents. The time’s just right because a new attraction—Life—has 
been added to the comprehensive 8-week course. 


Here’s how this course equips you for bigger selling progress: You'll 
have more opportunities to sell ... more awareness of those opportunities... 
more ability to take advantage of them. The total benefit to you is expressed 


in two long-term, basic advantages: (1) more dollars per sale and (2) more 
secure relationships with clients. 


Equip yourself for ‘one-stop selling’ in your future by enrolling now for 


the April 25th or the September 19th class. Contact the nearest INA Service 
Office Manager. 
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Insurance Stocks 


Over-the-counter Market 


Furnished through the 


Fire and Casualty Companies 
Aetna Casualty (a) 

Aetna Insurance 

Agricultural Insurance 
American Equitable Assurance 
American General insurance 
American Home Assurance 
American Insurance 

American Re-insurance 
American Surety 

Bankers & Shippers Insurance 
Boston Insurance 
Camden Fire Insurance 
Continental Casualty 
Continental Insurance 
Employers’ Group Asso 
Employers Re-insurance 
Federa! Insurance 
Fidelity & Deposit Co. of Md 
Fireman's Fund Insurance 
General Re-insurance 

Glens Falis Insurance 

Globe & Republic 
Great American 
Hanover Insurance 

Hartford Fire Insurance 

Hartford Steam Boiler Insp. & Ins 
Home Insurance Company 

Insurance Company of North America 
Jersey Insurance Co. of N. Y 

Kansas City Fire & Marine Insurance 
Maryland Casualty 

Massachusetts Bonding & Insurance 
Massachusetts Protective Asso 
Merchants Fire Assurance 
Merchants & Manufacturers 
National Fire Insurance 
National Union Fire Insurance 
New Amsterdam Casualty 
New Hampshire Insurance 
New York Fire Insurance 
North River Insurance 
Northeastern Insurance 
Northern Insurance 
Northwestern Nationa! 
Otio Casualty Insurance 

Old Republic Insurance 

Pacific Indemnity 

Pacific Insurance 

Peerless Insurance 

Phoenix Insurance 

Providence Washington Insurance 
Providence Washington Insurance 
Reliance Insurance 
Reinsurance Corporation 
St. Paul 
St. Louis 
Seaboard Surety 

Security Insurance 

Springfield Fire & Marine Insuran 
Springfield Fire & Marine Insurance 
Standard Accident 
Trinity Universal 

U. S. Fidelity & Guaranty 
U.S. Fire Insurance 
Westchester 
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Insurance 


ation 


Insurance 


Insurance 
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of New 
Fire & Marine Insurance 
Insurance ‘'B 


York 


Insurance 


Fire Insurance 


Life Companies 

Aetna Life 

American National Life 
Bankers National Life 
Beneficial Standard Life 
Business Men's Assurance 
California Western States Life 
Commonwealth Life (Louisville 
Connecticut General Life 
Continental Assurance 
Franklin Life 

Government Employees Life 
Gulf Life 

Jefferson Standard Life ( 
Kansas City Life 
Liberty Nationa 
Life & Casualty 
Life Insurance Company of Virginia 
Lincoln National Life 
Massachusetts Indemnity & Life 
Monumental! Life 

National Life & A Jent 

North American Life (Chicag 
Philadelphia Life (e) 

Quaker City Life 

Repub National Life 
Southland Life 

Southwestern Life 

Travelers 

United Insurance (C 

United States Life 

West Coast Life (e) 


Life 


(a) Adjusted for 2 for 

(b) Adjusted for 5% stock d 
(c) Adjusted for 2 for | split 
(d) Adjusted for 10% stock « Jend 
(e) Adjusted for 20% stock dividend 
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Best’s Stock Index 


ourtesy of The First Boston Corporation 


1960 Range Bid Price 


High 
87 
77/2 
32'/4 
46'/, 
66 
46 
27%, 
465 
19/4 
65'/2 
35'/ 


Low 


79 


69'/, 


‘4 


273 
40 
54 
39 


2 
29 
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1959 
30 
Life 


191.5 
186.3 
184.5 
188.7 
183.4 
180.3 
198.0 
198.4 
187.0 
184.1 
188.7 
190.4 


1960 
30 
Life 


187.9 
189.6 





End of 
Month 


30 Fire 
& Cas. 


37.5 
37.8 
37.3 
37.5 
36.5 
35.2 
37.2 
36.6 
33.9 
33.7 
35.8 
37.9 


*500 
Stocks 


55.4 
55.4 
55.4 
57.6 
58.7 
58.5 
60.5 
59.6 
56.9 
57.5 
58.3 
59.9 


the three above, 1941-438 10 
Poor's daily stock price index of 425 industrial, 
utility stocks combined. 


30 Fire 
& Cas. 


36.5 
37.1 


*500 
Stocks 


55.6 
56.1 


January 
February 
March 
April 

May 

June 

July 
August 
September 
October 
November 
December 


Index base for 
* Standard & 
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and 


) public 


Building Cost Index 





29/3 


ange Bid Price 
Low 
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Dec. 
1959 
734 
778 
757 
728 
694 
698 
692 
708 
654 
710 
758 
739 


Avg. 
1939 
210 
219 
205 
198 
196 
219 
209 
206 
205 
206 
208 
209 


1939 
202 
209 
208 
186 
171 
194 
195 
196 
183 
167 


National Average 200 


Boston 

New York 
Buffalo 
Baltimore 
Philadelphia 
Pittsburgh 
Cincinnati 
Cleveland 
Chicago 
Indianapolis 
Detroit 
Milwaukee 


Minneapolis 
Kansas City 
St. Louis 
Atlanta 
Dallas 

New Orleans 
Denver 
Seattle 

San Francisco 
Los Angeles 


This index (1918 = 100) applies to construction only and does not in 
clude building fixture items such as plumbing, heating, lighting, sprinkler 
system. etc. It is based on average costs under normal conditions with no 
allowance for overtime, premiums on materials, or special conditions. It is 
the composite of four types of buildings, frame, brick, concrete and steel 

and therefore should be used only as a trend as it is not applicable to 
specific buildings. Furnished courtesy of the American Appraisal Com 
pany 
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“Unforeseen events...need not change and shape the course of man’s affairs” 








Never saw him... until he flew 


In business you sometimes may not see an employee in his true character 
until he has flown—with company funds. Then 
it’s too late. Embezzlement and other employee dishonesty 
can cripple or ruin a business. Your business. Why risk this? 
Why not cover each and every employee with a blanket Fidelity Bond. 
Invest in this ‘‘guaranteed honesty” through your local 
independent Maryland agent, or your broker. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY, 


Baltimore 3, Maryland 


, .) » , , ‘ your ff xrendear 
{ Maryland Fidelity Bond is only one of many forms of Maryland protection for business, industry, and the home. Casualty hase: Te 
Insurance, Fidelity and Surety Bonds, and Fire and Marine Insure ince are at ail able through 10,000 agents and brokers. one 


Another striking advertisement to help build more business for the lécal agent or broker 


by dramatizing the importance of insurance to value 
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eonventions ahead 


MARCH 
Island Assn. of 
Biltmore, Providence 


Rhode Ins. Agents, Midyear, Sheraton- 


Nat'l Assn. Ins. Agents, Midyear, Flamingo, Las 
Vegas 

Ins. Co. & Bank Purchasing Agents Assn., Meeting, Publick 
House, Sturbridge 

Southern Agents Conf., Hot Springs, Arkansas 

Nat'l Assn. of Mut. Ins. Agents, Meeting, Flamingo 
Vegas 

Buffalo, N. Y. Insurance Day, Statler Hilton 


Pacific Ins. & Surety Conf., Riviera, Palm Springs 


of Mut. 


Las 


APRIL 
Arkansas Assn. of Mut. Ins. Agents, Arlington, Hot Springs 
New Hampshire Assn. of Ins. Agents, Midyear, Manchester 
Country Club, Manchester 
Nat'l Assn. of Cas. & Surety Agents, San Antonio 
Alabama Assn. of Mut. Ins. Agents, Miramar East, Fort 
Walton Beach 
Assn. of Ins. Attorneys, Park Plaza, St. Louis 
Assn. of Cas. & Surety Cos., Waldorf-Astoria, New York 
Miss. Mutual ins. Agents Assn., Buena Vista, Biloxi 
Florida Field Conf., Meeting, McAllister, Miami 


Best's Fire and Casualty News 


























“Look Ma — no records!” 


This young man needs to be straightened out. 


Ever since Biblical times the wise business- 
man has kept accurate records. And woe to the 
man who doesn’t give them his all today. 

What’s the purpose of this situation? Well, 
frankly, it’s to tell you something about the 
modern electronic business records that back 
up the selling activity of General Agents who 
represent Combined. 

We too have learned that machines are not 
infallible. Neither are humans. At Combined 
Insurance Company of America we put the best 
of each together, for maximum efficiency and 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Company, Dalles 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 


productivity. Our business records, besides pro- 
viding valuable analytical reports to agencies, 
constantly turn up other pleasant surprises — 
such as commissions that agents have over- 
looked—and benefit payments Combined policy- 
holders didn’t realize they had coming. 

The accuracy of Combined’s business records 
is a matter of great pride with us. Just one more 
way that Combined helps agents to successful 
selling in the accident and health field. 

May we tell you about some of the other ways 
that General Agents are benefiting from their 
association with Combined ? 


Combined Insurance Co. of America, Dept. 24 
5050 Broadway, Chicago 40, Illinois 


Yes, Gentlemen: I'd like to know how 
Combined can help me to success. 


Name _ 
Address___ 


City 


es 











Men with Plans for the 


It happens four times a year. A group of men... men with plans 

come to historic Boston for a seven-week, intensive course at 
The Employers’ Group School for Agents. They seek knowledge. 
They get knowledge on the complex facts of multiple-line insurance 


procedures. It makes them better Agents. It makes them more 


successful Agents. 
The country needs more successful Agents. Security for business, 
homes and individuals is a vital part of our national strength. 


Insurance helps to provide this security . . . insurance recommended 


by Independent Agents who are looking far ahead. 

If you are the Man with the Plan... aman with plans for the 
future or if you have a young employee who wants to go far in 
the insurance business write for our booklet on the school, “Insure 
A Successful Career.” It’s complete. It’s illustrated. It’s exciting. 


Do it now. The next course starts May 16. 


re HH mployers’ 


STRE 


Future 


QUOTES 


“4s a graduate of The Empl. 
School, Ll am most sincere 
thanks, and most grateful f 
Anowledge imparted to me 
were eliminated, and ¢ 
instilled concerning the 
and underwriting 
and ¢ 
‘As a graduate 
commend the 
l, whether they ! 
experience 
intends to follov 
busine SS as aca 
course is a must 
“During the pas 
ven 10 MVse 
seven weeks spent 
were worth at 1 
vears’ experience i 


insurance industry. 
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7, MASSACHUSETTS 


The Employers’ Liability Assurance Corp 


The Employers’ Life Insurance Company of America 


Ltd. e The Employers’ Fire Insurance Co. «© American Employers 


Insurance Co. e The Halifax iImsurance Co of Mass 
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Com plete Services of unusual interest to com- 


meree and to individuals, including 


multiple-line : life and accident and health, are offered 


to independent agents and brokers in the 


facilities 3 Chubb & Son tradition. 


) Chill} Fo HCl. soca 


90 John Street, New York 38, New York 


Managers 


FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY e¢ THE MARINE INSURANCE CO., LTD. ¢ THE SEA INSURANCE CO., LTD. 
LONDON ASSURANCE (MARINE DEPT.) ¢ ALLIANCE ASSURANCE CO., LTD, 


Life Insurance, Accident & Health, Group Insurance through 
THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
Attiliate of FEDERAL INSURANCE COMPANY 


ce through Associated Aviation Underwriters 





A Look at Financial Statements 


THI THE YEAR for financial state- 
Insurance companies are filing them with 


His IS TIME OF 
supervisory authorities, advertising them and sending 
We are 
statements an 
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them to stockholders, 1x jicvholders and 


frequently asked how to analyze sucl 


agents 


what to look for. | nfortunately there is no easy ru 
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to be avoided. 
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we of want to 


assets and habilt 


Statement ol 
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really owes and how much additional it holds in 
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sound 


marketable assets. In short, what is its “net worth.” 
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mind that stocks of subsidiary insur- 


lated 


ment and bear in 


ince companies may distort the picture. A consol 


statement is the best approach in this situatiot 
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investment function must necessarily be 
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varying requirements of the company’s chief pur 


life. This imposes certain basic limitations on 
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mere appraisal of the general economic and investment 


ment objectives and introduces factors other 


\ substantial portion of the funds in possession 
solely 


ana because 
business 


casualty companies are held 
| 


companies transact an insurance Chey 


come into existence, first, because insurance protection 
is paid for in advance and companies find themselves in 


the position of trustees of substantial unearned 


miums for insurance running into the future 


They arise, secondly, from funds held in less reserves 
to cover claims in course of investigation and settlement, 


losses incurred but not reported and 


claims payable 
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Che hability side of the statement requires very 
careful evaluation, particularly as to loss and unearned 


premium reserves. Loss reserves present no serious 


problem on most property claims which are usually 


readily estimated and quickly settled. However, because 


1 
| 


of the deferred nature of third party liability and work 


men's compensation claims, the setting up of proper 


reserves 1s an extremely difficult task If they are too 
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due to a high incidence of trath produc 
cidents and high costs ot claim set e THe yeEAR 1959 was marked | tions 
tlemenis. This represents our ma a striking improvement in H 
underwriting problem. While we company’s operat 

not vet received the full benefit great part 
rate increases in some states, the in the underwrit ie | foho. and @ “PoOoLINe 


thus tar received have not higher ag among 
to get this line into th your company showed 


black. The number of claims hi: dated underwriting pt 
ontinued to increase and, con pared with a loss in 1958 
quently, losses remain at a high level While the 


in relation to premiums 1959 -was due 


ig 


Rate increases are very helpful, underwriting, the 1 Group wil 
it are not the ultimate solution to flected the con ti tions on the b 


automobile underwriting prob the past several vears to in | percentages whi 
lem. Fundamentally, any permanent into its production, und riting, trom. time 

mprovement in the situation calls accounting and loss-claim 
tions, a greater degree 


and flexibility Phe 
| 


sults achieved in this « economie 


driver licensing requirements ‘ > excellent reception thoug! 
traftic regulations ind PF new premium payment fa unusual 
tive law entorcement | , lu ! policvhol will be 
casualty 1 
continues to be i petitive, our Managemen 
particularly as t ‘rsonal |i \ major develo 
was the reinsurance 
ment negotiat 


\n experimental in tween The 


@ } 
ot iow cost au nope 
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Executive Comment 


pering off « reserve requirements 


claims expenses and un 


tor claims, 


earned premiums, b) increased 


premium earnings from the higher 


level of rates ay ble to some ma 
jor classes, (« 


r exposures in 


some of profitable local 


ities, al ! ich Classes as automo 


bile and general lability, and (d) 


more efficient rsonnel, plant 


and equipmet 


Despite ste: provement in 


the loss ratio management 


continues to fil iu Lor 


concern 


» claims aris 


in conditions 
Ing under automopt and other ha 
bility insura addition, the 
orkmen’s com 


the 


r x perc nee 
pensation during 


erTu 
pero 


report we Tre 

by standard 

tock agency mpanies to embark 

motor vehicle 

insurance markett and 
Vhis 

launched nservatively in the 

ol Nebraska. low i, 

Michigan, Pent 


Ohio. It involve 


on a new pri 
underwrit 
been 


ny now 


states 


Min 


svivania and 


\lissourt, 
nesota, 

; : 
packaging OT 


] 
coverages 1 SIN DO! pron 


icy with 


] 


direct billing hasis, selec 


re duce d ac 


tive underwriti 
too early to 

program 

or as to 

Llow 

Ll by out 


buying 


herent in prop 
he bus 

and 

purview 


of our day to day duties and respon 


sibilities we continue to recognize 


the following as being paramount 


conservation of assets; maintenance 
marketing the 
a price consistent with 
prompt 
and equitable discharge of all proper 
obligations.—J. Victor Herd, chair- 
Nicholas Dekker, president, 
Company of 


of solven y; best 
product, at 
and 


sound underwriting : 


man; 
Continental Insuranc 


Vew 


he 
York. 


e FOLLOWING THE TREND of the 


business as a whole, we suftered 
severe losses during the 


This 


adverse conditions of the 


extremely 
first quarter. 
flected the 


coldest 


experience re 


winter, nationwide, in over 
half a century, combined with heavy 
losses in the Middle West. 

Many problems continue to face 
Inflation 
for 


wind 


the business ot 


insurance 


significance 


still has particular 


our business in the areas of loss cost 
: ; 
and insurance to. value Drastic 


changes in merchandising are now 
he automobile 


spreading beyond t 


held 
filed and in 


The many variations of plans 
rrocess of filing to meet 
the change s have created a confused 
situation 

It has 


CSSIVE 


been well stated that ag 


for preferred 


competition 
e ] 


classes of business by broadening 


coverages and reducing rates is cre 
ating downward pressure on poten 
tial profit margins even before the 
possibility 


We are 


fully 


of profit is established 
effort 


informed so as to be 


to be 


making every 
realistic 


and flexible in our decisions regard 


ing this tvpe of competition, as well 


as imnovations in methods of met 
chandising and handling business 


which at times appear quite drastic. 


The necessity of reduction im ex 
pense has been recognized by the 
as a whole. We have had 
in active part in the consolidation 
of various regional and local advi- 


business 


sory organizations into a_ single 
countrywide organization with sub- 
The ne- 


cessity of profit possibility will be 


stantial expense savings. 


our primary consideration in meet- 
ing the problems that will confront 
us during this period of intense com 
petition and change in production 
procedures.—H. M. Mountain, 
Insurance Com 


presudent; Aetna 


boyy 
any 


@ (UR UNDERWRITING EXPERIENCI 
showed marked improvement as the 
vears progressed. New high records 
were attained by our organization 
with respect to amounts of premi- 
ums written, net investment income, 
assets 


operating profits, admitted 
and policyholders surplus 


Che early months of the year wit- 
weather 


nessed unusually severe 


conditions throughout a large part 
of the 


country which accounted for 


an excessive number of serious fire 
At the same time driving 


conditions were exceptionally haz- 


1 
losses 


ardous for protracted periods pro- 
ducing a high incidence of automo- 
bile accident claims. The abnormal 
losses in these two classes of insur- 
ance marked the first quarter of the 
vear as one of the worst in insurance 
history. At mid-year the underwrit 
ng experience showed some signs of 
improvement. Cautious optimism 
prevailed during the third quarter 
while a detinite trend toward profit 
able underwriting appeared in the 


final months. 














wid Teed alate. 





PACIFIC EMPLOYERS Insurance Co. 
the Workmen's Compensation pioneer 


Pacific Employers + Meritplan + Allied Compensation 
California Union + California Food Industry 


pacific employers group 
OF INSURANCE COMPANIES 

















HOME OFFICE: LOS ANGELES 
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INTER-OCEAN REINSURANCE COMPANY 


CEDAR RAPIDS, IOWA 


FINANCIAL STATEMENT AS OF DECEMBER 31, 1959 


PRO RATA 


Reduction in over-all expenses 


contributed importantly to the im 
provement and is a reflection of our 
efforts during the vear to bring ex 
penses under closer contro It has 
become increasingly apparent that 
current premium rate levels 
be complimented by expense 
omies 

Today we are in an era 
tition of greater intensity 
ety than we have experienced 
| 


ies 


manv vears. Competitive prob 
| 


bear heavily upon every phase of our 


operations. Policyholders now 


joy broader protection at lower 
in many important classes ot 
ness while the process of liberalizing 
poli Vv coverage ind reducing 
mium charges continue 
stresses place a 
agement to meet 
mands on re asonable te 
the same time avoiding impairment 
of sound insurance principles 

The management is devoting 
much of its energies toward improv 
ing its own qualities by 
voung men to ke 


position Those w 


For March, 1960 


EXCESS OF LOSS 








CATASTROPHE 
































strating 
proble 1s 


1 


ney 


being sele 
creased Te 
depends, 
mamtamimng 
vounger p 


ing who c: 


management, 


major areas ot 


if hieve evreatet 


opportunities a 


; ] ) 
. aos 
t ~ 


ness of this coul 
opportunity for 
surance business 
, , ' 
ook forward to 
the insurance n 
omb,  chairn 


Ame 


e THERE IS 
the insurance 


petition wll 


ture 

cure their 
independent 
companies 
through s: 
some mt 


procure 


companies 
] ? 
nenden rents y t 1 renre 
ne ient agen epre 
¢ ro] vIT ‘1 } a . 
sent several con in t their own 
tree hoice ) in | a cau | more 


petition in fort tec ane ens 





























JOHN ADAM, JR. 
Gru. 
Central Mutual Insurance Co. 

Van Wert, Ohio 


of agency 


THA 

/ 

advertising Le start by 
tal me of the 1 n lored glasses 
\dvertising wont sell insurance. So 
why adve l 


a cost or 
in investment. Whether it 1s a cost 


for vou or an investment for you will 


depend pri v well you 
inalyze your nee nd then plan 
vour advertising to fill these needs 


ilvsis should 


be—whiat « l expec Ivertising to 
do tor me 

First. advertis help build 
yout wency 1 } \W\] \ do people 
buy tro you! ( the agency 
down. the r or ly it isn't 
simply because you were the man in 
the right place t tl right time, 
because undoubte u've been in 
competition with the agency down 
thre street ‘ SION. 





The | ul rt un 
less it is const ed with 
reminders \dve ( s people 
to remember your 1 ind if the 
advertising is done rrectly they 
will associate with vot name those 
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things that make your agency differ 
ent 

Remember, too, pepole buy more 
quickly trom agents whose reputa 
Phe, 


tion is familar to the buver 


also buy more quickly if the agent’s 


name carries a favorable connota 
tion People hesitate to buy from 
strangers, which is another wav of 


saving from agents whose names are 
\dvertising your 
1 


Sales 


unknown to them. 


name favorably, then, makes 


come easel 


Greets Newcomers 


Second, to acquaint newcomers 


with vour name. \Ve are living in an 


age when has become the 


moving 
typical condition for many families 
People are constantly moving in an 


\lso, 


more people are arriving at an age 


| 
out of communities more and 


when they buy insurance for the first 
time How will these people know 
Many 


of them will be influenced by the ad 


where to buy their insurance ? 


vertising they read before they buy 
insurance 


Phird, to educate present and fu 


ture clhents. As vou all know, there 


is far more to advertising than sim 


ply Mupressin vour name on yout 


g 
public. One of the fastest ways to ac 
quaint 
a new idea or new policy is to ad 


vertise. Homeowners is an excellent 








a large number of people with 





example. The homeowners idea was 
hardly 
agency people before many members 


of the 


absorbed by company and 
public began asking about 
homeowners. Most people to whom 
producers mentioned the homeown 
ers policy were already familiar with 
the homeowners concept as a result 
of the widespread advertising it re 
Can you imagine how much 
difficult the 
homeowners would be if there had 


ce ived 


more job ot selling 


been no advertising? Just as people 
1 


hesitate to buy from a stranger, they 


hesitate to buy a new product 
\Ve are all creatures of habit 


We 


tend to buy today what we bought 


} 


vesterday. But when vou advertise 


i new idea and people read about it 


over and over again, the 
longer seems new to them and they 
accept it as something familiar and 


1 


t 


leretore on val 


Maintains Contact 
Fourth, to keep communication 
witl 
While 


agent mav be 


vour present policvholders 


the biggest sin 
to sell new business, 
re is certainly no gain in selling 


a new it is at the expense 


of losing an old account. Advertising 


can help maintain the contact with 


} 
) tT , Tc 
present Keeping 


policvholders — by 


these policvholders in touch with 
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~ Annual Statements 


Balance sheet of THE HOME INSURANCE COMPANY : December 31.1959 


ADMITTED ASSETS 

United States Government Bonds 

Other Bonds ; ; 

Preferred and Common Stocks 

Cash in Office, Banks and Trust Companies 

Real Estate : 

Agents’ Balances or Uncoliected Premiums 
Less than 90 days due 

Other Admitted Assets 


Total Admitted Assets . 


LIABILITIES 
Reserve for Unearned Premiums ‘ 
Reserve for Losses and Loss Expenses 
Reserve for Taxes 
Reserve for Reinsurance 
Dividends Declared 
Other Liabilities 
Total Liabilities 
Capital 
Surplus 
Surplus as Regards Policyholders 
Total 
Bonds carried at $6,430,635.58 


by law. All securities have beer 
missioners. Based on these 


Balance sheet of THE HOME INDEMNITY COMPANY : Dece 


ADMITTED ASSETS 
United States Government Bonds 
Other Bonds 
Preferred and Common Stocks 
Cash in Office, Banks and Trust Companies 
Other Admitted Assets 
Total Admitted Assets 


LIABILITIES 
Reserve for Unearned Premiums 
Reserve for Losses and Loss Expenses 
Reserve for Taxes 
Other Liabilities 
Total Liabilities 
Capital 
Surplus 
Surplus as Regards Policyholders 
Total 
Bonds carried at $1,140 
have been valued a 


ese vaiues the Stock 


$ 82,416,114.31 
142,130,312.75 
282,291,778.44 
16,454,412.28 
6,235,128.22 


49,803,904.38 
11,012,778.04 


$590,344,428.42 


$208,045,283.00 
71,126,191.00 
6,299,000.00 
3,597, 138.63 
2,206,239.75 
5,081,567.09 
$296,355,419.47 
20,056,725.90 
273,932,283.95 


$293,989,008.95 
$590,344,428.42 


nber 31, 1959 


$ 13,587,565.68 
6,348,791.16 
15,866,649.71 
636,726.04 
369,583.25 

$ 36,809,315.84 


$ 13,279,486.00 
4,538, 704.00 
351,000.00 
103,500.00 

$ 18,272,690.00 
1,500,000.00 
17,036,625.84 
18,536,625.84 
36,809,315.84 


aad 5 N  pmanetni: 


nce 1853 


and THE HOME INDEMNITY COMPANY 


Hasoip V. Sutra 
Chawman of the Board 
Kewneru E Brack 


Presden 


DIRECTORS 
The Home Insurance Company 


Lewis L. Cramer 
Banker 


Hagotp V. Surrn 
Chasrman the Board 


Rosest W. Dowie 
Presudent 

City lavesting ( 
Georct Guyxo 
Presiden 

veland Trust ( 
Haron H. Heim 


hawmon 





Why Advertise? 


what you are doing and 
the industry 


this later. 


with what 
is doing. More about 

Fifth, to spearhead a concentrated 
sales drive. A good example of this 
was the polio poli vy. When this pol- 
icy first came out many agents ad- 
vertised this product extensively. 
Ilere was one case where we had a 


low cost policy with 


a high emo- 


tional appeal. Advertising actually 


sold policies. But this is the excep 
tion that proves the rule. 

If these are the main purposes of 
advertising your agency, what are 
the best ways to accomplish these 
l.et’s look at the most 
frequently used advertising media. 


purpe Ses 7 


The first one that comes to your 
mind is, of course, newspaper adver- 
tising. Newspaper advertising is the 
best way to reach a large number of 
people in your community. The cost 
per person reached is very small, On 





Valuation of 
Basis. Securities 
quired by law 


securities on 


National 


FIRE-CASUALTY 





FORTY-SEVENTH ANNUAL STATEMENT 
December 31, 1959 


ASSETS 
nt Securities 


and Other Bonds 


Total Liabilities and Surplus 


Association of 
carried at $2,063,219 in this statement are deposited as re 


Security Flutual Casualty Companu 
CHICAGO 6, ILLINOIS 


REINSURANCE 


$ 3,940,387 
28,869,352 
2,397,830 
15,520,760 
310,681 
1,381,165 


Insurance Commissioners 


FIDELITY-SURETY | 








the other hand, if you live in a large 
city you will obviously not be able 
to capitalize on all of the people who 
read your advertising. You will have 
what our newspaper friends call a 
lot of 
circulation 


wasted circulation— wasted 


for which you have to 
pay. 

Thus with newspaper advertising 
you may have a small cost per reader 
but a tremendously high cost per 
reachable prospect. This, of course, 
will depend upon the size of the com- 
munity in which you live. 

Closely allied to newspaper adver- 
tising and with many of the same 
advantages and i 
radio advertising. 

Another means of broadside ad 
billboards. 


Here, of course, the purpose is to 


disadvantages 1s 


vertising is roadside 
keep your name constantly in front 
of the public, primarily as reminder 
advertising. 

The direct opposite of broadside 
advertising, such as newspaper, 
radio, and billboard is the pinpoint 
mail. With 
direct mail the cost per name ts rela 
tively high but with a properly se 
lected list every name is a prospect, 


method used in direct 


and on a comparative basis the cost 
per prospect with direct mail is far 
lower than with newspaper or radio, 
\nother advantage of direct mail ts 
that you can send out the exact num 
ber and at the exact time you wish. 
This means you can make your sales 
follow-up closely after the direct 
mail is received by the prospect 
With direct mail, too, vou are able 
to say as much or as little as you 
wish. 


The Personal Letter 


The fifth medium is 
of direct 


a refinement 
mail—the personal letter. 
The personal letter is, of course, 
more expensive than the volume use 
of direct mail, but it has the advan- 
tage of making a personal appear- 
ance and a personally-tailored appeal 
to each of your prospects Consid 
ered individually, each letter is a 
more effective piece of advertising 
but because of its cost it should be 
used markets 
high 


wish commis- 


primarily in those 


where you have a relatively 


premium—or if you 
SION 
Booklets or folders may be used to 


supplement direct mail, personal let- 
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ters, or in some cases may be used 
as advertising them- 
The booklet or 
folder will depend on whether it is 
a company piece or one which you 


pieces by 


selves, use ot a 


have had drawn up for your own 
Ordinarily the purpose of a 
booklet or folder is to explain in 


use. 


greater detail than you can expect 
to in a letter. Since the booklet or 
folder lacks the personal appearance 
of a letter, its effectiveness is greatly 
heightened by using it along with a 
letter or personal memo. 


Novelties 


Novelties 


medium, 


are another advertising 
Many agents believe that 
give-aways, such as desk calendars, 
book matches, ball point pens, key 
the way 
in terms of reminder advertising. |] 
have long had the feeling that the 
main reason many agents used nov 


chains and like pay their 


elties is because it’s easv. It doesn't 


require any creative ability to buy 
and hand out key chains or ball point 
pens. If, however, you are to get the 
maximum value out of such novelties 
it does require creative ability be 
cause simply handing out these items 
indiscriminately isn't an 


in advertising, it’s a cost 


investment 
Give-away 
items can be an investment if they 
are used in some unusual manner: 
for example, one agent is known in 
his community as a match book king 
because he plasters every place in 
town with his give-away matches 
So, too, we can sometimes tie advert 
tising novelties in with some other 
form of advertising or use it as an 
inquiry-getter. But all advertising, 
be it novelties, direct mail or news 
paper requires that first vou decide 
what you want to accomplish and 
then you make your plans to accom 
plish that purpose. 

Let’s look at another side of this 
picture before we 


take a specific 


agency as an example to analyze 
How much should you spend on ad 
vertising vour agency? Nationwide 


survevs of show 


agency expenses 
that the average agency doing about 
$50,000 a vear in premiums spends 
about 314% of commission in 
the other 


end of the scale, agencies doing over 


its 
come for advertising. At 
a million dollars in premiums spend 


about 1.6% 


come for advertising 


of their commission in 


For March, 1960 


Largest Truly Multiple Line Company in the Seuth 


SY. th oMunual ftatement 


DECEMBER 31, 


1959 


sels 


Cash in Banks 
U. S. Government Bonds 


State, County and Municipal Bonds 


Other Bonds 

Stocks* . 
Agents’ Balances Receivable . 
Premium Notes Receivable 
Accrued Interest . 

Other Assets 


Total Admitted Assets 


Liabilities 


Reserve for Losses and Claims 


Reserve for Unearned Premiums . ... . . 23,672 


Reserve for Taxes 
Reserve for Centingencies 
Other Reserves and Liabilities 
Capital 
Surplus 

Total 


Policyholders’ Surplus < 


{ December 31, 1959 . 
) December 31,1958. . 


. $ 8,303,219.87 
2,213.07 
856. 950.0 
1,000,000.0¢ 
476,236.37 
2,500,000.00 


7 


- $48,462,509.07 


11,653,889 


. $15,153,889.76 
- $14,022,792.72 


* Includes investment of $1,887,928.62 in stock of Security National Insurance 


Company, a wholly 


-_ , Mths ~a 
Trinity Universal Way 


/ : 
YOUR) BF adependonr 
/aserame /AGENT 


Now 


with these hgures 


there are two things wrong 
} 


()ne is that there 


is no such thing as an average 


the 
vou want to 


agency except in the mind of 


statistician. Certainly if 


pattern your advertising program 


after an agency, you wou 


ld pick out 


a successtul agency, or at least 


had 


advertising program 


an 


agency which had a successful 


So the above 
figures are to be taken merely as an 
example of what others are 


not 


doing, 


whether or they are doing it 


successfully 


wned subsidiary 


GORDON S. YEARGAN 
President 


Insurance Company 


Qmne advertising authority has 


sugye sted that if insur 


nN wey S 
ince ayenci 


pro 


gram they could profit by spending 


had an intelligent advertising 


approximately twice is much as they 
are now sp nding be suggests that 
the should 


ot its poten 


ALYYTESSIVE small wency 


be spending about 


— ot 


tial annual commission income, and 


the large agency about 3% of its 


potential commission income. Once 


again, these figures are guides only 


and eacl 


. individual agency will vary 





Why Advertise?—Continued 


from them according to its particular 
position, its marketing situation, and 
its objectives 

With this as a back 
take as an example an agency doing 
about $100,000 in 


ground, let’s 


premiums with a 
commission income of $20,000. Let’s 
locate this agency i1 typical com 
munity of 8,000 people 
should this agency 


tising and how should it 


How much 
spend on adver- 
spend this 
money ¢ 


Decide on Goals 


There is no one to this 


must decide what 


answet 
question Kirst we 
this 


Strangely enough t 


agency wants to accomplish, 


e answer will be 


] 


different with d insurance 


itteé rent 
agents in the same situation. Some 
agents in this situation will be satis 
fied 
and 


with thei income 
they 


advertising 


commission 
will want to spend their 
money primarily 
income \t 


1 


posite end will he the 


maintain thei 


far from satisfie 
He has 


business. at h ain S 


d with his income 
ht his son into tl 
to double 


possible, In 


just broug he 


his volume as rapidly 


between these two are who 


agents 


would like to increase their business 


but find it difficult to get much time 
to spend on the solicitation of 
We also 


are satisfied 


new 
business find 
prestige-wis 

spend t 

give the agency 

prestige in 

rationalize is approach by saying 
that if the ag v | 


more people will 


is more prestige 


come to them to 


have their insurance written. Actu 


ally, what agents want 


wr their fel nfolk to realize 
that the agent uite a fellow a 


MOstT ] uman ce sire 


Basic Assumptions 
time to 


uit an advertising program fot 


se situations, SITICE 


the main purposes of an agency 1s 
17 


1 1 ’ 
supposed | ye insurance, let’s 


tO s¢ 


assume that our is anxious 


its bu ss and has the 


to increase 


manpower to d 


The two primary objectives are 
(1) to write as much new business 
as we can for our present policy- 
holders and (2) to write as much 
business as we can for new pros 
pects. 

There is a good deal to be said for 
newspaper and radio advertising as 
a medium for acquainting the com- 
munity with our agency's character 
Newspaper and radio advertising are 
glamorous and have a natural appeal 
If, however, our 


to most agents. 


purpose is to write as much new 
business at as low an advertising 
cost as possible, we should turn ous 
attention to two ditch-digging types 
Neither of 
media offer a great deal of glamour, 
returns 
hour of 


of advertising. these 
but both offer high money 
dollar 
nvested 
rhe Direct 
mail, as you know, is simply a series 


per and per work 


first is direct mail 
of letters sent to your prospects to 
open the door, to prepare your pros 
pect’s mind favorably for your sales 
call, 


one company who can give them help 


Nearly all agents have at least 


in preparing their own direct mail, 


many agents have a company 


direct 


agent 


an do the entire mail 


the agent, if the will 


simply furnish the company with a 


list of prospects 


Three Elements 


There are three important. el 


ments in the success of any direc 


and if any one of 


missing, the 


mail campaign, 


these three 1s chances 


of success are greatly diminished 


One, the list must contain the cor 


rect names and addresses of the peo 
ple; the people must be those who 
agency, 


he size of the pr itentia 


can possibly be sold by the 
t 


l premium 


7 
and 


must be to make the 


sale 


Tes 


Ss 


enough 
worthwhile appear 
' 


l the copy im the letters must 


Iwo, the 
nee an 
be such that the prospect is favora 
not have 


It must 


mpressed but 
h information that the pros 
>a decision for oi 
proposition without 
Three, 
prospect 

mail letter. If all vou in 
those who re- 

he reply cards, your direct mail 


be enormous compared 


vou must fol 
receives 
» follow up are 
may 


o your returns. Ordinarily the best 


prospects do not reply to a direct 


mail solicitation. 


Different Questions 


There has been a good deal of 
misunderstanding about the use of 
direct mail because of the difference 
found in the life 
insurance business and in the prop 
In the life 
insurance business the salesman uses 
direct mail to attempt to discover 
people who are interested in buying 
life He has no [ 
knowing which people may be pros- 


in circumstances 


erty insurance business 


insurance, way of 
pects before he sends out his direct 
mail. Those people who answer the 
direct mail he assumes better 
prospects than those not 
answer, and therefore he follows up 
only those who reply. The property 


are 
who do 


insurance salesman knows that every 
person who owns property is going 
to buy insurance, the only questions 
are: when is he going to buy, how 
much is he going to buy, and from 
All of 
these property owners are prospects 


and 


whom is he going to buy? 


the purpose of the property in 
surance direct mail is not to find out 
those who are interested but rather 
to interest all of these property own 
ers in the story which our agent has 
to tell 
correct for the life insurance man to 


Therefore, while it is quite 


follow up only those people who re- 
ply, the general insurance man must 
follow up all of his letters if his list 
has been correctly prepared 
Direct mail, then, would be our 
chief advertising medium to help sell 
We would use it day 
after day as the pre-call preparation 


new business. 


for our salesmen 


Present Clients 
What 


One of the biggest problems that 


about our present clients ? 
aggressive agents face today is how 
to keep in contact with their present 
clients and still find enough time to 
ll The 


keep in contact with present clients 


sell new business. best wav to 


is by personal calls, but as one’s bus- 
iness grows this becomes impossible. 
\We believe that a personal type, in 


formal agency newsletter issued 


either bimonthly or quarterly is one 


of the most effective tools for keep- 


ing in contact with present policy 
holders. By personal type, informal 


newsletter, | do not mean the syndi 


Best's Fire and Casualty News 





cate publications which are available 
from a number of sources; I am re- 
ferring to a letter which would be 
composed by the agent with the help 
of one or more of his companies on 
a letterhead prepared for the partic- 
ular agent’s use. 

The purpose of these letters is to 
keep your name in front of your 
present policyholders, leaving the 
impression with your policyholder 
that vou are wide awake, aware of 
all the developments in your indus 
try, and putting these developments 
to use for your client’s benefit. The 
letters should be written in a non- 
technical.manner, and there should 
be a change of pace. This change of 
pace can be brought about by devel- 
oping a letter around some commun- 
ity project; certainly at Christmas 
time a non-business Christmas letter, 
and perhaps once a year some kind 
of letter built around a gadget. For 
example, one semi-humorous letter 
had its point built around a plastic 
bottle cap. 


Replaces Calls 





Once again, the purpose of this | 


letter is to replace some of the per 


sonal visits you would make on your | 


present clients so you have more 


time to sell new business. If the] 


letters are properly prepared many 
of vour clients will think vou visit} 


them far more often than you do be 
cause of the effective substitution of 
the personal letter for your calls 


media we have money left. we should 


| 
If after these two advertising | 


spend this money in some form of| 


mass advertising such as newspaper 
or radio to back up our direct mail 
and agency letter. The medium we 
use will depend on the particular 
circumstance. If there is a good 
local paper this would be our first 
choice. Whether we use radio or 
newspaper, we must remember that 
one-time advertising ventures are 
usually money wasted unless we 
have some specific thing to bring to 
the public’s attention at that partic 
ular moment. If we are trying to 
sell our agency by building up a 
character or reputation picture of the 
agency then the advertising must be 
repetitive. Far better, for example, 
to run an eighth of a page for eight 
separate weeks than a full page 
splurge once. 
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SUPPORT 


Insurance is only as good as the agent who sells it. That is why 
you will find yourself the featured partner in Harleysville’s 
planned promotion. We support you with regular advertise- 
ments like the above in your local papers and supply you with 
literature as comprehensive as our portfolio of coverages 
Interested? Then get in touch with this highly organized, 


progressive underwriter today. 


* 
HARLEYSVILLE, PA. 
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WILLIAM C. SEARL is charged more than the other. | 
President 
Auto Owners Insurance Co. 


present it would seem to be most 
can still recall the strident halt called — difficult for a company to sustain the 
to the National Bureau’s “clean” as- burden that its rates for assigned 
signed risk surcharge program in risks are confiscatory, even if taken 


] ris MY PUI | »see to reconcile 1956 \dding a statistical basis for asa separate class, where the com 


any nceived negative atti he filings may help, but it won't pany enjoys a normal underwriting 


tudes toy rds tl ormation of an eliminate the pI m of unfair profit. (The 


issigned 


norm referred to is 
risk company, and to con discrimination, however unreal it hypothetical only and any inference 
the forma may be to a company or companies in being 
sa practical \n assigned risk company would — is surely erroneous. ) 

ith assigned not only overcome this suspicion by Consider, too, that the “separate 
ntented if this destroying its major premise, it class” approach is concerned with 
to contribute would also permit us to demonstrate but one aspect of the 


he assigned risk 
further ex clearly 


hat an inadequate rate for problem the necessity for an 


ace 
risks is confiscatory. At quate rate. But this need, overrid 


it} 


t 
plot ito! bilitv of the assigned 
idea presente ing as it 1s, is not the only need 


at write assigned ; > 
r Diverse Risks 
risks. ompal \\ ch any of us < 
could designate ; he recipient in Many 


insurers, perhaps prin 
surer of risks assigned to us under cipally those of medium and modest 
assigned risk plans, such a company size, are greatly troubled with hay 
would prob: better be able to g to handle risks 
obtain adequate 1 for assigned 


risk plans which are of 
H companies ferent nature from thos 
through the 


oh 


us, can develop 


write voluntarily. The servicing 
these risks may require = specially 


trained claims personnel 
risks as a haps, a much greater 
it we, and 
write both 


signed risks 


involvement in claims 
areas well bevond the 


sphere of the insurer's opera 
emotional is indeed costly for an insurer 
t some in voluntarily writes private passet 
in element iutomohbiles only, t 


] 
e one { practical alternative personnel equipped to 
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peculiarities connected with servic ment | me there is a problem which goes well 
ing long-haul trucks, for example designed to. ai rot e tl bevond our concern for the need of 
Consider, too, the problems faced public agai 

by companies writing in but one or — limb to those 


t exposure of life and adequate rates, Centralization of the 


who simply factual data found in case histories 
a w states which must take mil to be oper would serve. | belie ve, to eX 
tary personnel under assigned risk ur highways hilarate the efforts of those presently 
plans interested in anaylzing the assigned 
Not only is th expense of ; risk problem, stimulate others, and 
staffing “know-how,” there may also Provide Information it mav be that the assigned risk com 


| 


; . , ; 

be the expense of servicing suc \n assigned risk company would pany might itself pro 
risks “aS ll bevond the usual = } | tudie hich ild | 
ks in areas well bevond the usua be able to maintain and ma ' studies which could be 
exposure areas serviced by the com ble to appropriate institutions tl basis for further actior would 
pany hese claims costs fall mo sort of factual data i na nly in certainly be expected that the ready 
heavily on medium at individual case tori which availability of such data will lead, 
panies; they are also now availabk hroug!] at the very least, t r control by 
companies Insotar as they must pro- tedious and sometimes unproducti the industry over the assigned risk 
vide additional, but relatively little means of a company-to-cor problem. 

canvass Although basi tatistic Assuming — the roy that 


t 


used, training for existing claims 


personnel, or increase their existing data on assigned risk now being the formation of assigned risk 


compiled by the atins but ul " company rtain desirable 


stafl 


Merely treating assigned risks as well as by statistical agents such ; advantages over the present scheme 


| 
a separate class would not relieve N.A.LI.. this data is of value ah of things we may now consider some 
companies ol these increased servic exclusively im conn ion wit! | of the major questiotr whicl 


Str s ( 
| I I 


must 
rating aspects of tl ass of busi be dealt with should such a company 
ness, It reflects the xistel 2 be formed 


basis for study and understanding of — special problem, but it rds ] Of paramount 
the 


the over-all assigned risk problem. It — if 


is becoming increasingly important an assigned risk proble1 company can be 


for us that the causes of our as With 


ing burdens. Nor does this approacl 
readily lend itself to providing a 


any, intormation on why t 1 suppose Is wii 


over one hundred. milli counter difficulty 
signed risk burdens be explored dollars worth of bi 1ate rates for 
thoroughly The ever-increasi | 


g written throu; 


g] ; Consider 
magnitude of these burdens makes ind with every i ation that tl credibility 
it imperative that a treatment be de rate of growtl will write 
veloped and thi mitigating expected — ti ontinu it ising ibout 20% © of the Assigned 
curative for 


] 


, | 
sighted ot 


’ ] 
country wide 
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Assigned Risk Company—Con 


or about twenty million in net direct 
written premiums. Some one hun- 
dred million is now written, in the 
aggregate, countrywide, On a state- 
that the 
assigned risk company’s experience 
the 
requirements of 
that 
purely statistical function 


by-state basis it may be 


may not meet most extreme 


credibility 
who 


those 
insist 


rate-making is a 
Yet I'll 
the 


STEADEAST 


venture to say that whatever 





Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast charac- 
ter. For 161 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 
agency system. 


You do well 
when you sell 


PROVIDENCE 
WASHINGTON 


THE COMPANY WITH 
QUALITY * INTEGRITY * FRIENDLINESS 


(i) 20 Washington Place 


Providence 1, R. |. 


assigned risk company’s experience 
may be in a particular area, in these 
same areas the magnitude of the 
combined industry experience on the 
voluntary market may be equally 
meager. Nevertheless rate  dif- 
ferentials have long been in use. 
Furthermore, with regard to the 
amount of statistics involved, it 
should not be overlooked that the 
assigned risk company would not be 
limited to relying only on its own 
It would also be able to 
base its rates on the statistics of the 
Bureaus, other companies, N.A.1.1., 
and so forth. 

If credibility is indeed a problem 
widely to be reckoned with, and | 
believe that it will not be, it would 
seem to be equally a problem where 


statistics. 


rates for assigned risks as a separate 
class are filed by individual com 
panies and the rating bureaus. 


Legality 


Another question to be raised is 
whether the operation of an as- 
signed risk company would be in 
violation of the Federal 
laws? 

I think not. In 
Law 


antitrust 


Public 
15, the Congress specifically 
provided that the Federal antitrust 
laws shall apply to the business of 
insurance only that 
such business is not regulated by 


enacting 


“to the extent 


state law,” subject, of course to 
the well-known exception that the 
Sherman Act remains applicable to 
agreements to boycott, coerce, or 
intimidate, or acts of boycott, 
coercion, or intimidation. 

The latter should not give us any 
cause for concern, All we would 
have to remember is not to boycott 
from, coerce out of, or intimidate 
away other insurers from writing 
assigned risk business. This would 
be a commandment which anyone in 
the assigned risk business should 
have no trouble in honoring. 

\ll states provide some form of 
regulation over automobile BI/PD 
liability insurance rate making and 
almost all specifically authorize rate- 
making in concert; in some few 
states rate-making in concert is re- 
quired ; in a certain few others rate- 
making is for all practical purposes, 
a function of the state. 

So far as the assigned risk com- 


pany is concerned its rates would 


be subject to precisely the same kind 
of regulation as are the rates of any 
other insurer, and it would, in my 
opinion, quite clearly come under the 
same umbrella of immunity from the 
Federal antitrust pro- 
vided such other insurers. 

We have assumed, in discussing 
the antitrust aspects of an assigned 
risk company, that its rate-making 
as an independent company might be 
challenged on the ground that, in 
effect, it makes rates for assigned 
risks on behalf of all the insurers 
from which it takes assignments. 
Should this contention be raised, it 
that the foregoing 
analysis constitutes the basis for an 
answer to it. 

Alternatively, it might be con 
tended that it is not the rate-mak- 
ing activity of an assigned risk com 
pany which gives rise to antitrust 
concern but rather the agreement, 
the “acting in concert” by the par- 
ticipating insurers which is to be 
considered. But this too would fall 
the antitrust umbrella pro- 
vided by Public Law 15. All states 
(with the possible exception of New 
Jersey) specifically authorize or even 
require 


laws as is 


is believed 


under 


and 
tion among insurers to provide for 
the apportionment of assigned risks 


agreements coopera 


and rate modifications for this class 
of business, subject to the approval 
of the commissioner, 

Consider also the possible con- 
tention that an assigned risk com- 
pany as described here is actually 
only a rating organization. Since it 
would not be licensed as such it 
might be argued that its activities 
are therefore subject to the prohibi 
tions of the Antitrust Laws. Al 
though much more might be said in 
opposition to this contention, let me 
point out that an assigned risk com 
pany is, for many obvious reasons, 
quite different in and 
in effect from a rating organization, 
Furthermore, the vast majority of 
states do provide for the regulation 
of insurers which engage in joint 


operation 


underwriting, Certainly an assigned 
risk 


viewed 


company can readily be so 
as an organization of in- 
surers which would engage in joint 
underwriting. 

Perhaps it 
but more in humorous 
seriously, what trade can be said to 


be restrained by the operation of an 


might also be asked, 


irony than 
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assigned risk company? The busi- 
ness to be written is really cast-off 
business which nobody wants. The 
assigned risk market is not one we | 
want, it is one which is “thrust upon 
us.” 

In reviewing the rating laws of 
the various states one factor in favor 
of formation of an assigned risk com- 
pany impressed me most of all. The 
assigned risk company, should it be | 
denied adequate rates for assigned | 
risks, can readily and without quali 
fication establish that to the extent | 
the going rate for assigned risks is 
inadequate it is confiscatory as to the 
assigned risk company. <As_ we 
mentioned earlier, it may well be 
questioned whether your company 
or mine individually, or even 
through a rating bureau, could make 
that charge stick unless our over-all 

level was inadequate. An as 

«d risk company can in all states, | 
even states requiring uniform rates | 
for assigned risks, operate as a spur | 
to assure all companies, even non 
participants, of an adequate rate for | 
assigned risks. In fact, should a 
test suit be brought on the adequacy 
of rates for assigned risks, it is quite 
clear that the best case of all on the 
question of confiscation could be} 
brought by the assigned risk com- | 


| 


The United States Supreme 


in the one and only case 

ver brought before it which in 
volved an insurer’s challenge to the 
constitutionalitvy of an assigned risk 
ade specific reference to the 

issue and clearly indi 

hat a rate which was not com 
mensurate with the greater risks of | 
assigned risk business would be re 

as confiscatorv. Cali 
Assn. Inter-Insura 

Maloney (U.S. Sup. Ct 
Ls. 103, 71 -S: Ce . . and your policyholders ever better, PLM offers you an experienced 
executive and clerical personnel, operating with the latest time- and labor- 
. ‘ saving equipment and in one of the country’s most up-to-date home offices. 

Risk Assignment [hese factors spell efficiency. And efficient operation is the chief reason for 
among other things—PLM’s reputation for prompt claim payment. As you 
well know. home office facilities can either bottleneck or bolster your own 


service to your clients. Why not get in touch with us. 
cS assigi ead ul 


1 
ans will be 
1 


] 


i TISK COMpany 


' fF vs oe ’ 
l pan 
Che assigned risk pla ‘ Writing FIRE and ALLIED LINES 
l€ a v1 I ple In ; th 
1 ‘ “In the Birthplace of American Mutual Insurance 
states specifically provide that : “The . 
manager shall distribute risks eligi 
hat Sees salt 


the plan so 


i? PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building « Philadelphia 7, Pa. 
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What man has joined together... 


To J. Grant Moore (above) the Blue Water Bridge, 
linking Port Huron, Michigan, to Sarnia, Ontario, 
symbolizes, in a very real sense, the enduring 
strength of the bond that has joined together his 
Port Huron insurance agency, Wright, Hoyt and 
Co. and Standard Accident. 


Wright, Hoyt was established in 1897 and just ten 
years later, in 1907, contracted to become an 
agent for Standard Accident. So the agency and 
Standard have been ‘“‘wedded”’ for 53 years... a 
highly successful “‘marriage’’ and one that Grant 
Moore, agency president and owner, is just as 
happy with as Standard Accident is. What does 
Mr. Moore attribute this success to? When asked, 
he had this to say . “Our long association with 
the Standard Accident Insurance Company con- 
vincingly demonstrates our complete satisfaction 
with their underwriting procedures, financial 
strength and the always helpful interest shown us 
by the Company, its officers and staff of both the 


home and branch offices. They’re a good company 
to work with.” 


Long association between Standard Accident and 
the Company’s agents is actually the rule rather 
than the exception for 61 other agents have also 
represented Standard for over 50 years and 73 
more can lay claim to an affiliation that dates 
back at least 40 years. So you see, Standard Acci- 
dent is, indeed, ‘‘a good company to work with.” 


ON Sy SYMBOL OF SERVICE FOR 75 YEARS 


-~ 


vo STANDARD ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE 
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DETROIT 32, MICHIGAN 


WILLIAM HARMELIN 
Field Supervisor 
Continental Assurance Co. 


Jou ARE A stockholder in a close 
y corporation. You now have the 
usual type of buy and sell agreement 
which is funded by life insurance to 
You have 
added the disability waiver of pre 
to 
premium payments in case of total 
and \s 
have just seen, disability is far more 
likely than death during the life of 
the You, 
business associates, your insurance 


cover the hazard of death. 


mium provision eliminate 


permanent disability. we 


average business. your 
advisor and your attorney had fore- 
You added the disability 
waiver of premium provision to your 


sight. 


life insurance policies. Two years 
elapse, and then you become seri- 
ously disabled as a result of a freak 
accident 

What peace of mind you have! 
\fter six months, no further pre- 
miums be due life 
insurance policy. Since the doctor 
feels you will be laid up for at least 
three vears, you are relieved to know 


will on your 


that this premium of approximately 
$2,400 will not have to be paid after 
six months. 
Compounding Problems 
Your 


associates agree to continue to share 


good friends and business 


with you as long as they 
They 
you 


earnings 
possibly can do share their 


income with However, after 
four months, there is a decided drop 
You the 
business getter The loss of 
felt. Your 
are forced to hire two re- 


oes. They 


chief 


in business 


outside 


were 


your services is keenly 


associates 
lacements to fill your sl 


you for four more weeks—that 


is five months now. They begin to 


to 


1 
} 


because the 


realize that they cannot continue 


pay you indefinitely 


added salaries to the two men they 
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beconn al 


handwriting on 


they break the sad news hey 


don't 


want to cut vou out but unless they 


do, your business associates will be 


| 
take a salary cut 


forced to 
selves. 


They are put y much | 


hours because new men 


do any of the papel 
addition to yout 


} ; 


as ratiel 


to do in 
Further, business 


Now. that 


Joe has a 


business 


son in medical sche 


your 
needs every nickel of 
self, | 


Jim 1 
wedding for his daughter 


ncome 


as been planning 


though you were closest to 
afford to 
The 


are forced to find a 


just can’t 


] give uy] 

her Le} 
money now either, Stock! 
Wal 
Yet, 


out of the business they 


no money 


Continuing Income 
When they tell 


can't afford to continue vor 


vou 


you can’t help but think tha 
of them was the unfortunate 
of this disability, vou would 
that /its 


As 


have been oO! 


wav to see income 

continue 
should 
: 


when the accident 


a Ma 


you 
You 

think your former 

and “backstabbers.”’ 


Stoc kholder S are as 


become 


he turn of events as 


get rid of 


| 
unless they g 


vou are disabled 
be in serious finan 
results must be 
vou and you 

ou 

have been associate 
those four guys f 


You turn the 


to get 


} 
them 
mger 


won't 


work vou used 


7 
selling, 


1 off. 


associate 


ol he 
him- 
a b 


> any 
olde TS 
vou 


} 
have 


one 


victim 


ittorney who sues 
1] 
rit 


pee yple 


oration 


1 | } y 
business is badly hu e only 


who gain fre untor 
tunate turn of events are the two law 
firms 

" 


Picture what woul 
had 
when vou added the disability waiver 


to life 


have happened 


if you gone one step further 


of premium provision your 


insurance policies. The selling agent 
might have pointed out to you the 
importance of providing some money 
the } 


loss of in 


to take the place of 
come to the business in case t 
ous disability of one or n 


Had he 


disability buy out provision to 


lore ot 
persuaded you to 

yout 
present buy and sell agreement and 
funded it 

to provide you with an in ie of 
for 


with disability insurance 


1 


$900 a month payable ten years 


» 65 in case of sickness and 


for life in case of disability from 


accident, what : fference—vou 


would get S900 a with no 


burden on the busi nat means 
$10,800 a year wWi u strain 
Your 


le ws, 


associates W 


Without Strain 


and plannit ¢ can me 


think to vourself. ““No 


1 ' 
were able to work t 


moniously for the 


There would be no 
business would continu 
out too much finane 


° 1 


or yout 
bec one 
Suppose 


ten 


and his family 
to ivoid I 


ne 
eine 


help to make ince provi 
he money to 


stockholder 








Disability Provisions—Continued 

What has been the background of 
disability in the buy and sell agree- 
ment? When starting to develop 
my material, I checked every possi- 
ble source in insurance and law and 
found only five brief articles dealing 
with the subject matter. One tax 
attorney opposed disability buy-out ; 
another tax attorney and three in- 
favored it. Did I, a 
mere layman, dare to take a strong 
position ? 


surance men 


After much thought and discussion 
with many qualified people, I con- 
cluded that the best way to develop 
authoritative material would be to 
send a questionaire to a cross-section 
of life insurance company counsel, 
tax and corporation lawyers, ac- 
countants, professors of insurance, 
writers in the field of business insur- 
ance, publishers of insurance serv- 
insurance field 
people, and personnel of companies 
selling disability insurance only. 

To give you an idea of the caliber 
of the people who replied, I will 
mention a few. Among my corres- 
pondents were such authorities as 
Dr. S. S. Huebner ; Dr. Dan McGill 
the Huebner Foundation; Pete 
Gravengaard, who written a 
number of business insurance books 
which are used by many of us; Larry 
Ackerman, Dean of the University of 
Connecticut ; and Hal Nutt, Director 
of the Institute of Marketing at Pur- 
due University. 


ices, successful 


of 


has 


Sixty questionnaires were mailed. 
I was gratified to receive forty-five 
replies, the majority complete. Then 
I talked to tax attorney, Morris R. 
Friedman about preparing the ma- 
terial for publication jointly. Our 
material started to appear in the 
May, 1958, issue of The Insurance 
Salesman. The February, 1959, is- 
sue concluded our series. Incident- 
ally, the material is now available 
in monograph form 

Accept, if you will, the fact that 
most of the replies received take a 
very strong position favoring a dis- 
ability buy-out provision in the buy 
and sell agreement and that part or 
all of the money to fund this pro- 
vision should come from Accident 
and Sickness insurance 

I would like to emphasize that 
of and 
others with whom I have discussed 


some our correspondents 


30 





the phase covered by question #2 
have opposed inclusion of a disability 
buy out provision in the buy and sell 
agreement because of the difficulty 
of determining what a disability is 
for buy out purposes. They all 
agreed that disability is a very seri- 
ous problem. They do not seem to 
realize that you ladies and gentlemen 
and the insurance companies you 
represent which sell disability insur- 
ance, provide us with the simplest, 
most positive, and practical answer 
to this objection. Awareness of this 
fact will stimulate the sale of much 
disability insurance because, if the 
provisions of a specific insurance 
policy of a particular company are 
used as a measure of disability, your 
company’s acceptance of the claim 
on what constitutes disability within 
the terms of the buy out agreement 
minimizes the danger of litigation 
and disagreement. 


Copy of the Provisions 


As a matter of fact, after discus- 
sing this solution with the same 
authorities, they have developed their 
thinking further and have stated that 
so long as a specific policy is used, 
even though it would be best if that 
policy is in force at the time disability 
occurs, the provisions of that con- 
tract should also govern in the event 
the policy is no longer in effect. A 
copy of the policy provisions should 
be attached to the disability buy out 
agreement. 

When asked, “What do you con- 
sider to be a long term disability ?” 
the majority of my correspondents 
felt that two years is a long term 
disability. 

When asked, “Should there be any 
provision merely for disability pay- 
ments if there is no buy out ?” almost 
everyone agreed that such provisions 
should be made. 

The responses to the questionnaire 
make a clear, strong, and positive 
case for incorporating a disability 
buy out provision in the buy and sell 
agreement. 

Now that the experts have ap- 
proved the idea, I guess it will be all 
right for us sales people to sell on 
this basis. 

Maybe by now you are ready to 


take off your businessman's hat and 
are thinking like a salesman again. 
What do I know about accident and 





sickness? Don't I have enough 
trouble selling business life insur- 
ance? What should be said in the 
disability part of the agreement? 
How can we affect a disability buy 
out which is favorable to all parties? 
What is disability anyway from the 
legal point of view? What are the 
tax aspects? Won't my clients be 
inviting law suits and more prob- 
lems? Maybe so, but we know in 
our business that there is an answer 
to every problem. 

A buy and sell agreement covering 
the centingency of disability should 
cover seven salient points: 1. Defini- 
tion of disability. 

2. Amount of salary during disablity 
before buy out. 

3. When should buy out be manda- 
tory? 

4. Source of funds. 

5. Number of installments needed 
to effect the buy out? 

6. Disposition of life insurance pol- 
icies on Mr. Healthy and Mr. Dis- 
abled when disability buy out be- 
comes effective? 

7. Provision for contingency of 
death during period disability buy 
out payments are being made? 

Let’s look at two different busi- 
nesses. They both had a buy and sell 
agreement which tried to cope with 
the disability problem. One was un- 
successful in solving this problem. 
The other was successful. Let’s look 
at the unsuccessful solution first. We 
will call the firm, “Litigation Elec- 
tronics Corporation.” 


DisaBILity Buy Out PRovISIONS 
“THE LITIGATION ELECTRONICS 
CORPORATION” 


1. Definition of Disability: “Illness 
or accident” 
2. Amount of salary during disabil- 
ity before buy out: “Full salary plus 
bonuses for three months. Full 
salary less salary of replacement 
but not less than one-half salary, 
plus bonuses for additional nine 
months. After twelve months, 25% 
of salary plus bonuses for one year.” 
When should buy-out be manda- 
tory? “Two years” 
4. Source of Funds: 


sions” 


“No provi- 


5. Number of installments needed 
to effect the buy out : “No provision” 
6. Disposition of life insurance pol- 
icies on Mr. Healthy and Mr. Dis- 
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abled when disability buy out 
payments being made: “No provi- 
sions” 

7. Provision for contingency of 
death during period disability buy 
out payments being made: “No pro- 
vision” 

It does not require too much 
imagination to project what will hap- 
pen whenever one of the principals 
of litigation Electronics arbitrarily 
decides that the other member or 
members of the firm are disabled. 
This will lead to endless disagree- 
ment, litigation, enmity, and unhap- 
piness. How simply this could be 
avoided by relating the terms of the 
agreement to a specific insurance 
policy. 

Now let us look at disability buy 
out provisions. 


“THe FORESIGHT ADVERTISING 
AGENCY” 


1. Definition of disability: “Said 
policy of accident and sickness in- 
surance” 

2. Amount of salary during disa- 
bility before buy out: “$900 a month 
for one year; $800 for one year.” 
3. When should buy out be manda- 
tory? “Two years” 

+. Source of funds: “Part from dis- 
ability insurance; balance in install 
ments from earnings and capital. No 
interest payments on installments.” 
5. Number of installments needed 
to effect buy out: “Maximum of 
seventy-two non-interest bearing in- 
stallments.” 

6. Disposition of life insurance poli- 
cies on Mr. Healthy and Mr. Dis- 
abled when disability buy-out pay- 


become effective: “Selling 


ments 
partner transfers to purchasing 
partner all right, title, and interest 
to all policies owned by selling part- 
ner on life of purchasing partner 
which are subject to this agreement 
Purchasing partner maintains in 
force policies owned by him on 
selling partner until all promissory 
purchase notes paid in full. There 
after, purchasing partner deals wit! 
such policies as he wishes.’ 

7. Provision for contingency of 
death during period disability buy 
out payments being made? “It 
selling partner dies before all notes 
paid, purchasing partner receives 1n- 


; 
surance proceeds and pays balance 
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Interest in all types of watercraft has zoomed to 
undreamed-of heights in recent years. To meet the 
insurance needs of part-time skippers, American Casualty 
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Disability Provisions 


due to legal represent 


ative ol selling 
partner.” 

\dvertis- 
firm | sold 
That was over 
ten years ago. | couldn't get to first 


Incidentally, Foresight 
the 
on disability buy out. 


ng was first ever 


hase until | used the disability ap- 
proach with their accountant. At 
that time, I sold $300 a month of 
non-can disability income insurance 
and $20,000 of five year non partici- 
pating convertible term insurance on 
The dis- 


ability premium amounted to ovet 


each of the two principals 


$600 a year and the life insurance 
premium was about $150 a year. My 
the life insurance 
buy and sell were $52.50 first year 
and $4.50 per year My 
commissions on the disability buy 
and sell were $240 first year and $30 


commissions on 


renewal. 


renewal a yeat 

| have since sold these two men an 
additional $300 a month of non-can 
income protection, $100,000 of ad- 

most 
and a 
considerable amount of personal life 
insurance. The early part of April, 
I sold one of these partners $25,000 
of old fashioned risk 
Whole Life they carry 
$600 a month of disability insurance, 


ditional business 


of it on a 


insurance, 


permanent form 


preferred 
Presently, 


I now contemplate hitting them up 
for an additional $300 
long term non-can to 65 on sickness. 
know 
believe that mandatory buy out in 


a month of 
Some insurance people | 


case of serious and long term disa- 
bility may be objectionable in those 
instances where disabled people re- 
furnish 
logical answers to the state- 


cover. Even though | can 
many 
ment, “It may be unfair to be bought 
out after three years of disability,” 
the following shocking facts prove 
that this 
emotional fantasy and not fact 


According to the 1930—50 disabil 


objection is based upon 


ity study, at the voung age of 37! St 
out ot 100 people who have heen 


only 15 will 
85 out of 


disabled for three vears, 


recover. In other words, 


100 people age 37 who have been 
disabled for three vears will not re- 
\t age 47 
out of 100 will recover 


cove! , only 9.8 people 
The longer 
the disability, the lesser the number 
The older the victim, 


the less the likelihood of recovery 


of recoveries 


Now, we have an agreement, we 


know how to do it and how to pro- 
vide for it 
other 


| want to bring up an- 
matter. This with 
What we propose would 


deals 
taxation. 
appear on the face of it to be a tax 
disadvantage because we suggest 
that where a corporation is involved, 
the corporation does not take a tax 
deduction for the premium. While 
this would appear to be a disadvan 
tage, I would like to show you how 
this is beneficial indeed 
This is what I mean: 


taxwise. 


Some of our correspondents who 
took a firm stand against the dis- 
ability buy out, based their position 
on what they felt were two negative 
circumstances. First, was the ab 
sence of funds to support the buy 
out obligation. We now know that 
funds can be provided for installment 
purchase by the use of disability in- 
surance, 


Tax Position 


The second objection was that the 
buyer and seller would have an un- 
favorable tax position. I wish to 
emphasize that the principal purpose 
of including a disability buy out pro- 
vision is not to take advantage of a 
favorable tax climate. The intent, 
rather, is to make the best of an 
unfortunate situation. With this in 
mind, we suggest two approaches : 

Under Plan I, in a corporation, 
key man Accident and Sickness in- 
surance is purchased, with the usual 
tax considerations. This insurance 
is either completely independent of 
the buy out agreement or integrated 
with the agreement to cover a stipu- 
lated preliminary period during 
which the buy out provision is not 
operative. We find under Plan IT, 
amounts paid by the corporation to 
the disabled employee stockholder 
on account of the purchase price of 
his stock will be non-deductible to 
the corporation To the extent of 
the money is 
treated as a capital gain to this in- 
dividual 


any gain. realized 
Under this plan, the cor- 
poration will use its own after tax 
funds to buy out the disabled stock 
holder, since the proceeds of the 
\ccident and Sickness policy will 
be paid directly to the employee. 
Under Plan II, key man Accident 


and Sickness insurance is purchased 


with the corporation as owner and 
beneficiary. The premiums paid by 


the employer will not be deductible 
since the benefits under the policy 
will be paid to the corporation. The 
proceeds become part of the general 
assets, whether or not they are used 
to fund a plan of disability payments, 

The tax treatment of the benefits 
the corporation receives from the 
disability policy has been the sub 
ject of much uncertainty. Following 
normal rules of tax logic, which do 
not always produce the correct 
answer, it would appear that receipts 
flowing from non-deductible expen- 
ditures should be excludable from 
The 1940 case of 
Kastner Garage Ltd. supports this 
position. Receipts by the stockholder 
are includible as capital gains. Un- 
der this arrangement, however, the 
corporation may apply the tax free 
proceeds of the disability policy to 
its obligation under the buy out 
agreement. If, in addition, the cor- 
poration were to make payments to 
the employee-stockholder under a 
wage continuation plan, the pay- 
ments would be deductible by the 
corporation, Payments of up to $100 
a week would be free to the 
emplovee. 


gross income. 


tax 


out under 
Plan IT should start after an initial 
period of wage continuation. The 
corporation should use its tax free 
benefits under the policy to fund at 
least part of its buy out obligation. 

Now, let us look at the income 
tax effects of disability provisions 
in partnership agreements. 

The Internal Revenue Service has 
ruled that amounts paid by a partner- 
ship to a partner may not be ex- 
cluded from the partner’s gross in- 


come if he is 


In our opinion, buy 


work 
This 


principle has been adopted in the 


from 
because of accident or sickness 


absent 


income tax regulations respecting 
so-called “guaranteed payments” 
taxable to a partner as ordinary in- 
come. If a partnership is owner and 
beneficiary of accident and sickness 
insurance on its partners, benefits 
received by the partnership and paid 
to a partner will be taxed in full tis 
payments. Yet, if the 
payments are made directly to the 
partner, they will be completely ex- 
cludable 


guaranteed 


from gross income. Of 

when taxed to a partner as 
guaranteed payments, such benefits 
are deducted in computing the part- 
This 


nership’s net income. has a 
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beneficial effect on the taxable shares 
of the other partners. For most ad- 
vantageous tax treatment, disability 
benefits should be paid directly to 
the insured partner. 

It is well established that pre 
miums paid by one partner for lite 
insurance he owns on the life of an 
other partner do not constitute de 
ductible business expenses. The 
same is true of premiums paid by one 
partner for disability insurance on 
another partner. If the partner pay 
ing the premiums is owner and ben 
eficiary of the policy, he will receive 
tax free money with which to fund 
part, if not all, of his obligation under 
a disability buy out provision. This 
solution is not ideal. The burden 
of maintaining an indefinite partner 
ship with a disabled partner, even 
if he receives benefits under a disa 
bility policy, may be unbearable, both 
financially and otherwise. Keeping 
a disabled stockholder or partner as 
an interested party is just as bad 
or worse than having the widow of 
the deceased stockholder or partner 
retain an interest in the business 


Waiting Period 


Disability provisions in a partner 
ship agreement may contemplate a 
waiting period during which the dis 
abled partner will receive accident 
and sickness benetits. These will 
either be taxable to him (if paid by 
the partnersip ) or received tax free 
(if paid directly from the insurance 
company). This period would be 
similar to the wage continuation 
period under the corporate plan, ex 
cept that if benefits are not received 
by the disabled principal directly 
under the policy, the usual $100 a 
week exclusion is not available to a 
partner. After the waiting period, 
payments would be made by the 
partnership to buy the partner’s in- 
terest with the tax effects previously 
described 

If there is not enough money to 
buy the entire interest, purchase of 
such part of the interest for which 
there is enough cash combined with 
restriction of the voice of the dis- 
abled party in the business may do 
the trick. Space does not permit a 
discussion of this technique. The 
monograph spells out this suggested 
method. 
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A LETTER- 


One company wrote to its agent 
said: '. . . We feel every alert 
agent should be in a position to 
give reliable advice to his clients 
and prospects regarding the finan 
cial condition and operating ex 
perience of every insurance com 
pany .. . BEST'S GUIDE gives 
you all this information ... as 
well as a condensed compilation 
of reference matters vital to any 


inc rance man.’ 


BEST'S INSURANCE GUIDE 
WITH KEY RATINGS, published 
annually in May. Cost—only 


$8.75 a copy. 
ALFRED M. BEST 
COMPANY, INC. 


75 FULTON STREET 
NEW YORK, N. Y. 
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Disability Provisions—Continued 


In the case of the corporation, the 
same objective may be achieved by 
a recapitalization in which the dis- 
abled stockholder’s common stock is 
called in and exchanged for common 
and preferred stock. 
mon stock is then redeemed 
the disabled stockholder, the acci- 
dent and sickness benefits being used 
for this purpose. This 
results in a capital gain to the stock- 


The new com- 
from 


transaction 


holder. Thus the disabled stock- 
holder loses his voice in the affairs 
of the corporation. The preferred 
stock is then purchased from him at 
a later date when funds are available. 
This, too, results in capital gain 
treatment as a complete termination 
of interest. 

How about the partnership now? 
The partnership version consists of 
purchase of that part of the disabled 
partner’s interest for which accident 
and sickness benefits provide funds 
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plus a change of his status from a 
general to a limited partner, with no 
voice in the affairs of the partner- 
ship. 

Now to estate taxes. What effect 
does the disability buy out provision 
have? The tax on the gross estate 
will not increase if a corporate em- 
ployee dies before any benefits be- 
come payable under his disability 
policy. This is true whether benefits 
would have been payable to him di- 
rectly or through the corporation. 

The appropriate revenue ruling 
provides that where business asso- 
ciates purchase policies of insurance 
on each other’s lives, the proceeds 
are not includable in the estate of 
the deceased. The same rule should 
apply to accident and sickness poli- 
cies. In any event, since payments 
cease after death, no interest remains 
which could be included in the gross 
estate of the decedent. 

In fixing the value of a business 
interest for estate tax purposes, the 
virtues of a buy and sell agreement 
effective at death have been set down 
many times. Let’s look at what pur- 
wil. be such an 
agreement effective on disability. 


pose served by 


Buy Out Deferred 


Some agreements provide for a 
waiting period after disability during 
which the stockholder-employee is to 
get wage continuation payments or 
a partner to get disability benefits 
with buy out deferred. On death 
during such waiting period, the usual 
rules governing buy out on death will 
prevail. Let us suppose that buy has 
begun during disability and payment 
is being made in installments. In 
the event of death during this period, 
there should be no question concern- 
ing the valuation for estate tax pur- 
the valuation 
fixed by the sale. There is greater 
validity to a price fixed in a contract 
which has developed into a sale than 
in a contract which goes into effect 
he death of a party whose inter- 
est is being purchased 

Up to this point, we have been 


poses, having been 


on t 


talking about the importance of in- 
corporating a disability provision in 
the buy and sell agreement: what 
such a provision should be and how 
to arrange it. Now, I would like to 
talk for a moment to the sales people 
in the audience. Here is how we sell 
this idea: 
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Our agency does a lot of work in 
the business insurance field. It is 
rare, indeed, that we see a disability 
provision in a buy out agreement. 
It is our hope that this situation will 
change. In fact, since the change 
has not yet occurred, this field otters 
unlimited opportunities not only for 
the sale of disability insurance: but 
also additional life insurance. 

Our approach is to ask the busi 
nessman the following questions : 

“Mr. Jones, I assume that like 
most partners, vou have a buy and 
sell agreement. Is that right?” 


lf His Answer is "Yes" 


lf his answer is “No,” we throw 
il of our arguments at him of the 
need for a business will to protect 
his most important possession next 
to his family—his source of income 

If his answer ts “Yes,” we sav: 

“And | assume that that buy and 
sell agreement covers what happens 

your respective interests in the 
event of death. Is that right?” If 
he answers “Yes,” this, we then 
ask: 

‘Will there be money to buy the 
interest of the deceased?" We are 
usually told that the firm carries a 
certain amount of life insurance on 
each partner. During the discussion, 
we get an idea of the value of the 
business at that time, but we do not 
pursue the fact that their life in 
surance 1s not adequate. There 1s 
usually too little. If we did not sell 
he original business insurance, we 
have not vet developed a proper 
relationship with the prospect. Tim- 
ing is one of the most important 
elements in selling. At this point, 
restramt 1s a necessity \s far as 
ve are concerned, we fear that 1t 
ve pernut ourselves to get side 
tracked by discussing the inadequacy 
of the life insurance to fund thei 
agreement, any purchase that 1s mace 
will probably go to the original writ 
ing agent. We are not interested in 
stimulating business for him. We, 


° | 
heretore, go on to the next question 


will establish the prestige 


1 
SAC, 
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YOU KNOW WHAT THEY 
SAY ABOUT THE 
EARLY BIRD! 


To get there first, we strongly 
suggest that you offer your YouR/ 


Insurance 


assureds policies of the New staves) vou 


Hampshire Insurance Group. 


We are Proud to 
Support the 
Independent Ageiut 


NEW HAMPSHIRE INSURANCE GROUP 


New Hampshire Granite State 
Insurance Company Insurance Company 


= 
MANCHESTER, NEW HAMPSHIRE 


would the 


salaries t 


ivone 


‘ 


Most 


to whom \ 





Disability Provisions—Continued 
$600 a month to either or each of you 
in the event of disability from sick- 
ness or accident. 

“In other words, the $100 a month 
while you are both doing your full 
share of work would produce income 
of either $600 a month for one or 
$1,200 a month for both whenever 
the disability emergency arises.” 

Based upon the preliminary dis- 
cussion, we use a premium figure 
which should provide sufficient in- 
come for the disabled. If they balk 
at the $100 a month, we reply, “As 
you recall, we asked could you not 
would you?” We then try to arrive 
at a premium which they will con- 
sider 

If they want to think it over, we 
try the medical close. We suggest 
that our doctor look them over while 
they are thinking it over. During this 
determine 
whether they are eligible for this first 
rate plan. If they agree to the medi- 
cal, we call the doctor 


time, our company can 


immediately 


to arrange an appointment. We then 
complete our application forms. 
Even though they want to think it 
over, we ask for a prepayment with 
the applications. We succeed in get- 
ting prepayment in more cases than 
not, even when the medical close is 
used. The advance payment proves 
that their wish to think it over is 
more the habitual excuse and not a 
true objection. 

Here is how we suggest you deal 
with the accountant and lawyer on 
the subject of disability in the buy 
and sell agreement. 

We suggest that you start off your 
interview with him by asking 
whether he belongs to any of his 
professional organizations. In our 
area, there are two major bar asso- 
ciations and one CPA society. I have 
yet to meet a lawyer or accountant 
who does not belong to his profes 
sional association. 

After getting an affirmative an- 
swer from him about belonging to 
his association, we discuss with him 
the advantages of belonging to his 





DISABILITY SALES FILM 


\ NEW 
film for 


AUDIO-VISUAL sound slide- 
selling disability income 1n- 
surance has just 
by LA & S 
Ven 
35 mm full-color film with 
an optional two-minute close section 
at the end 


Che film presents a dramatic story 
| 


been for 


Underwriters. It 


released 
use 
in Room 24 


is Thre a twelve 


minute, 


of “other fellows” who get sick or 


hurt—three of them. One is a hard 
working family man who suffers a 
the 
Hospital 


a wailing ambulance 
} 


“coronarv’” in the middle of 


night and is carried to 
Room 24 in 
He could mut financially 


ruined by high medical bills and in- 


get well, 


36 


terrupted income, he lacks the spirit 
to try. 


A second, also a family man, steps 


on a child’s toy left on a stair step 


and is tumbled into the second of 
\lthough 


serious than 


three beds in Room 24 


his condition is more 
the first victim’s (he may be crippled 
for life), he enjoy s the peace of mind 
that is “the best medicine known to 
man.” 


He has the will to regain as much 
of his health as possible because he 
vy month an income 
check will be delivered to him. He 
knows that he will be able to provide 


knows that every 


for himself and his family because 
he was wise enough to arrange for 
that income check through disability 
income insurance, The third man in 
Room 24 is not shown in the film, 
He is represented only by the empty 
third bed waiting for an occupant. 
The film narration brings home the 
point that it could be anyone, includ 
ing the insurance agent's prospect. 

Phe optional close at the end is 
separated on filmstrip and = record 
from the main part of the story and 
may be used if the prospect mentions 
his other insurance coverage as an 
objection to buving disability income 
insurance. 


professional organization just as we 
belong to our life underwriters as- 
sociation, life supervisors association 
and accident and health association. 
Usually, he tells us that there are 
many advantages to him to belong 
such as being kept up to date on 
developments in his chosen field, 
prestige with his colleagues, the use 
of an excellent library, and a very 
fine insurance program. 

We then discuss this insurance 
program with him. Most such or- 
ganizations provide a good disability 
income policy for their members 
which a great majority of these pro- 
fessionals take advantage of. When 
the accountant or lawyer tells us that 
he carries the disability insurance 
provided by his society, we merely 
ask why. After he gives us all of 
the powerful and convincing reasons 
for carrying disability insurance on 
himself, we then start a discussion of 
a similar need for his clients who are 
also mortal. Since he has just given 
us all the reasons for carrying dis 
ability, he must recommend such 
coverage for his clients, and you are 
on your way to a buy and sell disa 
bility sale. 

What do we recommend for the 
partner or stockholder who does not 
qualify for disability insurance ? 
You can create a sinking fund for 
him. Some people who do not 
qualify for disability insurance will 
quality for life insurance. You might 
use a permanent form of life insur- 
ance with disability waiver of pre 
mium where available. If 
annuity or 


not, a 
retirement savings ac 
count may be used. 

For your information, our agency 
has been selling disability insurance 
We 


have never had a lapse of one of 


on this basis for many vears 


these buy and sell disability policies 
which means that once the need has 
been established properly, the busi 
ness persists. 

accident and 
sickness in the buv and sell agree 


By recommending 


ment, vou can build up a substantial 
renewal account 

Inclusion of a disability provision 
in the buy and sell agreement will 
prevent you from ever being placed 
in the uncomfortable position of bhe- 
ing asked by a disabled client, “Why 
didn’t vou provide the answer to this 
very serious problem in my buy and 
sell agreement ?” 
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Slow Down, Sell More 


[ HAVE OFTEN THOUGHT that maybe 
the automobile is responsible for the 
drop-off in sales of many salesmen, 
It makes it too easy to leave a town. 
\ll you do is step on the starter and 
lf you had to 
depend on railroad schedules, as old 


vou are on your way. 


time salesmen did, you'd have more 
time to spend with your prospects 
and customers. 

Mind, I am not urging salesmen 
o back to the 
that they slow 


Pullman car, only 
down and try to 
spend more time with every cus- 
tomer, 

One sales manager I know arbi- 
trarily cut the size of his salesmen’s 
territories in half. 
howl, of course, accused the boss ot 
taking bread out of the mouths of 
their 


They set up a 


starving 
But 
the boss knew what he was doing 


children, 
them, making bums of 


wives and 


them. 


“T want more concentration, less 
expansion,” he told the men. “Get 
into your territories and dig in and 
there tll 
outlet the 
be worked.” 


stay vou have worked 
every Way it deserves to 


Phe men did. Far from dropping 
otf in earnings, to a man they in 
creased their earnings. At the end 
of six months they 
25% 


were earning 
more than thev had under the 
old systein which made them spread 
themselves too thin and prevented 
their doing enough thinking to keep 
their brain cells oiled 

The rule Think 


will alwavs be 


_ sell more. 


more 


Take Time To Think 


OxeE sALeEs story IT have alwavs 


liked concerns a railroad president 
who had risen from the ranks to this 
exalted position, but who had never 
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lost the common touch. He was just 
Bill to and 


vardman on the system. But he be 


plain every trainman 


and involved in 


many attairs, so that now and then 


came very busy 
he was neglectful of his friendship 
of those 


worked, not 


with whom he had once 


because he wanted to 
be, but vou know what duties do to 
a man 

One dav he was busy at his desk 
when an old friend came in, an engt- 
neer. The engineer made some sort 
of remark to his chief, and received 
a perfunctory, unthoughtful answer 

Whereupon the engineer stopped, 
‘Now 
l am going to tell 


Never 


arms akimbo, and 
listen to me, Bill 


said, you 


you something he too busy 
to think.” 

“T never forgot that old fellow or 
his lesson,” the president confessed 
to me vears later. “In tact, I have 
it typed and under the glass on my 
desk—NEVER BE TOO BUSY 
rO THINK,’ ” 

I often think of that when I see 
perpetual motion salesmen breezing 
up and down the street, into one 
office, out of another, alwavs on the 
go, like a whirling dervisl ind 
about as effective 

In the United States we 
“hit and 

| 


that is what t | it 


salesmen run 
he Cals 
and run so fast away 


from business 


it never catches up with them 


Spend 15 Minutes A 
Day Thinking 


THE MOST EFFECTIVE salesmen | 
know are thinking salesmen. I recall 
two brothers a whirlwind 
He rushed hither and yon 
He was stirring up clouds of dust 
wherever he But | 


sure he was selling verv much, The 


(One was 
of a man 
went wasn't so 
other brother was just the opposite ; 
a quiet, composed man who didn't 
in much for fuss 
but in a q 


go in and feathers 


seemed to vet 


~ 


uiet way 
along 
I was in their office and 
heard them talk 

The slower brother said, “Walter, 
| don't see half as many people in a 


but | 


One day 


day as sell twice as 


vou do 
much.’ 
\nd it 
salesman 
} 


His brother, 


rhe 


effective as 


Was true slower 


was twice as 
because he was a 
thoughtful salesman, who took time 
out to think before he called 


] 


he talked 


he tore 


Add to Sales 


I think any 


add 25% 


sale shan could easily 
to his sales if he’d form 
the habit of spending 15 minutes a 
day—preferably at home in the quiet 
of his own room—doing not a thing 
That's 
all—-just sitting alone in thought 
Let 


events, 


in the world but thinking 


him think about the dav’s 
them let him 


think about tomorrow's calls—re 


Teview 


view what he will sav to each pros 
pect 


I believe 


this quiet period would 
1 


uch as anything in making 
1 ordinary 


salesman a great sales 
man. You can prove if | 
by trving it 


am right 


out in vour own Ilife 


not for a vear. but say 


; . for a month 
Why not do that ? 
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b—" TEST-CHECK INSURANCE TEST-CHECK 
Sen cane oe 90 ny , provides a handy form for 

easy checking of your client's 

ieane Gunmen on aa personal insurance program. 

FOR COUNTER USE. 


hs el SPETTSTV ITS 


. Checks critical points! 

. Dramatizes the new 
Homeowners! 

. Fits right in with your 
residential prospecting 
program! 

. Points the way to full client 
satisfaction! 


A SIMPLIFIED 
PREMIUM PAYMENT PLAN 
for the client who desires the 
convenience of time payments. 
TO HELP YOU ...no large down payment 
SELL A BETTER ... equal charges each month 
INSURANCE PROGRAM ...no slide rule, computor or 
TO YOUR complicated chart necessary 
CLIENTS and PROSPECTS ... available for COMMERCIAL 
and PERSONAL lines. 


CONTACT THE @) FIELDMAN IN YOUR AREA TODAY! 


UNITED STATES FIRE INSURANCE CO 
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CHECK FRAUD PREVENTION 
The Perma Print check is de 
signed to bring positive protection against 
check tampering to all checking accounts, 
both business and personal 
ting of the 
entire 


protector 


A single set 
dials produces the 


bold 


indicator 


amount line in 


easy-to-read 


print, in one simple, fast operation. 


Unlawful raising of the printed amount 
is effectively prevented by the combination 
of deeply penetrating indelible ink with 
the background print design. The ma 
the Applied Re 
attractively styled 
light-weight and com- 
handling 


chine, manufactured by 


search Corporation, is 


in decorator colors 


pact for easy and convenient 


desk-drawer storage, and carries a one 


year factory guarantee 





March, 1960 


Best’s Insurance News 


75 Fulton St., New York 38, N. Y. 


Check Fraud Prevention 
Automatic File 
Offset Press 
Index Tape 
Firm Name 
Attention of 
Position 
Address 
City 











office efficiency 


AUTOMATIC FILE 


Conserv-a-matic, a new development in 
automated filing equipment, places the 
contents of every file from A to Z at the 
finger tips of the file clerk within an aver 
age of 10 seconds. Introduced by Supreme 
Steel Equipment Corporation, Conserv-a 
matic operates electrically at the touch of 
a finger, making sit-down filing practical 
for the first time. Bending, walking, climb- 
ing, pulling or pushing of file drawers are 
all eliminated. File units, made of heavy 
gauge furniture steel, are available in 
various heights, and are equipped with 
110 volt motor with plug which fits any 
receptacle. A sixteen shelf unit contains 
the equivalent of five conventional four 
drawer files and permits the use of full 
wall space up to the ceiling for com 
pletely accessible filing. For larger file 
rooms, a special file chair on a built-in 
track is available. This enables one file 
clerk to travel up and down a row of 
Conserv-a-matic files and handle almost 
unlimited filing. 


OFFSET PRESS 


The Copease Copilith ‘Senior’ photo 
offset press introduced by Copease Cor- 
poration combines speed of output, quality 
of impression and low overhead cost for 
all-around economy in the production of 
all types of printed material. Compact and 
simple to operate, the Copilith Senior 
handles sheets up to 14” x 20” with a 
printing area of 13” x 17” at a speed of 
5,000 impressions per hour. It is capable 


of a wide range of print-letter shop re- 
production work from ruled forms to first- 
class superimposed color work on any 
weight paper or card stock. Special fea- 
tures include built-in suction feed; positive 
grippers; puller type side guides; posi- 
tive delivery; adjustable stops for squaring 
the image on the paper; automatic cylinder 
pressure adjusters; cradle inking roller sys- 
tem to permit swift color change; and 
simplified push button controls. A plate 
clamp provides the fastest means of at- 
taching a plate to the cylinder. The inking 
system is equipped with two form rolls 
and two brass osciliating rolls, and can be 
furnished with either the patented Copi- 
fount system of combining dampening and 
ink in one system, or with a separate water 
and ink system. 


INDEX TAPE 


A new indexing tape that is as useful 
around the home as in the office recently 
was put on the market. Sold under the 
brand name Cel-O-Tab by Tape Indexes 
Inc., it is Scotch brand transparent, ad- 
hesive tape colorfully printed with letters 
of the alphabet and lamiated 
strength. 


for extra 
The easy-to-apply letters make 
durable index tabs for telephone directories, 
notebooks, card files, catalogues, rate books 
or any indexing need. 

The indexing tape, rolled on a familiar 
tape spool with attached serrated tear bar, 
is available in either red or yellow both 
imprinted in black. The tape is perforated 
between each tab for accurate tearing and 
provides a tab that won't tear or break 
off in normal use. It is sold in either 
single alphabet or four alphabet rolls. 
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Savings 


in Accounting 


Routines 


JOHN C. McGILL 
Auditor, Reliable Life 
St. Louis, Missouri 


SYREQUENT PLACING OF a question 
} mark on office accounting rou- 
tines has resulted in very substantial 
reductions in office expense for us. 
full time 
of fifteen people was required to 


For instance, in 1945 the 


maintain our weekly industrial ac 
counting records, Today, although 
the industrial business has tripled 
1945 and the number of dis- 
tricts doubled, twelve people do the 


since 


industrial accounting in one and a 
half day s of each week. The records 
are now more accurate, more legible, 
and furnish more information. Four 


accounting machines are used 


our general accounting 
The twelve people who do th 
industrial accounting also maintain 
the payroll earnings records for 1100 


MDO. 


FHA. and surrender value account 


employees ; do the ordinary, 


District journals are housed in binders, stored 
vertically in a cabinet for ease of reference 
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Four typewriter-accounting machines have numerous applications 


General ledger records are machine posted, bound at year's end 


ing; and handle a 


multitude of 
smaller accounting jobs including ali 


postings to general and subsidiary 


ledgers 
\ e af&e 


accounting 


currently testing a new 
, 


machine application, the 


weekly job of proving ag 


counts, The present routin 


the time of fourteen clerks 


each week. A short trial 


11Sf 
ust 


completed indicates that clerk 


using one of our present accot 
machines can do the 


Inting 


entire ob 
week The 
> 


of employe e day 


one day each 


could thus save 


week, a considerable Saving 


tore we make the switch to 


routine, the new procedu 


ad tora 


our standard techni 

a change 

The four accounti 
( National Class 31's 


vide the flexibility we 


Ing 


pro 
need for doing 
a number of different bs on each 
machine and making as new 
routines are ma 
chines have 
type writer con | 1! 
adding machine 


movable progran 


lation 


operations 
the machine have 
When a 


cation 18 to he teste d. 


twenty su 


program bars new 


bar is used. If t 
roves to he W rth 


1 
} 
} 
} 


Mr is p 


I 


Combining 


Ing 10bs done 


been o1 


wl ich has saved 


h; 
nas 


10b 

time. Typical of tl 

simultaneous pos 

records for 

plovees, 

counting 1 e age! department, 
iting the 
and fifty 
ombined 





Talk two 
with 
Smith- 
Corona! 








MORE EXCLUSIVES THAN ANY OTHER ELECTRIC 
Only the Smith-Corona Electric gives you so many 
unique, useful exclusive convenience features: 
One-hand, one-step automatic margins. Cushioned 
touch. On-off signal light. Page Gage. Half-spacing. 
The Smith-Corona Electric, precision-built to the 
highest standards of reliability, is first in value, too. 
Compare feature for feature — dollar for dollar 
with any other office electric typewriter made today. 





THE ONLY MANUAL WITH ACCELERATOR ACTION 
The Smith-Corona Secretarial has livelier touch and 
action for more typing speed, greater typing ease. 
And it’s the sturdiest, most reliable manual made. 

Whatever your needs, the Smith-Corona typing 
counsellor will match the machine to the job. For a 
free demonstration and the “Secretary’s Handbook,” 
call your Smith-Corona office or write to Smith- 
Corona, 701 E. Washington Street, Syracuse 1, N. Y. 


SMITH -CORGNA 


DIVISION OF SMITH-CORONA MARCHANT INC. 


's/c/ 





GUY FERGASON 


Delegation and Follow-Up 


ELEGATION, AS A management 
enters is one of those de- 
lightful subjects that create little, if 
any, dispute when it is under discus 
sion, but which is practiced in so 
that 
people really understand it. 


few 
Dele- 
gation cannot be analyzed without 
including the corollary technique 


many Ways in_ business 


follow-up on all delegated duties and 
responsibilities. 

\ capable administrator always 
checks and re-checks on the results 
of delegation. fle may do this by a 
series of reports, production sched- 
ules, establishing deadlines, or by 
informal interrogation. Obviously, 
the dependability of the person to 
whom the responsibilities have been 
delegated will influence the type and 
frequency of the follow-up. 

Too often delegation is used by 
the management to rid itself of de- 
tails which are part of its job, but 
which are distasteful to management. 
Kemplovees have an uncanny sense of 
evaluation ; if management gives the 
impression that assignments are not 
sufficiently important to follow up, 
the 
find it convenient 


the emplovees will complete 
tasks when they 
Conversely, if management does fol 


1ecke d. 


low up assignments, the employees 


be Cc 


employees can work pro 


realize that thev will 
Very 
ductively without direction. This is 
lesson for 


few 
a hard management to 
learn. Most of our delinquencies in 
completing assignments come from 
management's failure to check on re 
Vy 


Suits 
i 


Delegation is part of a chain whicl 
deals with increasing management's 
We can 

that management 
o everything that must be 


effectiveness start with a 
simple premise 


cannot < 


done, even in small offices. In con 
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sequence, certain tasks are delegated team. Good 
Usually these tasks are 


involve ] 


communications can 


to others. avoid this type of disagreement 
routine \n analysis of del 


clet Cal 


the delegated 


and 
tions. If 


opera- egation, traiming, 


tasks re- communications and follow-up indi 
quire job knowledge not ordinarily cate 


obtained in 


the complexity of the problem, 


clerical activities, a 1. Delegation 


issue 1.1 lel 


Formal de 
usually 


training job (see February 
Around the Office, 77 
ployees for New Methods) thority and responsibility 
precede the delegation 1.2 


egation which 
| 


accompanied by title, au 


must 


Informal delegation which is 
The effectiveness of training de usually directed at non-recurring 
pends to a large measure on the em- routine duties 
ployees’ desire for sel 


and 
magic stimulation in the word ‘ 


tasks and the more 
t-improvement l.. del 
There is no 


advancement the 


for developm« 


termine 
rain- 


ing’’ any more than there is in the Training 


word “delegation.” The atmosphere 2.1 Specific training which pre 
must be conducive to developing ex- cedes formal delegation and which 


panded job opportunities among the 


employe es or € Ise 


attends the assimilation of new 


delegation will be duties 


haphazard and_ineffectiv: Under to-dav it ction which 


certain circumstances it can be should accompan assignment 


downright confusing of special bu non-recurring 


tasks 
: : Communi 
Too Conservative 31 Notifi 


a 
The plovee | 


company 


surance 


president of an 


asked his comptroller to that title cl 


look into the underwriting activities change in 


of the company. He (the president ) 3.2 Notification 


, : 
was acting on a complaint by the tain tasks hay 


sales manager who contended at (temporary 01 


the company was losing profitable ment) to speci 


business because of a too conserva- Follow-up 


Establishn 


dates 


a 
department was un +.2 


tive attitude toward the type of busi +] 


ness taken on. The manager of the 


underwriting Perio 


aware of the ce legation to tl 


result that he r 


troller, with the 


sented the ~ snoopit gy tact s”’ of his 


associate The omptroller become 
provoked witl the ] 


tion he 
writer 


] 
TeECcelve | 
Even when 
1 
i 


diplomac VY and extreme 


gated responsibilities can create 


‘nm the m 


understandings 





booklets 


P.371—Microfilm Booklet 

A discussion of microfilm, written by one 
of the world's leading microfilm experts, is 
available free in booklet form. Entitled, "Let's 
Take A Positive Look At Microfilm,” the 
article appeared recently in a national busi- 
ness publication and is authored by Edward 
Rosse, head of the Social Security Admin- 
istration's microfilm program—one of the 
world's largest. Rosse describes the enormous 
potentials for microfilm in today's business 
world, many of them at surprisingly low 
cost and with a minimum purchase of equip- 
ment. He explains the basic uses of micro- 
film and draws upon experiences in setting 
up his own department's program to illustrate 
its advantages. 


P.372—Equipment Handbook 


Precision Equipment Company, which 
regularly publishes handy pocket-sized 
Equipment Manuals as a guide to executive 
planning, is now making readers an introduc- 
tory offer of a free one-year's subscription 
to the popular Manual. Described and 
illustrated in the Equipment Manuals are 
the newest products and inventions for both 
plant and office. These include the newest 
developments in adjustable steel shelving, 
new equipment and material handling in- 
ventions. Just a few minutes spent with each 
Equipment Manual will keep the executive 
aware of new products 


P.373—Paperwork Procedures 

A comprehensive analysis of insurance in- 
dustry paperwork procedures based on in- 
formation compiled in a two year period 
from forty leading companies, has been 
announced. The study, published in an at- 
tractive 32-page booklet, involves scores of 
time and money savings found possible 
through the use of electric copying ma- 
chines in home and branch offices, as well 
as insurance agencies. Comparisons of costs 
in accomplishing various tasks by manual 
methods as opposed to electric copying 
methods are included for all phases of in- 
surance paperwork. In addition, suggestions 
on how to streamline present office pro- 


included. 


cedures and raise efficiency are 
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The above material is available with- 
out charge or obligation. Simply check 
publication(s) desired 


P-371 P.372 
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At 


Delegation—Continued 


In small offices, management has 
a better opportunity to observe the 
work of employees. Close proximity 
makes it more difficult to “fool the 
In larger offices, management 
is farther removed from the em- 
ployees and in consequence must de- 


boss.” 


pend in a large measure on the rec- 
ommendations of the subordinates. 
Promotion is final in the sense that 
once a choice is made there can be 
no back-tracking without the “loss 
of face.” If the employee is inca- 
pable of taking on new assignments, 
should know that 
fore the promotion is made. 
Some companies, using the trial 
and error system, will test the em- 
ployee with work assignments in 
order to observe his abilities. Others 
will make temporary promotions, 
using the title “acting” (i.e., acting 
manager, acting personnel director, 
etc.) to indicate that the promotion 
is only provisional. We doubt that 
anyone is fooled by the use of this 


management be- 


title, and the employee who does 
aot make the grade is no less un- 
happy 
title. 


because of the provisional 


Aptitude Tests 


Other companies, and their num- 
ber is growing rapidly, use aptitude 
tests to explore the employee's quali- 
fications, particularly in the areas of 
management ability. Usually the test 
patterns include a temperament test, 
practical judgment test, interest test, 
general intelligence test, and on oc- 
casion a mental alertness test. 

Training, which may be nothing 
more than an exposure to manage- 
ment philosophies, is a continuous 
It is not an end in itself 
but a means of stimulating the em 
Experience which is the ac- 
cumulation of skill and knowledge 
facilitated with training. 
Training at the management level is 
usually personal—z.e., 


program. 
pl vee 

can be 
management 


the 
a question and answer 


and the subordinates work out 

details on 

basis. 
Here 


organization 


land of 
the 
area of informal delegation we find 


the no man’s 


development. In 


lies 


that the basis for most of the assign- 
rather than 
Management observes that 
an employee has available time, so 


ments is availability 


ability 


management delegates odd duties 
and temporary tasks to this em- 
ployee, hoping to avail itself of idle 
time at no additional expense. Man- 
agement places no significance on the 
delegation, but the other employees 
observe that this specific employee 
has been singled out by management 
for certain duties. The employees 
soon read into this the implication 
that the employee is being groomed 
for promotion. 

If a promotion is made at a later 
time and if another employee is 
chosen for the higher position, the 
employee who was given some of 
the boss’ duties, but was not selected 
for the permanent job, loses face and 
self respect for no fault of his own 
Management should be extremel\ 
careful in making casual delegations 
of their duties so that no misinter 
pretation of 
drawn from 
one company, 


significance can be 
the assignments. In 
the boss and one of 
his employees were neighbors. The 
boss, being a nice guy, often drove 
his employee to work and would in 
vite him to ride home in the even 
ings. It was natural that during the 
The 
interpreted 
this to mean that the employee was 
“going up in the organization,” par- 
ticularly since the employee fre- 
quently referred to his “discussion 
When another man 
was employed for the post of Assist 


rides, business was discussed. 


other employees soon 


with the boss.” 


ant Manager, the employee who rode 
with the boss resigned—not because 
he wanted to but because he had to. 
He could the 
face” arising out of the misinterpre 
his the 


not stand “loss of 


tation of association with 


be SS 


Career Training 


aspect of in 
followed by 
management in 


another 
delegation as 


There is 
formal 
subordinate which 
senior management is not informed 
of the intentions of their 
nates in those cases where informal 


subordi- 


delegation is used to train the em- 
for 
sized 


ployee promotion In one 


medium company, the comp- 
troller was grooming a replacement 
by means of informal delegation. 
One of the employees was actually 
carrving the responsibilities of the 
job. The comptroller, however, did 
not inform top-management of his 
When _ the 


activities. comptroller 
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died as the result of a heart attack, 
top-management, unaware of a 
ready-made replacement, went to the 
ouside for the replacement. The em- 
ployee, who was very capable and 
who was liked by the other em- 
ployees, could not go to management 
and demand the job. He resigned 
along with a number of other em- 
ployees who resented the failure to 
promote internally. By the time 
management learned of the causes 
of the organizational upheaval, it 
was too late to reverse their field. 


Analyze the Job 


Delegation should be selective. It 
management would maintain an ac- 
tivity sheet which lists the things 
they do, and if management would 
keep the activity list up to date for 
about a month, it would be easy to 
determine which tasks could and 
should be delegated to others and 
which should be retained. The very 
qualities that encouraged the man 
agement (often owners) to take the 
risk of going into business, may also 
be the same qualities that prevent 
Management from becoming good 
administrators. Good administration 
requires, among other things, an 
ability to work with people and a 
reasonable tolerance for detail. Most 
extroverted promotion type of man 
agement does not like detail. If the 
detail is not delegated, confusion re- 
sults because no one knows what to 
do when problems arise. On the 
other hand, if the details are dele- 
gated, and management fails to keep 
a hand in the business, one or two 
employees may become extremely 
valuable ( and management becomes 
vulnerable) because they alone know 
the details of the business. We are 
not intimating that there is disloyalty 
among employees. We are recogniz 
ing the cold business fact that when 
ever anyone becomes completely de 
pendent upon another, that person 
is vulnerable to the whims of the 
other. 


rhere is no inconsistency in the 
principle of delegation and the prac 
tice of being informed about com 
pany affairs 


by men who rely on 


Many companies are 
managed 
“stewardship reports” in which each 


subordinate manager periodically 


reports on his activities and affairs 
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Look to PLover Bono for visibly better letter- 
head and policy paper — Any way you look at 
it, impressive appearance counts. And impres 
sive appearance is the keynote of visibly bette: 
PLOVER Bonb letterhead and policy paper. Every 
pound is crafted from carefully selected raw 
materials... processed in 99 gallons of the world’s 
then slowly an 

dried to provide the distinctive finish that makes 
PLOVER BonD visibly better. Yet PLOVER BOND 
costs just a few cents more a day than ordinars 
paper. PLOVER BOND is available in white wove 
in cockle and policy finishes; in white and ivory 


purest papermaking wate1 


laid; white opaque; and eight pleasing colors 
Ask your PLOVER BonpD distributor for a free 
sample book, or write to 


L 
acon 0 fF PAPER COMPANY STEVENS POINT WISCONSIN 














IBM RAMAC 305 SCORED THE WINTER OLYMPICS 


More than 3 million visitors 
saw the IBM RAMAC 305 in ac- 


tion at Moscow and Brussels. 


Squaw Valley, California: At the Winter Olympics in February, this IBM 
Data Processing System gave results of each event almost before the 
last contestant could catch his breath. Minutes after an event was com- 
pleted, results were flashed to the judges and information centers. 


The key to the speed and versatility of this system is RAMAC'’s exciu- 
sive random access capability. This capability makes it possible to 
process information in the order received while, at the same time, up- 
dating all related records on file. 


Throughout the world RAMAC is helping to solve the problems of 
business with speed and economy. Whether purchased or leased, 
RAMAC can be profitable to your business, too. 





VIII Olympic Winter Games 
Commemorative Medal 


Sa 


As each competitor finished his event, word wos flashed directly to RAMAC. Here, where list of standings os offected by the latest contestont’s results. After the event wos 
almost o m on words of Olympic data (in both English and French) were stored on completed, RAMAC punched out ao paper tape lee eneelaiie 


the disk file, RAMAC consulted the rules, computed the scores ond printed out a new results were printed on duplicoting masters for prompt press release preparation 


balanced data processing IBM 


a ® 


communication. Final 





Competitors’ Cooperative 


RAGNAR E. ANDERSON 
President 
SPAN Data Processing Center, Inc. 
Hartford, Conn. 


HE PRACTICALITY O1 
peting insurance 


sharing a single large scale computer 


FOUR com 
companies 
system now is an accepted fact. 
SPAN For 
more than a vear the SPAN idea has 


proves it an be done 


been closely watched by the insur 


ance industry. The concept of four 
active competitors sharing costs and 
benefits of computer is radi- 
cal doubt—and 
sound enough to keep the rest of the 
its toes 


a larg 
enough to cause 
industry on 

Now we know there’s absolutely 
the 


money-saving 


nothing radical about idea. 


SPAN is a 


method for bringing large 


sound. 
scale elec 
tronic processing to companies that 


1 


could not afford it otherwise 


A Simple Idea 


The SPAN idea ts 
The Springfield 
\etna 


Insurance c 


a simple one: 
Marine, 
Fire 
banded to 


a single 


| ire ind 
Phoenix, and National 
Inpanies 


gether to lease and 


operate 
IBM 705 electronic data processing 
system. 

But development of this idea did 
not started in 
1955 as an \etna 
data 
wanted 


occur overnight. It 
outgrowth of an 
insurance company survey of 


\t that 
to ascertain the 


processing time we 


feasibility of elec 
tronic equipment to speed up paper 


work processing 


and to broaden 
the scope of management re ports. 
} 


The study brought home one point 


vividly : Medium size data processing 
equipment could save some time and 
effort But it 
would not provide the complete 


our routine work 
SVS 
tem approach of a lars le system 
In short, Aetna fe hat a 


plete electronic dat 


com- 
ocessing svs 
tem was needed, not a series of 
the one 
that could fill all the re 
quirements was fin 


speedier job routines. But 
machine 


LTi¢ ially bevond 
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the reach of the Aetna. As a result, 
the suggestion was made that one or 
two local companies participate in a 
computer sharing plan. 

In August of 1955, at the sugges- 
tion of the President and Executive 
Vice President of Aetna, a small 
committee selected by the presidents 
of the Aetna, the Phoenix and the 
National met to hash over the sub- 
ject. 

It is important at this point to 
stress that this initial meeting was 
called by and sponsored by the presi- 
dents of the three companies. Thus, 
from the beginning we had _ the 
blessing of top management. 

By February 1956, with the 
Springfield Fire and Marine group 
as a fourth participant, talks were 
moving forward in earnest. Each 
company assigned top notch person 
nel and also set aside two executives 
to a planning committee. Manufac- 
turers, too, were called into the pic- 
ture. 

Although these preliminary meet- 
ings covered a lot of ground, the 
most important fact to emerge from 
them was realization that there were 
many processing similarities within 
the member companies. Despite the 
fact that we were competing organi 
zations, it became clear we could 
work together for both our mutual 
and individual benefit. 


A Fertile Field 


Summarizing these early meetings, 
it is fair to state that we found a 
fertile field for electronic processing 
in our existing punched card pro- 
cedures. The committee found that 
our main difference lay in format 
and frequency, rather than in con 
tent. 

In other words, we walked a com 
mon ground. If we could iron out 
relatively minor variances in proc 
essing, we could utilize an IBM 705 
electronic data processing system for 
much faster, more accurate and more 
detailed processing of routine insur- 
ance work. 


SPAN- 
first 


a name formed from the 
initials of the Springfield, 
Phoenix, Aetna and National 
well on the way in 1956 toward 
effective computer sharing. After 
the legal and management problems 
ironed out, each company 
signed a guarantee of intent to par- 
ticipate in SPAN. We ordered the 
IBM 705 and adopted a long-range 
time table. We set up a formal 
SPAN planning committee and pro- 
ceeded with the selection of person- 
nel for planning, operating and 
administering. SPAN became organ- 
ized as a legal entity. We adopted 
a basic cost sharing plan. 


was 


were 


Organization of Group 


This, in effect, is the background 
of SPAN. Of course, the organiza- 
tion of the group was only a first 
step. For almost two years after that 
the real work of personnel selection, 
machine programming and _ initial 
data processing was underway. The 
trials and tribulations of 
riod could fill a book—but, as is 
evident in the present success of the 
group, we managed to get through 
them unscathed. 

The entire approach of SPAN 
has been on a true partnership basis. 
Although all are stock 
agency companies writing the usual 
forms of fire, marine and casualty 


this pe- 


+ 
members 


insurance, the largest company had 
an annual volume in excess of $150 
million, while the smallest was ap- 
Yet, de- 
spite this disparity in size, each 
SPAN has the same 
vote. And in all major decisions we 
have always reached a 
vote 

Today SPAN is a smoothly func- 
tioning 


proximately $55 million. 
member of 


unanimous 


organization handling a 
large and varied amount of insurance 
lata The National ar- 
ranged to resign from SPAN, hav- 
ing merged with a 


each day. 


large western 


company with its own IBM system. 
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' ATLAST- 
| THE PERFECT 

CLAIMS 
REPORTING 

SYSTEM 


New Key-Noter Gray Audograph with ‘immortal’ battery tops older designs eight ways! 


Today. the new “immortal” 
battery Key-Noter Audograph 


is revolutionizing claims re- 


< 


porting and interviewing. It 
enables claims agents to get 
' j all the facts—on the spot—and 
get them right! It cuts interviewing time and drastically re- 
duces home office costs. Here’s how: 
1. The Key-Noter is smallest. lightest, easiest-to-use disc 
instrument. For people who work with words, it’s the last 
word in Advanced Design dictation. Its tiny—but rugged! 
2. “Immortal” battery (a Gray exclusive) works anywhere, 
goes everywhere. recharges itself. even while you dictate! 
Vost dependable you never ¢ hange batteries orcarry spares! 
3. Lsing the Key-Noter is as easy as talking. Just press one 
key—and talk. No tapes or belts to grapple with. No winding 
or rewinding to find your place. You get visible recording. 
4. Discs are mailable. fileable. can’t be altered or accidentally 


erased. cost only a few cents each. Interviews can be tran- 


KEY-NOTER 


GRAY 


AUDOGRAPH 


scribed from disc or simply filed for reference when needed 
5. Key-Noter discs may be admissible as evidence ( American 
Law Reports. Second Series. Volume 58. page 1024) 

6. The Key-Noter can be connected to record t lephone con- 
versations and statements from remote places. Cuts travel! 
7. The Key-Noter is not just a tape recorder, but a full 
fledged, fully transistorized dictating instrument that does 
more than machines twice the size and half again the pric e! 
8. The Key-Noter is the newest Audograph, a product used 
by leading insurance firms. Gray has been eminent in voice 


communications since 1891. Sales and service everywhere! 


KENTUCKY FARM BUREAU MUTUAL EQUIPS EVERY CLAIM 
AGENT WITH A GRAY KEY-NOTER. Kentucky 
Mutual Insurance ( ompany handles claims on any of its 


Farm Bureau 


126.700 policies with greater speed and economy than ever 
thanks to the new Grav Key-Noter. With this tiny, 


“immortal battery” machine accompanying them, 


before 
5° Ib. 
claim agents get interviews that normally took an hour ot 
more 


and get them fully and clearly — in 15 or 20 minutes! 


GRAY MANUFACTURING COMPANY 


HARTFORD 1. CONN 


NAME 
COMPANY 
ADORESS 


city STATE 
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A NATIONAL SYSTEM handles complex records in this 
progressive insurance agency with speed and efficiency 


E. A, HILLMUTH, PRESIDENT of 
The Luddington Corporation 


“Our Calional System 
saves us*‘4.000 a year... 


returns 56% annually on investment!” 


—The Luddington Corporation, Orange, New Jersey 


“Our National System has placed 
our bookkeeping on a most accurate 
giving us tighter, more effi- 
cient record control,” writes E. A. 
Hillmuth, President of The Lud- 
dington Corporation. “Invoices and 
monthly accounts are completed 
promptly, and released without the 
delays inherent in our old method. 

“The installation of our National 
System has helped us grow and in- 


basis 


crease our earnings at a time when 
our accounting costs were being sub 


stantially reduced. The effect of pro- 
viding clear, up-to-date records for 
our customers has appreciably re- 
duced our accounts receivable. 

“The efficient operation of our 
National System saves us $4000 a 
year...returns 56% annually on 
investment.” 


President of 
The Luddington Corporation 


THE NATIONAL CASH REGISTER COMPANY, vayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular year 
ly profit. National's world-wide service 
organization will protect this profit. 
Ask us about the National Mainte- 


nance Plan. (See the yellou hae 


pages of your phone book.) 
*TRADE MARK REG. U.S. PAT. OFF. 


ACCOUNTING MACHINES 
ADDING MACHINES + CASH REGISTERS 
wor paper (No Carson Required) 





modern accounting theory, practice & procedure 


Life... Casualty ... Fire... Accident & Health 


INSURANCE ACCOUNTING AND STATISTICAL ASSOCIATION 





Functional Cost Accounting 


RALPH A. BEEBEE, JR. 
Midwest Research Institute 


HE USE OF COST ACCOUNTING in 
gpm insurance and other serv- 
ice-type industries is now a reality, 
Through the use of work-sampling 
techniques, it is possible to measure 
accurately the effort an organization 
spends performing a specific opera- 
tion. This is most important to the 
insurance industry which, unlike the 
manufacturing industries, does not 
complete a given operation in a spe- 
cific department or measurable lo- 
cation. 

Che impact of a formal cost sys- 
tem upon the insurance industry 
The abil- 


ity to cost the various operating 


may well be tremendous, 
procedures and evaluate cost-wise 
the results of particular managerial 
decisions on a reliable 


more basis 


may eventually save the industry 
thousands of dollars annually. 

It is my purpose to present such 
a cost system which is now out of 
the theoretical stage and is currently 
being used daily. I plan to discuss 
the theory upon which the system 1s 
based, explain the techniques used, 
the 


show basis for 
the cost buildup, and touch on some 


an example of 
of the additional managerial tools the 
system provides in addition to the 
cost data. 


Functional System 


Two years ago Midwest Research 
Institute contracted with seven Blue 
Cross-Blue Shield Plans to develop 
a functional cost accounting system. 
By functional cost accounting, | 
mean a cost system which will deter- 
mine the costs of performing the 
Be- 


fore describing the organization and 


purposes of the organization. 


set-up of the cost system, I would 
like to give you a little background 


For March, 1960 


In 1955, 


conduct a 


I had the opportunity to 


systems analysis of one 
of the Blue Cross-Blue Shield plans. 
During the course of this analysis | 
was impressed by the simplicity of 
work done on specific operations 
and the large volume of such work 
handled. By this I mean that while 
clerk had many duties, the 
work was batched in large volumes 
and the 
identical 


each 


work on each batch was 


Measure Time 


When we started developing the 


functional cost accounting system, 
it was my belief that the average 
processing time of an _ operation 
could be reliably measured within a 
short period of time 

this, I believed that the 


cost system could be 


Because of 

functional 
based on work 
sampling techniques that would pro 
vide a functional measurement of 
cost. 

Naturally the first 
the system, 
and_ hardest Che 
or purposes to be 


step, defining 
the 
three 


cost was longest 
functions 
accounted for 
were acquisition, maintenance of 
membership, and case handling. In 
referred 
to as “getting new business,” 


got,” and 


the vernacular these can be 
“keep 
ing what you've “paving 
their claims.” 

It was then necessary to identify 
must be 
fulfill 
For example, it is 
sary for the 


specific operations which 
performed in order to each 
function neces- 
enrollment staff to sell 
It is 


sary for the public relations staff to 


to the new members also neces- 


back up this sales effort with adver- 


tising and promotional material. As 
soon as the application is received it 


is necessary to determine whether 
this new member is eligible for the 
Once tl 


coverage requested is has 


been determined, it is then necessary 


to prepare the 

mternal control 

a contract between the 
| inall 


new member Vv, certain 


tical and accounting reports : 


g rey 
pared on the acquisition effort 
will 


you notice, 


determined for grou 


members 
Maintenance of 

split between group 

and consists of bill 


} 


membership 


essing, 
employee conversiot 
group members that 


to get on direct pay 


promotion 


(which includes effort of the 


enrollment and relations 


departments in 1 ntion ot 


TNE) 


] 


bers), and finally, statistical 


and accounting repo Lhe 


} 


handling function ts between 


and Blue hield The 


Blue Cross 


1 


Blue Cross case andling 1s turthet 


broken down into regul bank and 


1 


out-patient claims, and Blue 
} 


} 
aowl petween 


1S broken 


and Medicare claims 


Determine Effort 


Having once deter 
cally, what was 
it was then neces 
techniques to mea 
effort the plans spel 
accountable 
been pointed ou 
the work perfor: 
tions is done in 
very repetitious 
nomenon exists, 
l 


sampling 


work 
used to measul 
effort eacl 
accountable 
pling techniques 
of tl e 


seven 


determine the 





precision engineered to pay off 
right here 








... right where the type bar touches 
the paper. That’s where this new 
Roval Electric pays off. 

It pays you with writing so fine it 
looks cleanly, clearly different from 
the work of other electric typewriters 

For the brand new parts of this 
machine make _ possible 1) a more 
clearly etched letter than ever; (2) a 
more uniform inking than ever; (3) a 
more accurate positioning of words 
and letters than ever. 

The result is better writing than 
ever. And easier writing, too. Becaus« 
this typewriter takes that electricity 
out of the wire and makes it do more to 
make the secretary’s work easier than 
any typewriter ever did before. Big, 
solid feel. And vet the lightest, pour 


action vour fingers ever telt. 


Call your Royal Representative 


OYAL ELECTRIC 





Cost Accounting—from page 5! 


the 
obtained. 


methods of measurement and 
reliability of the 


Fortunately, the validity of this tech- 


results 


nique was proven 

Results tabulated of time 
studies made in the case department 
at one of the plants, and covering the 
period from August 11 to August 13. 
In setting up these time studies, it 


were 


t 


was necessary to interview the su- 
pervisors of all clerical groups and, 
the individual 
clerks. interview the 


description of the work performed 


in some instances, 


During the 


in its general sequence was obtained 


so that the time studies could be set 


up whereby the 
sequence, could record the time she 
a particular duty, the 
the volume 
she processed during this period. In 


clerk, in her work 
started on 
time she finished, and 
addition to determining the duties 
performed, it was also necessary to 
ascertain to which accountable oper- 
ation these duties should be charged. 
verified of the 
times, not only 
but also between 


Consistency was 


average processing 
between the cle rks, 
days. Factors considered were the 
minutes, the number of 
and the 


Primarily, we are 


time in 
pieces processed, average 
processing time 
only interested in the average proc- 
essing time, 

measurements 


Certain time 


peared to be out of line. 


ap- 
Specifi- 
clerk’s 

Blue 
\ugust 
that of the 


ie extended 


cally, the special account 


average processing time on 


Cross out-patient claims for 


| 
12th was nearly double 


lith and 13th t 
henefit unit clerk’ 
Shield benefits on August 11th 
high this 


crepancy 1s im 


pro essing of 
Blue 


Was exceeding] [ nder 
system such a dis 


mediately apparent so that the su 


pervisor can determine the reason 
1 take the neces 
this 


built 


for its happening an 


sary steps to correct it. In 


manner error elimination ts 


cost systen 


into the 


Forms for Employees 


We made out a form for each 
emplovee, on which we entered the 
duties performed, the functions, and 


the operations to which they were 


to be charged. Underneath this ap- 


peared the five different ways an 
be charged 


empl rvee’s time may 


54 


to an accountable operation. In 
many instances all of an employee's 
time will be charged to one opera- 
tion. Other employees may have 
a portion of their time measured 
and the remainder charged entirely 
to the specific operation. In 
cases, it is necessary to prorate all 
or a portion of their time to several 
operations and here we would spe 
cify the basis of the proration. Most 
employee's time is measured by work 
sampling, and we indicate the 
method used, the distribution and 
the volume source; whether it is to 
be kept by the employee or from 
some other record. Finally, a daily 
record of hours may be required in 
those cases when certain duties are 


some 


only performed during a short, spe- 
cified period each month. 


Time Study 


On the time record kept by the 
employees, each of the employee's 
duties that is to be measured is listed. 
The employee will then enter the 
time that he starts on this duty, the 
time that he finished and the num- 
ber that he processed. Later the 
elapsed time is calculated, divided 
by the number processed to deter- 
mine the average time it takes to 
perform the duty once. A column 
for batch number was included so 
that if the employee performed this 
duty more than once each day, space 
would be provided for the additional 
measurements. A time 
sheet was kept for each day during 
the testing period. 

\t the end of the day, the time 
studies were analyzed and compared 
with the preceding day’s studies. In 
the majority of the plans, it was 
found that within a three-day pe- 
riod a reliable processing time could 


separate 


be determined. In rare instances, 
especially where the volume of work 
was low, it was necessary to extend 
the testing period to five working 
days. Once a reliable average proc- 
essing time is established and the 
volume processed during the month 
is available, it is then possible to 
determine the length of time spent 
on each operation. 

Lists were compiled of the duties 
performed by each clerk or group 
of clerks, the average processing 
time for performing each of these 
of membership on the basis of tallies 


duties, and the extension of the 
average processing time multiplied 
by the monthly volume handled. 
This is recorded under the ap- 
propriate accountable operation and 
accumulated for section total. The 
minutes spent on each operation by 
the section are then converted to a 
percentage of the total time ac- 
counted for. These percentages are 
then applied to the total man-months 
available in each section and charged 
to the appropriate operation, The 
this is that the time 
studies do not account for all of the 
individual clerk’s time. The remain- 
ing unaccountable then 
spread to the accountable operations 
on the basis of the section’s account- 


reason for 


time is 


able time. The secretaries’, assistant 
managers’ and the manager's time is 
spread to the operations on the basis 
of the section’s or department’s ac-’ 
countable time. In this manner, if 
more man-months are being spent 
on one operation as compared to 
another, then more of the supervi- 
sion time is charged to this operation 
than to the other. This is necessary, 
as any other distribution could ma- 
terially distort the relationship be- 
tween operations within a depart- 
ment. This distribution is the nub 
of the cost system. The total man- 
months for each department will 
then be used to distribute salaries to 
the accountable operations. At most 
of the plans the salary expense ac- 
counted for nearly 70% of the total 
incurred each 


operating expense 


month, 


Other Expenses 


In addition to salaries the follow- 
ing expense accounts will also be 
distributed on the man- 
months; legal retainer fees, furni- 
ture and equipment, office supplies, 
newspapers, books and_ periodicals, 
telephone and telegraph, employee 
relations and welfare, repairs and 
maintenance, and real estate taxes. 
Other 


basis of 


expense categories can be 
charged directly to an accountable 
operation. These include legal claim 
expense, dues and subscriptions, col 
lections and exchange, and auditing, 
actuarial, and consulting expense. 
\ll enrollment expense is distri 
buted to acquisition and maintenance 
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532,400 people to serve... 


yet not one 
of them waits over 
24 hours to have 
documents recorded! 


With a work load of 300 documents per day, Monroe 
County manages to provide 24-hour recording service 
to the public. 

How? This large county uses two Photostat® Contin- 
uous Recorders. These fully automated photocopiers 
save up to three hours per day over previous methods, 
according to Deputy County Clerk Kenneth T. Power. 

“They do everything but think,” he says. “All the 
operator does is position the document and push a but- 
ton. Minutes later, he gets dry, collated photccopies, 
ready for trimming.” 


9 . 
What’s your photocopying 
We'll be glad to help you work out solutions for your 
own paperwork problems. Our technical representatives 
are specialists in planning the best photocopying meth- 


Photocopying Equipment: Choose from Microfilming Equipment: We supply and 


og Ah, 
Oe alee 
ape oun 
pune 


or 
Rap gH On) MA Ray 

Monroe County also uses its Photostat Continuous 
Recorders to copy index books—permitting safe storage 
of the original index. Copying costs were cut from $1900 
for hand-copying to about $125 today—a $1775 saving! 

For permanence and exacting detail, County Clerk 
James L. Wiles and Deputy Power selected Photostat 
Photographic Paper after comparison tests with other 
papers. Combined with Photostat Equipment, Photostat 
Paper assures consistent copies at a constant exposure 
time and transcribes a wide range of colors successfully 
—so important in copying seals, stamps, and signatures. 


problem? 


ods for all kinds of businesses. Drop us a line if you'd 
like a man to call—or fill out the coupon for informative 
bulletins. 


Paper, Microfilm and Supplies. You can 


a broad line of models. We supply equip- 
ment for any photocopying purpose. 


PHOTOSTAT CORPORATION 
Rochester 3, New York 


service complete micro- and miniature- 

film equipment in all sizes and types. 

Also available—cameras, viewers, pro- you want and at just the right time, 

jectors, printers, and a complete line of when you standardize on Photostat. Con- 

accessories. stant research and development pro- 
grams assure you products that keep up 
with your changing needs. 


depend on getting the paper, film, and 
chemicals you need, in the quantities 


PHOTOSTAT CORPORATION 
Dept. BFI7-1, Rochester 3, N. Y. 

A subsidiary of tek Corporation 

Please send details on the following: 


C) Photocopy Equipment ] Name of nearest Photostat 
CJ Microfilm Equipment Sales and Service Office 


A SUBSIDIARY orf Itek CORPORATION 


PHOTOSTAT {!S A TRADEMARK OF PHOTOSTAT CORPORATION 





Photostat Corporation means all these... 


} 
PROJECTION PHOTOCOPYING equipment and supplies Name.... Title 
a 


OFFSET DUPLICATING equipment and supplies 
PROCEDURAL MICROFILMING equipment and supplies 
OFFICE COPYING equipment and supplies 


Company 
Street 
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DATA PROCESSING IN OMAHA 


V. J. SKUTT 
President 
Mutual of Omaha 
N. MURRAY LONGWORTH 
President 
United of Omaha 


computer, 

an up-to-date 

inventory of millions of insurance 
records on just eightv-nine rolls of 
magnetic tape, slasl the time our 
compan ential proce 
dure printing of 
500,000) premiun it has 


been 
reduced from days to 
thirty-six hour Performance such 
to continue 


nab] 
enabit 


as this 


their rapid grov 


ore efficiently, 
ically than 
poss i] In addition, the 


effectively and = econo 
ever before 
d our service 

this growth. 

t of the in- 
hes usually 


¢ < pansion 


Large Companies 
Mutual 

nt Association and 

Life Insurance 


of the 


Benefit 


same 
re in Omaha, 
aha is the 
its kind in 
aha ranks 


life Wisur- 


xpansion 
roblems 


nd larger 


me office 
L940 


Tinie 


building 


too sn 


Was 
story 
addition 1956, these 
two were l 
addition, tourtes 

constructed 


2. Workers—w 


average ot LOat 


, 
yacement 

] 
hire this 


] 1 
many, we had 100 to 


500 a industry 


month 


moving into Omaha, we re faced 


56 


with the fact that there soon wouldn't 
be enough good clerical workers 
available for the expansion we antic- 
ipated. 

3. Statistics—as companies 
the value to us of detailed 
statistics grew even faster, partic- 
the accident health 
But, unfortunately, the avail- 


our 
grew, 
ularly in and 
field. 
ability of these statistics decreased. 
Phey were just too expensive to 


compile. 


Hlowever, each of these problems 
has now been solved to our complete 
satisfaction, and a host of other bene- 
fits realized, through the installation 
an IBM 705 Elec- 
tronic Data Processing System. Put 
into operation in June 1957, it was 
the first 705 utilized by an accident 
and health company, and the third in 
the life insurance field. 


of our computer 


Phe basis of this computer's great 
value to us is that by doing a tre- 
mendous amount of work in a brief 
of time it increases our effi- 

Kor example, during the 
forty-five days it took to print 500,- 
000 premium notices with punched 
cards and address plates, there would 


Space 


ciency. 


This, in 
turn, meant 70,000 reruns which was 


be some 70,000 changes. 


N. MURRAY LONGWORTH 


wasteful and produced a_ certain 


amount of mismailing and other 
errors. 

run all 
notices in just 
thirty-six hours, using one of the 
computer printers with a speed of 


five hundred lines a minute. Changes 


Now, of course, we can 


500,000 premium 


during this time are negligible and 
errors are virtually nil. 


Space-Saver 


The eighty-nine rolls of tape which 
contain our millions of health and 
accident policy records are housed in 
five shelves of an open file not over 
five feet wide. But, if these same rec- 
ords were put into punched cards 
and address plates, as they use to be, 
an entire floor in this building would 
be required for them and the per- 
sonnel, desks, chairs, etc. 
to handle them. 


necessary 


From these taped records, which 
the computer updates each month, 
we quickly and inexpensively com- 
pile many 
available. 


statistics never before 

For example, we can establish 
mortality figures on our accident and 
health policyowners for the first 
time. Working at unbelievable 
speed, the computer accumulates and 
resummarizes the various types of 
coverage in each policy. It also 
checks hospital costs against pre 
miums, compares, and decides what 
is out of line, 

Using this type of information, we 
establish better design 


more efficient policies, and give each 


can rates, 
customer what he needs most at the 
best possible price. Statistical anal- 
yses like this have even enabled us 
to provide additional benefits to our 
Yet, thanks to the fig 
ures we have, we know that this is 


policvowners 
sound business. There is no guess- 
work involved. 

ur electronics division also sup- 
plies detailed reports on short notice 
with a minimum of effort. About 
twenty of these are computed each 


nued on pane 
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NO ACTUARY NECESSARY... 
When you invest in ASE furniture 


Here are two ways to lose money in the insur- 
ance business—insure bad risks and invest in 
unserviceable office furniture. Unfortunately, 
there are no actuarial tables available to assist 
you in determining the life expectancy of office 
furniture. There are good reasons, however, why 
ASE Furniture would rate well if such tables did 
exist. If you buy or specify furniture, the infor- 
mation will be valuable to you. 

The ASE line is complete and versatile—choose 
from a wide range of desks or select ASE L-Units 
to form space-saving Work Stations. These effi- 
cient stations often permit two or more people 


For March, 1960 


to work effectively in the floor space normally 
required by one person alone. ASE Furniture 
looks better and lasts longer because its clean 
design is structurally solid—will stay rigid under 
heavy loads and constant wear. And ASE finishes 
are far more durable because they 
Bonderite-treated metal—will resist 
scratches and will never chip off. 

Visit your ASE Dealer and see the complete 
line of ASE Desks, Chairs, Credenzas, Tables, 
Storage Units, Files, L-Units and Bookcases. 
He'll be glad to show you additional reasons why 
ASE Furniture is a sound investment. 


are baked on 
mars and 


ALL-STEEL EQUIPMENT Inc., Aurora, Illinois 


Desks e Chairs e L-units e Credenzas e Tables 
Bookcases e Filing Cabinets « Storage Cabinets 





Competitors’ Cooperative—from 48 


It is 
point dollar gains as a 
SPAN. 


involved, 


almost impossible to pin- 
result of 
There are many intangibles 
of the participating 
companies, for example, have under- 


Some 


gone considerable increase in volume 
installation of the IBM 705. 
And any comparison would have to 
take this into 

Then, 


since 


account. 


too, each company main- 


tains a certain amount of punched 
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THE SUCCESSOR TO 
CARBON PAPER RIBBON 


» ‘al 
TENsI 


TYPING TAPE 
Super-strong polyester film, 
1/1000 of an inch thin .. . tough, 
clean-writing, time-saving! 

So thin that a standard roll carries 
generally than twice the 
length of super-write footage as 
paper tape. Change tapes half 
as often! 

So tough that your secretary 
won't have to repair and re-thread 
any mid-spool breaks! 


more 


So fine for calibre 
typing, photo-copy work, xero- 
graphy and litho-masters. 


executive- 


TYPES LIKE PRINTING 
So time-saving: Gummed leader- 
ends need only be 
gether for automati 
the new roll! 


pressed to- 


threading of 


So economical: Check this price 
list against anybody's! 
a _ 
3 tapes, Trial Order. . .$5.00 ppd. 
1 doz. tapes. ..$18.50 ppd. 
1 gross tapes. ..$17.00 per doz., ppd 
(4” rolls, 5/16" wide, 11 od ft. per roll, block ona 


For: IBM, new model Underwood Elec, 

R.C. Allen, Smith-Corona and Royal 

(Specify machine when ordering.) 
Order Today ! Dept. BF3 


BEST INDUSTRIES, 
Contre 
Bocked by over s of manufacturing experience 


1406 PONCE DE LEON BLVO. * CORAL GABLES 34, FLA 


INC. 


2c? Manufacturers 


card equipment for work that is not 
worthy of the computer's time. But 
there’s no doubt we are saving 
money for each company involved. 
Possibly these figures will give you 
some idea: 

During a recent six month period 
the net operating cost to the three 
companies was about $314,000. 

By contrast, the total annual cost 
of tabulating and related work to the 
same three participants, before the 
IBM 705 system, came to about $3.5 
million. 

The real advantage of SPAN, 
however, comes not from dollar sav- 
ings but from the speed, flexibility 
and accuracy of computer proces- 
sing. Phase I of our computer pro- 
gram, for instance, involved record- 
ing premium and loss data to meet 
the management and statutory re- 
quirements of the member compan- 
ies. 

Originally it 
Phase | 


complete. 


was thought that 
would take two years to 

But we were handling 
routine premium and loss processing 
within one year. 

Basically, 
a matter of 
cycles. 


Phase I processing is 

speeding up routine 
Premiums and losses origin- 
ating throughout the country are 
converted to punched cards in the 
member company departments and 
home offices. These cards are then 
sent to SPAN in ten-day cycles, 
converted to magnetic tape and auto- 
matically processed according to 
groups of coded instructions or pro 
grams. Then the resulting reports 
are sent back to the originating com- 
pany. 

The advantage here is one of tre- 
mendous speed. Where premium and 
loss accounting used to take weeks 
and months, it now takes hours and 
days. In general, what one man can 
do with a desk calculator in a month, 
or a punched card machine in a day, 
the IBM minute. 

Thus, in the first phase of our pro- 
gram we gain tremendous speed by 
processing through the IBM 
The heart of this IBM system is a 
large central processing unit. Here 
are the memory, arithmetic and logic 
sections of the computer 

Getting into and out of the 


705 can do in a 


705. 


com 
puter is accomplished on a group of 
input-output devices which convert 
cards to magnetic tape or vice versa. 


Also, for translation of the data into 


printed form, we utilize a five-hun- 
dred-line-a-minute IBM printer for 
production of reports. 

The IBM 705 system is tied to- 
gether through a console where the 
operator communicates with the ma- 
chine. Through this console, which 
has a bank of lights, the operator 
can tell just what is going on or how 
far a program has progressed. And 
for supplemental instruction—or to 
extract details from the machine 
there is an IBM typewriter built into 
the console. 

In short, the system is an inte- 
grated operation, with every part 
performing a specific job. Yet, in 
order to make the maximum use of 
the computer, we can process a num- 
her of routines at the same time. 
While the main unit is computing 
data, for instance, the high speed 
printer can be producing reports 
from previously produced tapes. 

The result of Phase I on the IBM 
705 has meant a much broader scope 
to the work of premium and loss ac- 
counting. Some of the 
pleted on the computer have never 
been done on standard punched card 
equipment. 


jobs com- 


Current Reports 


As an outgrowth of the premium 
and loss work, for instance, we have 
been able to develop quite a number 
of management reports. These re- 
ports are extremely important sim- 
ply because they provide the mem- 
ber companies with data that 
current—rather than weeks old 

Also, as by-product of routine 
processing, we print out a series of 
production and underwriters reports 
which break down sales by agents, 
territories and other vital factors 

Another important result of Phase 
I processing is in the rating 
Although we do not normally process 
our own rating, much of the infor 
mation turned out of the IBM 705 
is used by the member companies to 


are 


area 


give to their own rating bureaus. 

In other words, aside from the 
speed achieved through the IBM 
705, we appreciably increase the 
amount of data we can pick out of 
the tape files. And all of this has 
the direct result of giving manage 
ment much sharper tools with which 
to work. 

While Phase 1 of SPAN’s pro- 
gram concerns jobs that were han- 
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dled to some degree on punched 
card equipment, Phase II moves into 
an area that never before has been 
highly mechanized. This phase 
presently being worked into the 
computer's time—concerns accounts 
receivable, collections, commission 
and cash accounting 

Also, 
into a_ policy 
involves file 


will go 
which 


the second phase 
renewal cycle 
maintenance, notice of 
expiration to agent, 
writing and 
icy issuance, 


renewal under- 
rating, renewal pol- 
renewal accounting 
through agents, automatic input of 
Statistical data and establishment of 
a new renewal cycle. And_ these 
routines, in turn, will lead to re- 
finement and expansion of manage- 
ment reports. 
The results of Phase II promise 
many valuable changes in insurance 
company paperwork handling. 
example, we 


For 
expect frequent 
print-outs of complete detail reports 
and an actual drop of 50% 


less 


in paper 
output to management. 

By the token, use of the 
computer in this area should accom- 
plish a large increase in reporting on 


same 


exceptions, more reports spotlighted 
for action and much more emphasis 
on decisions required. 
In other words, as we move into 
more advanced computing we antici 
pate a complete shift in insurance 
processing emphasis. 


to use the 


We are trying 
IBM 
rather than the capacitv. We 
seek to define the 
ment—and supply concise reports to 


power of the 705, 
will 


needs of manage 


meet those needs. 

What the future 
IT isn’t really a crystal 
SPAN, for instance, 
two advanced programmers who are 
actually working 
vears ahead of the n 


> holds after Phase 
ball 


has set 


guess 


aside 


from five to ten 
ain group. And 
very practical dreamers” 
gaining insight 
role as a computer center 
insurance 
One of the 


from these * 
we are tremendous 
into our 
for three companies 
clearest pictures to 
from this advanced work is 


to think of the 


business as a 


emerge 
the need insurance 
whole, rather than a 
collection of parts. In ef 
fect, 


we are 


separate 


through computer processing 


seeking to tie the many parts 
into a neat, solid 
In short, 


companies 


bundle. 
competing insuran 
work 


gain tremendous benefits 


can together 
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A new word, which means more than automation, 


for it is the custom-fitted application of today’s s finest 


automation equipment fo your particular needs... 


This announcement is a culmination of Friden’s years in integrated data 


processing. Friden’s assumption of responsibility for the most Important 
phase of automation—its practical application. 

The first step to PractiMation is a critical analysis of yout 
an outline of objectives for 


othe 
increasing its eflicieney (without personnel 


se" ond. 


changes). Then, consult your Friden man. He is an expert, and has solved 


a good many problems like yours. His help can be invaluable 


Next, you need equipment that can be used by your present employees 


without special training; equipment which is sanely priced, easy to install 
And, above all, equipment which is expansible with your business. 


Here are some good examples: for statistical reports. The ¢ 
A. Friden SBT Calculator the au any good typist 

"Thinking Machine of Amer departmer 

Pouch-one-key simplicity Perforn re C. Friden 
steps in figure-work witt t wer r deci 


ADD-PL NCH M 
Data Processing machi 
A printed tape, and a p 
sequent processing 


sions than any other 
ever developed 

B. Friden COMPL TYPER® 
produces a complete invoice 
with virtually no 
Reads alpha-numeric 


These are just three . ns full line of adding 


rat machines, cal 
opera r intervention 

lata from mail room equipment, 
punched cards, or tab cards 
data through typewriter kevb 


also pune hes selected data in tay ry cards 


ulators, accounting machines, 
1 Tape Talk” IDP 
equipment can fully automate your office. Call 
vour Friden man today, or write 


Friden, Inc. 


2 friden--— 


+G., SAM LEANDRO, CALIFORNIA® SALES, INSTRUCTION AND SERVICE THROUGHOUT U.S. AND WORLD 


directly to 


> 


«tl 
8% ae 
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Data Processing—from page 56 


e actuarial 
for 


month at the request of tl 


or financial department e€x- 
ample 

Reports like these range from 
tasks the I] (05 completes in four 
or five minutes, 1 


An example of 


major projects. 
latter is a sales 
the 


ullion policies. 


training analysis which involved 
checking 
This took » 705 eight hours to 
complete mor typical report, 
though, was an analysis of the value 
contracts for 


This took 


[ property and |i 
all agencies in 


twenty minutes 


Compilation Inexpensive 


espite the and obvi 


is information, it is 
npile. For 


1 
} 


ous value of t 

very ine xpensive 

an 

programs 

rds for the 

statistics. 

or a certain 

hange the 
gram, 

ve people 

program 

But 


ram 


Twn 

e prog 
M4 

nd 

ink 


accel 


We 


10,000 
hy 


isine Ss 
son pol 
l cards 
operators 
in ] 


d some 


pay 
the 


by the 


60 


totals ). 
out on the console typew riter. The 


This information is printed 


705 also predicts the number of pol- 
icies that will be in force thirty days 
hence, and their value. 
accuracy within 14 of 1 per cent. 

In addition, the IBM 705 pro- 
duces a series of output tapes. The 


It achieves 


information on each of them is ar- 
The 


time it clears 


ranged by collecting offices. 
computer stops every 
a collecting office, soifa power fail- 
ure should occur, it wouldn’t have to 
start all over again. 

These tapes include one which will 
be used to update the master file re- 
cords; another used to produce sta- 
tistical reports, research and devel- 
etc. five 


documents, - and 
| 


tapes which are used to produce a 


opment 


variety of notices and cards on our 
off line printers and tape-to-card 
readers. 
Paid 
Cards { 
income 


These include: 
Accounting and 


1 
| 
I 


Statistical 
ie source of all premium 
information. These supply 
used for statistical 
determinations, 


the breakdowns 
analyses, rate an- 
nual statements and other account 
\bout 500.000 are 
punched each month 

Premium Notices 
Vatertal—about 
are printed each month on the 


Ing 


purposes. 


y 
ana 
500.000 of 
560- 


line-a-minute printers. The premium 


notice is mailed to the policvowner 
from the home office. The six part 
collection material packet 


iS a carbe yn 


copy of the premium notice. It is 
sent to the 


? 


proper ¢« ollec ting office. 


tion Cards—these are mailed 


the colle cting othce 


same 
envelope with the collection material. 
There is a collection card for each 
policvowner being billed for a 


When the 


, 
premium, this 


pat 
I 


ticular month policy 


owner pays his col 


the 
office 


lection card is returned by 


collectin: fic to the 
tor /0d processing 


No manual car 


necessary on nwun 


scribed 


Vast Potential 
1 )e Spite the tremendous 
work the computer now does 
i utilized only 


+ 


process six times our presen 
an increase in equipment. 

feel that we are 
equipped to handle 


rapid expansion of out 


without 
So 


we 
the 


col 


1 
voiume 


well 
continuing 


panies 


with maximum efficiency and econ- 
omy thanks both to the marvel of 
electronic equipment and the effi- 
and intelligence of the per 
sonnel who operate it. 

We believe that this growth of our 
companies is inevitable, but not just 
because our recent history indicates 
that it is. 


ciency 


Through research, origin 
ality, progressiveness, and dedication 
to the goal of giving our policy own 
ers better rates and better policies 
in which our International Business 
Machines Corporation computer is 
certainly aiding us—we feel certain 
that Mutual of Omaha and United of 
maha will more than continue their 
expansion of recent years 


Accounting Savings 


job has not only saved a great deal 
of time but has also provided most 
complete information on the agents’ 


production records and_ district 


journals, 


rhe application begins each Mon 
day morning, when we receive the 
weekly accounting reports from each 
of our districts. Three accounting 
machines 


davs to complete the job 


one and a halt 
The re 


maining three and a half days of 


are used 


machine time for the three machines 
are used for the various accounting 


jobs previously 


mentioned 
Easy to Learn 


rhe the 
combined job is fast and simple to 


posting operation for 
l‘irst the district journal with 


over it is inserted into 


ot the machine nce 
inserted the district journal is then 


the 


matically spaced upward by 
the 
the 


journal is 


ne until 
Next 
record is 
ide and the 
on the left 
\lthough the 
the 
that 


pre duc tion record are 


first agent 


inserted 


age nt’s 


side of 


slightly, 
earnings record overlap 
ised for 
ottice employe e deductions only 


posted to during thi 


first enters 


pre vious earnings-to 


combined tax-to-date 
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bined proof balance. If the totals 
were entered correctly, “.00” prints 
automatically in the first column of 
the earnings record, and the machine § 
tabulates to the weekly earnings col 
umn. If an error was made in enter 
ing the total amounts, the amount of 
the error prints. The error is cor 
rected before continuing 


Next the amounts for weekly 
earnings, other credits, combined 
tax, €.s.p.p. (insurance), and pen- 
sion fund are read from the account- 
ing report and entered. Gross earn 
ings and payroll deductions are then 
printed automatically by the ma 
chine 

Travel and field « xpenses are next 

itered, followed by health and acct 

it claims and death postings. The 
remittance amount is printed 
automatically. This amount must 
agree with a net remittance amount 


previously calculated and noted by 


an ees 5 (). tation collator 


accumulated reserve Fully automatic . . . unprecedented performance 


automaticall The first . ‘ , 
a sre é ride ; ; 2 without the penalty of high price or space waste! 
agents €a nings record ane roduc 


tion record are then removed from Announcing a new dimension in col Accurately « >S ts. staggers or 
he machine -™ ' gent’c stitches rh 

the machine, and the next agent > lating versatility, accuracy, speed and 

records are inserted i posted Exclusive push t 

sailaal compactness — the all-new, completely ieee 
similarly. ee 
P : . . tomatic Rotomatic by Thomas Col 

The machine automatically accu- ?U4*° y Occupies « 


rege . 
mulates re ge totals of the collec- lator Industries, Inc. If you collate in indie 


tion on debit, collection commission, volume, you'll want all the details on adjustmer 


weights 


special earnings, gross earnings, the Rotomatic’s ease of total opera 


mai\ l] le 1ict S ] t remit- 
icing — ee Pitas . tion and multiple savings. For com- 
tance columns ie total 
: ; plete information and prices, without 
cleared at the end of e: taff. Sitidien ave tanbinnad ener ates tats 
7 columns not obligation, write today. any other c : » market 


machine 


bias cet te i MW Thomas Collator Industries, Inc. 


rhe staff totals are posted as ; Dept. X4, 100 Church Street, New York, New York 
separate machine operation to t 
summary sheets and district shi 


District totals are then cleared 
general ledger posting. MUTUAL AGENTS' 
agents’ production recor PROJECTS 


journals, and. staff sl 
housed in binders. 7 I 
to the agency vice presi- 
id staff weekly for their stu levoted to the promotion of itt vertising 
of individual agent’s production and y V insuran in expanded prt sociation’ 
» and expenses eram for t winner ¢ ; Mr Warrier 
ing the agent’s producti 
even more valuable as 
is that the weekly sales 
rd f the agent is posted by 
chine on the reverse side, The 
record shows all types of business 
sold, lapses, revivals, and so on. 
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Cost Accounting 


of field 
enrollment 


calls. The 
includes travel 
expense, branch or area office ex- 


representatives’ 
expense 


pense, automobile purchase, depre- 
All ad 
vertising and public relation expense, 
distributed to 
acquisition and maintenance of mem- 


ciation, and insurance, etc. 
including salaries, is 


bership on the basis of an analysis 
These 
with 
96% of 


of the advertising invoices 


expense accounts, together 


salaries, account for over 


all operating expense 
This is the nature of the functional 
the 


and 


tech- 
the 
basis of distribution for the majority 
Phe 
down on 


cost accounting system, 


niques used to develop it, 


of the expense items cost in- 
formation can be broken 
a departmental basis which will pro 


individual department man 


vide the 
an index 

effi 
| 


he plans have de 


agers and supervisors with 
rent ia) 


perating 
me ott 


cided that 1 a departmental 


making 


items of 
the 


way, 


analysis, to ex those 


bevond control of 


this 


expt se 


department managet In 


the manager will be working ‘only 


with those item which he has 


over 


some measure of control, and thus 


not distort the cost figures with 


those overhead items wil icl his de 


partment must 


Two Additional Tools 


In addition to providing 


ment with cost infor 
: | 


, 
it ; 
aiso provides Vill 


manage 
lation, this svs 
tem two ad- 
ditional tools for more efficient 


management \ ost system can 


be used as << | 515 or 


which will 


budgeting 


gement many 


control atures than a strictly 


more 
departmental 


would be a lot more me 


Certainly, it 
iningful to 
that 
pay, 


management to | ile to say 
the organization is willing to 
for example, $ new ap 
plication rega number 
received than bitrarily to 
Ilment department to 


Chis 
nal depart 


allow the rire 


spend, sav, $50,000 ontl 


would also apply to 1 
' 


ments which could be broken down 


j 


by the various operations they per 


form In this way inagement 


would say that the cas 's depart- 


ment can spend much for each 


member’s dues pt and so 
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much for each membership change. 
Thus, as the volume of work in- 
creases the budget will provide ad- 
ditional funds to allow the depart- 
ment to handle the additional 
volume, Similarly, when the volume 
decreases, the department manager 
must make the necessary adjust- 
ments his organization to 
maintain his budgeted costs. 


within 


Work Measurement 


The second tool the cost system 
will provide management is a basis 
of work measurement. Knowing the 
average processing time for each 
duty, and the volume in which these 
duties are performed, the utilization 
clerk ascertained. 
With this information the depart- 
ment manager -will be able to shift 
work loads between clerks so that 
an over-all utilization for the depart 
ment will be higher and will also 


of each can be 


provide him with cutoff points where 
additional help may be either taken 
on or the work force decreased. 


Comparable Basis 


One aspect of this project has not 
been mentioned ; and that is the sys 
tem places each plan’s costs on a 
comparable basis. Thus each plan 
can compare its cost of an operation 
with each of the others and deter 
mine the extent of any savings which 
might be derived from adopting se- 
lected portions of the operating pro- 
cedures being used in other plans. 

In summary, I have shown work 
measuring techniques that are well 
suited to the insurance industry, the 
technique of building up specific 
costs, and the methods of distribu 
tion of the various expense classifi 
cations. In addition, I have pointed 
out some valuable by-products, 
namely budgetary techniques, work 
measurement information and com- 
parability which can be used between 
between 
the 
three by- 


insurance companies or 


various branch offices within 


same concern, These 


products may well be of greater 
significance to management than the 
from the 
The combination of the two 
and its 
products, is providing the 
Shield Plans with 
effective 


cost information derived 
system. 

the by- 
Blue 


new 


cost S\ stem 
Cross-Blue 
and 

tools. 


more management 


MICROFILM PACKAGE 


\ NEW MICROFILM package plan 
that combines a camera, film, Uni- 
versal Processor, Uni-Kards, and 
reader has just been announced by 
Remington Rand. 

the Film 
Micro-Station Package Plan, it ac 
tually constitutes a complete indus 


Known as a-Record 


trial and engineering microfilm de 
partment. It savings in 
space, time, and money while offer 
ing better protection for engineering 


assures 


drawings 

The the F36.1PL, is a 
power-driven, nine-position, plane- 
tary unit which large 
engineering drawings rapidly and 
economically, Document sizes range 
from 15” x 21” at a 
reduction, up to 36” 


camera, 


microfilms 


twelve-time 
x 47" at 2 
\ new, easy-to-read, accurate 
light meter is included. 

There is enough film 
dred foot rolls on daylight loading 


times 
one hun- 
sp \ols—to microfilm over 5,000 doc 
uments. Clear, high quality images 
produced at the 
possible, 


are lowest cost 

The microfilm processor, the Um- 
pro Microfilm 
type that automatically 
fixes, washes, and dries 16 mm, 35 
mm and 70 mm film interchangeably 
of any length up to one hundred feet. 

The Uni-Kard, a tailor-made ace- 
tate jacket, makes it possible to file 
and protect — individual 
thirty-six to the inch. Each jacket 
has room for five lines of direct in 


Processor, is a new 
develops, 


images, 


dexing and conforms to the standard 
MIB size for filing 
There are 5,000 Uni-Kard jackets 
included in the package. 


convenience. 
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EVALUATION SYSTEM 


THE NATIONAL OFFICE MANAGEMENT association has 
just released a clerical job evaluation plan, based on a 
point evaluation system. 

The application and use of job evaluation plans have 
been woefully slow in the office when compared to the 
use of such plans for production or hourly-paid jobs 
After consultation with a special committee from its 
Detroit Chapter (one of 177 in the U. S. and Canada) 
the Association developed a plan which has been tested 
and proven workable and effective by many member 
companies, large and small, of the organization. 

Recent changes in the labor market supply, constantly 
rising office costs, and higher clerical salaries have con 
tributed to the desire for a clerical job evaluation plan 
Some of the reasons advanced for the failure to produce 
a satisfactory plan for the office have been that office 
work only indirectly affects production costs, and the 
complexity and variety of office job 

The plan, designed to assist the small, medium and 
large company, considers the equitable distribution of 
payroll dollars between clerical employees within a 
group or groups, in accordance with the effort and skill 
required and the responsibilities of the jobs performed 
It has proven effective in the evaluation of clerical jobs 
below the rank of administrative, executive or profes 
sional employees. 

The primary factors used are elemental skill, responsi 
bility, and effort. Each of these primary factors is sub 
divided into such fields as education, training, time, 
memory, analytical, personal contact, dexterity and ac 
curacy. Each factor and sub-factor is assigned a sepa 
rate point value and defined in detail 


PRINTS TAPED RECORDS 


A NEW EIGHT-PAGE booklet, describing in detail the Uni 
vac Tape Searchwriter, has just been published by 
Remington Rand Division of Sperry Rand Corporation 
The Tape Searchwriter is an integrated system which 
provides an economical method for searching a mag 
netic tape file for a desired item. When the item is lo 
cated, the information is automatically typed This 
equipment permits finding tape-recorded records and 
printing out the desired information without consum 
ing computer or programmer time. 

It may also be used as an error-checking interrogatot 
because it incorporates all the error-checking features 
found in Univac systems. It is transistorized to reduce 
size and increase reliability, and is conveniently ar 
ranged so that typewriter, operating controls, and tape 
transport are within easy reach. 

The new unit is designed to operate with the Universo 
IT. It is merely necessary to disconnect a transport 
from the computer installation and plug it into the Tape 
Searchwriter. The system, except for tape handler, is 
self-contained. Power supplies, read-write amplifiers, 
control circuits, and tape control are integral. 

A Synchro-Tape typewriter is included, which pet 
mits identification of the desired item manually on the 
typewriter keyboard or automatically from previous) 
prepared paper tape. 
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A RAILROAD PROVES IT! 


Dictaphone Interview Recording System (DIRS) 
makes claims handling easier out in the field 


For more than a year and a half claimsmen for the St 
Louis-San Francisco Railway Company have been re- 
cording fact insurance with portable recording machines 
Specifically, battery-powered TIME-MASTER machines 

Investigations are more thorough because these port- 
able machines record every word clearly on permanent, 
non-erasable Dictabelt records. And Dictabelt recording 
is usually admissible in evidence 

To test DIRS effectiveness in claims reporting, one 
agent tried it for 100 interviews with orders to prove it 
wouldn't do the job. 

His conclusions: DIRS is a time-saver that does a 
great job. Witnesses like it. Some people agree to be in- 
terviewed just to hear how they sound on a recording 





oF eee ee eee 


Dictaphone CORPORATION 


730 Third Ave., New York 17, N. Y 


O Please send me your booklet on Dictaphone Interview 
Recording System. 

0 I would like a trial demonstration of the battery-powered 
TIME-MASTER recording machine. 








NAME 





ADDRESS 








| STATE 





E 


COMPANY 
Ln a a a a a a a cae Gua Go com ol 
Dictaphone, Time-Master, Dictabelt, registered trademarks of Dictaphone Corporation, 730 Third Ave 
New York 17," Y.; 204 Eglinton Ave €, Toronto, Canada, 17-19 Stratford Pi, London W 1, England 
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POWERFUL COMPUTER 


Ma- 
announced 
IBM 7080 

which it 
computer 
for bus- 
OSO system 
ent reports 
ventory con 
ir accounting 
faster and ata 
than 


l the 


40.3 OOO 
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“write 


nation, 
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Same amount 


ar sign ad 


7OSO its higl 


Communication Storage, which 

can transfer each character of infor- 

mation between tape units (input 

and output devices) and main data 
slightly 


lionth of a second. 


storage in over one-mil- 
This tremendous 
speed permits up to five tape units 
simultaneously to put in or take out 
information. 

\ main memory from which any 
of up to 160,000 characters of infor- 
mation can be called into the central 
processing unit in 2.18-millionths of 
a second, 

Priority Processing, a system 
which achieves maximum efficiency 
of simultaneous reading, writing and 
processing 


operations, permits in- 


put/output devices to automatically 
control the flow of programs. 

\ 7080 system can be purchased, 
or rented by the 


cludes the central 


month. This in- 


processing unit, 
magnetic core storage, console, two 
tape control units and twelve mag 
netic tape units 

Ultra high-speed access to memory 
in the 7O80 significantly contributes 
to stepped-up computing. The 7080 
is designed to accept 705 I and TI 
detailed 
and internally 


programs (i.e machine 


instructions process 
and 705 Til 


faster. Even 


them ten times faster, 


programs six times 
greater speeds can be realized when 
705 programs are modified to take 
advantage of the increased power and 
flexibility of the 7080's new program 
instructions 


Major 705 programs which will 
operate on the 7080 system include 
\utocoder III, input/output pack- 
age, decision making language, I or- 
tran, report generator, file mainte- 
nance system, 705 processor, utility 
programs and sort and merge rou- 
tines. 

The 7080 is literally three com- 
puters in one. It has three modes of 
705 Land II, 705 II] and 
operator 


operation 
7080. The 


either 705 mode by simply pushing 


can establish 
a compatibility switch on the con 
sole. 

The solid state 7O80 needs only 
fifty per cent of the air conditioning 
and power of its predecessors, and 
thirty per These 
reductions will permit expansion of 


cent less space 
a solid state system within present 
facilities as requirements grow. 

The 7080 is an extremely flexible 
system. For example, it can be com 
bined with appropriate off-line ele- 
ments of the solid state IBM 1401 
data 
printing, punching and card-to-tape 


processing system such as 


conversion equipment, 


WIRE SEPARATORS 


THIS WIRI 
separators is designed for casual fil- 
ing and letters, 
folders, magazines 


RACK with movable wire 
storage of cards, 
charts, just 
To 
just to 


about anything—even records, 


retrieve anything it’s eas\ 


leaf through and instantly remove 
Sturdily 
non-tarnishing 

feet, 
comes in two sizes; Junior, twenty 


sele ction, 
} 


bright, 


constructed of 
brass. with 


no-scratch rubber the rack 
four compartments, measures 11 x 
6 x 6, and Senior, fifty compart 


ments, 20 x 6 x 6. 
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“When we talked about 
the Plan person-to-person, 
participation jumped 30%!” 


’ 
f 
tt 
} 
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f : 
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In our company we've made the Payroll Savings 
Plan available for some time. | thought, naturally, 
that we had a large participation. But when | 
checked upa few weeks ago | discovered that 


only about 22° of our people were making use 
of the Plan. It’s so easy to savy, “Sure, this is a 


fine idea, and Pll sign up next pavday. 


\ hat our people needed Was someone to ex- 
plain this convenient savings plan in-person; 
someone to show them that just signing the card 
would put this fine thrift program into automatic 
operation. They needed somebody to invite 
them to start right now 


When I contacted our State Savings Bonds 
Director, he helped us set up a thorough, in- 
formative canvass of everybody on our staff. As 
a result more than 30° additional employees 
signed up for this easy, systematic way to buy 
U.S. Savings Bonds, regularly. 


Perhaps your organization, too, has a large 
percentage of employees who have never been 
invited to combine patriotism with basie thrift 
through the Pavroll Savings Plan. Companies 
with high employee participation are enthusiastic 
about its benefits in terms of lower employee 
turnover, better safetv records. and the salis- 





faction engendered by helping large numbers to 
contribute to our Nation's Peace Power. The 
greatet! your employee party Ipation, the more 
substantial your company benefits will be. Con- 
tact your State Savings Bonds Director for 
prompt, practical help in’ spreading Payroll 
Savings information, person-to-person. 
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EQUIPMENT 


DIRECTORY 
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Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed. 


FILING CABINETS 
. Card File 
. Fibre Board 
3. Insulated 
1+. Metal 
. Micro 
. Mobile Storage 
‘Ss a Shelf File 
. Portak 
7. R tary 
Stancil 
. Tabulating Card 
. Visible 
10. Wooden 


FILING SUPPLIES 


140 
97. 
63. 
98. First 
112. 
138. 
128 
125. 


14] Natchm 


MACHINES ACCOUNTING 
Addin 
+ B “is 
17. Bookkeeping 
18. Calculating 


109. Payroll 
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145. Punched Tape Equipment 
19. Tabulating 
MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


MACHINES, REPRODUCING 
. Composing 
. Direct Copying 
. Duplicating 
. Micro-Filming 
. Mimeograph Slip Sheet 
. Typewriter, Automatic 
. Typewriter, Electric 
. Typewriter, Manual 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
150. Collators 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 


OFFICE ACCESSORIES 
. Ash Trays & Stands 
. Bulletin Boards 
. Cash Boxes 
. Chair Cushions 
. Currency Trays 
. Desk Lamps 
. Desk Pads 
. Desk Trays 
>. Drawer Trays 
. Moisteners 
. Name Plates 
. Pen & Ink Sets 
. Waste Baskets 


OFFICE FURNITURE 
Air Conditioners 
. Bookcases 
. Bookstands 
. Cabinets 
. Chairs 
. Costumers 
. Desks 
. Fluorescent Lighting 
108. Incandescent Lighting 
. Matched Suites 
. Safes 
. Stands, Typewriter 
. Stools 
. Tables 
. Wardrobes 


PAPER 


119. Card Index 

120. Duplicator 

70. Envelopes 

135. Labels 

121. Letterhead 

122. Policy 

123. Ledger 

137. Photocopying 

124. Thin (Copy) 

102. Visual Policy Jackets 


SALES AIDS 
132. Advertising Blotters 
116. Advertising Specialties 
149. Audio-Visual Projection 
103. Birthday Cards 
117. Display Material 
104. Greeting Cards 
100. Promotional Gifts 
66. Sales Incentives 
SERVICES 
62. Accounting System 
151. Computer Centers 
127. Filing Systems 
64. Office Planning 
115. Photocopying 
65. Record System 
146. Sound Reproduction 
SUPPLIES, GENERAL 
68. Business Forms 
. Duplicating Supplies 
. Erasers (Specialized) 
. Loose Leaf Systems 
73. Marking Devices 
. Paper Perforators 
. Pens 
. Pencils 
Staple Removers 
SUPPLIES, TYPEWRITER 
83. Copyholders 
85. Justifier 
86. Line Indicator 
87. Pads 
88. Ribbons & Carbons 
TELEPHONE ACCESSORIES 
90. Cord Cover 
91. Holder 
92. Index 
94. Silencer 
95. Stands 
MISCELLANEOUS 
131. Accident Diagramming 
130. Building Evaluation 
147. Emblems and Awards 
126. Endorse & Cancel Calculators 
99. Leather Goods 
114. Policy Wallets 
148. Signs 
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THE WESTERN COMPANIES 


THE WESTERN CASUALTY AND SURETY COMPANY 
THE WESTERN FIRE INSURANCE COMPAN) 


Statements of Condition at December 31, 1959 








Cc 


EXECUTIVE OFFICERS 
Ray B. Duboc 


Chairman of Board 


E. C. Gordon 


Vice Chairman of Board 


. Otto 
Ww. 


Duboc 


. Griffis 
. Mead 


Morrison 


President 
Vice President 
Vice President 
Vice President 
Vice President 


ADMITTED ASSETS 
The Western The Western 


Casualty and Fire Insurance 
Surety Company Company 
Cash on demand deposit $ 1,903,148 $ 1,786,492 
*United States Government, state 

municipal bonds 


28,984,178 = 16,478 240 
*Corporate stocks 


3,605, 856 » 980.077 


Total cash and investments 
Investment in Western Fire 
Insurance Company 


$34,493,182 $23,844,809 


8,077,215 


Real estate 

Premiums in course of collection 
(not ove. 90 days due? 

Accrued interest and other 
admitted assets 


7 68.626 
Secretary nan 


Cc 
F 
We 
K. 
E 
Ww 
M 


. L. Hurst Treasurer 
E. Auditor 
E Allen Ass't Secretary 
M. D. Crown 
Gordon Fisher 
P. S. Frick 
George J 


Morris 11,824,868 l, 


719.050 


A 
H 
. H 
y. L. Gench 
L 
H 
H 


Ass't Secretary 1,721,663 
Ass't Secretary 
Ass't Secretary 
Jones Ass't Secretary 
J. R. MacLennan. Ass't Secretary 
Thomas M. Mayhew 

Ass't Secretary 


701,451 


Total admitted assets $56,116,928 $26,833,936 
LIABILITIES 
Reserve for unearned premiums 
Reserve for losses and loss 
adjustment expenses 
Taxes and all other liabilities 


$18,433,752 $14,653,004 


F. A. Hall Ass't Treasurer 


16,971,721 2,524,515 
1,704,340 1,575,161 
LINES WRITTEN 

Automobile, Burglary, 

Glass 


Accident and Sickness 


Total liabilities, except capital $37,109,813 $18,752,680 
Capital 


Surplus 


$ 3,000,000 $ 1,000,000 


16,007,115 7,081,256 
Hospitalization 


Liability 


Surplus as regards policyholders $19,007,115 $ 8,081,256 


Workmen's Compensation 


Fire and Allied Lines Total 
Inland Marine 


Multiple Peril 
Fidelity and Surety Bonds 


$56,116,928 $26,833,936 
Securities carried in above statements 

deposited for purposes required by law. $ 1,230,320 $ 595,544 
*Eligible bonds amortized; other bonds and stocks at December 
31, 1959 market values as prescribed by the National Association 
of Insurance Commissioners 











Licensed in 39 States With Nation-Wide Claim Service 


Home Of fice 
Western Building 


Executive Of fice 
916 Walnut 


Fort Scott, Kansas Kansas City 6, Missouri 
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now! BOS TQ: 
is nearer... 
wherever you 
are! 


lanta Regional Manager (standing, left), 
EVERETT W. LINSCOTT, Manager. Loss 
t.; WILLIAM 8S, BROWN, Chief Accountant: HARMON C. 
s Prevention & Auditing; ERNEST H. SMITH, JR., 
& Marine Underwriter; DAWSON LEE HALE, Asst. 
ty & Marine U1 ROBERT B. HARRISON, JR., Fire 
rwriter; RICHARD D, SEARS, Special Agent; and (1. to r., 
{gent. Nashville. Tenn.: 
JACQUE 


JOSEPH R. WOOD, At 


JAMES W. CADY, Special 


GEORGE D. MORRISON, Loss Supervisor, Birmingham, Ala.: 
M. ARNOLD, Adjuster, Birmingham, Ala.: JAMES M. PAULK, Spe 

ul Agent, Birmingha 1.; and DON R. JORDAN, State Agent, 
Birmingham, Ala mory A. Waller, State Agent, Georgia. 
not shown.) 


The Boston Insurance Group's decentralized “Local 


Home Office ition assures Independent Insur- 
ince Agents across the continent of fast, direct assist- 
located. Boston’s 13 Regional 


nch and Service Offices, and 12 


ince, whereve 
Offices, 43 Pi 
Managing Ge 
Each Re gional Office 


Office” service to \ 


nceies are strategically-located 


taffed to bring complete “Home 


More than 8,000 h lent Insurance Agents, writing 


in all 49 States, the Commonwealth of Puerto Rico, Virgin 


One of a Series 


% Regional Office @ Principal Branch or Service Office @ Managing General Agency 


Islands, Hawaii and Canada... and in foreign countries 
through the American Foreign Insurance Association. . . 
recognize the many advantages of doing business with 
the modern, progressively-managed Companies of the 
Boston Group. You, too, can rely on a Boston “Local Home 
Office” to help you serve clients better, with contempo- 
rary Fire, Casualty, Inland and Ocean Marine, Fidelity 
and Surety and related coverages, and prompt, efficient 
underwriting and claims service. For details, contact your 


nearby Boston Insurance Group Office. 


BOSTON INSURANCE GROUP 


| 87 KILBY STREET ss 


OLD COLONY INSURANCE COMPANY » 87 Kl sana | 
BOSTON INDEMNITY INSURANCE COMPANY \ BOSTON 2, MASSACHUSETTS roe cen 


EQUITABLE FIRE INSURANCE COMPANY e CHARLESTON, SOUTH CAROLINA aes > aan 


BOSTON INSURANCE COMPANY 


/aserame 





of the Month 





QUESTION | 


Indicate 


which of the following 


statements are True or False 


l. 


Pure premium is the amount of 
remium necessary to pay the 
r 1 n t y tl 
losses only 


Premium Discount plans adjust 
the loss side of the premium 
Workmen's Compensation Pre 
mium Discount plan is not avail 
able in New York. 

In New 


select either a retrospective plan 


York, an assured may 


or premium discount plan on 
Workmen’s Compensation. 
\rea is usually the 


basis to be used for Composite 


best rating 


Rating 

In New York separate compos 
ite rates must be computed for 
automobile and general liabilits 
In New York composite rates 
on liability coverages can be 
established for one or three 
years 

In New York it is permissible to 
extend any composite rate to in 
clude Workmen’s 


tion 


Compensa- 


modification 


established for New York auto 


lr) e experience 


mobile insurance is applicable 
tor three vears 
rhe gene ral 


tion established in 


liability modifica 
New York 
applies to total policy limits 

Retrospective Plan D in New 
York is an intra-state plan onl 
Retrospective Plan D allows a 
Workmen’s 


automobile and 


ombination of 
Compensation, 
gene ral liability 
In Retrospective Plan D, 

M is used in computing th 


insurance charge 


For March, 1960 


The following questions and selected answers are taken from the final 
examination given the students of the course on Casualty Rating 
Plans, Evening School, the Insurance Society of New York, New York. 


experience 
optional in all states 
Public La 
nationwid 
ualty rat 
The Pu 
manual limits modificati 
known if New York «¢ 
Method.” plan, a risk mu 
The Loss Ratio Met i 
in establisl ing 


Workmen’s ( 


S$10.000 


In manual rate making 


“policy 

equal t 

Once tl 
Workmen’ 
exceeds 

ratio no premium 


received. 


liscount. 


Composit 





32 CLIFF STREET, NEW YORK 38 





Casualty and Fire 


REINSURANCE 
W.W.GREENE, Inc. 


BEekman 3-1727 











Quiz of Month—C 


QUESTION 2 


Underline the answer which 
makes the following statement most 
nearly correct. 

1. Guaranteed cost discounts are 

made up of : 

a. Reductions in losses 

b. Graded scales of commission 
and home office audit and 
overhead expenses 
Reductions in risk claim ex 
penses 

\ Workmen’s Compensation 

risk earns $1,400 in New York 

and $3,000 in New Jersey. This 

risk on a guaranteed cost basis 

would receive 


a. No premium discount 





ADVISERS 
& CONSULTANTS 





DALE &€ COMPANY 
LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS MONTREAL 


Offices at 
HALIFAX MONTREAL TORONTO 
WINNIPEG CALGARY 
EDMONTON VANCOUVER 
Associate Office 


Payne & Hardy, Ltd, Hamilton, Ont. 








MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 


Castie Bulidin 
Stanley at St. Catherine 
MONTREAL 2, CANADA 


24—26 Minories 
LONDON E.C. 3, ENGLAND 








O'TOOLE ASSOCIATES 


Incorporated 


Management Consultants 
to 


Insurance Companies 


Established 1945 


220-01 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











b. A premium discount based 
on $4,400 for New York and 
on $3,000 in New Jersey. 

A premium discount based on 
$1,400. 

The formula for determining 


the final retrospective premium 


is: 

a. (Basic premium + _ excess 
loss premium + (incurred 
losses) (Loss conversion fac- 
tor)) tax multiplier. 

b. Basic premium times tax 
multiplier + incurred losses 
times loss conversion factor. 

c. Minimum premium plus paid 
losses. 

A basic premium in retrospec- 

tive rating includes 

a. Expense dollars 

hb. Expense and loss dollars 

c. Expense dollars and insur- 
ance charge 

Table M is comprised of ratios 

to 

a. Standard premium 

b. Expected losses 

c. Basic premium 

d. Maximum premium 

If the advance estimate of 

standard premium is $100,000 

under a retrospective plan D., 

rating values (i.e. basic, mini- 

mum and maximum) must be 
established for 

a. $50,000 and $150,000 

b. $75,000 and $125,000 

c. 10,000 and 1,000,000 

The amount of credibility as 

signed to excess losses 

a. Increases as a risk’s size in 
creases 

b. Remains constant 

c. Decreases as a risk’s size in- 
creases 

The experience period for New 

York Plate Glass insurance is 

a. Three vears 

b. Two years and nine months 

c. Any combination of periods 
subject to a maximum of two 
vears and nine months. 

In the New York Workmen's 

Compensation experience rating 

plan, the “B” value in part 

a. Determines the amount. of 
excess loss to be used 

b. Dampens the effect of one 
single loss 

c. Determines the expected 
losses 

The Workmen’s Compensation 

rating authorities will revise a 


published rating when 

a. An error other than an error 
in judgment has been made 

b. An error in judgment has 
been made 
To assist a broker to meet 
competition 
To include the effect of a 
rate increase or decrease ef- 
fective after the rating date 
self-rated risk is one who 
Had no losses during the ex- 
perience period 
Receives 100% credibility on 
its losses 
Is self-insured when an ex- 
cess policy 

Retrospective Plan “A” has 

a. No minimum 

b. No insurance charge 

c. A maximum equal to 100% 
of the standard premium. 

Retrospective Plan “B” is used 

a. On Workmen’s Compensa- 
tion only 

b. On the liability coverages 
only 
With any combination — of 
Workmen’s Compensation 
and the liabilities 

In order to establish a composite 

rate involving automobile cover- 

age, a risk must be expected to 

develop premium of at least 

(New York) 

a. $500 

b. $1,000 

c. $5,000 

In a Retrospective plan the loss 

conversion tactor 

a. Includes the loading for stop 
loss 

hb. Gives underwriters sufficient 
money to handle and settle 
claims 

c. Converts the insurance 

charge into a dollar amount. 

Answer 
b 
by 


1] 
12. 
13 
14 
1S. 'b 
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{tlantic and Centennial 
for several reasons... 


“We represent 


“We find that the Atlantic Companies have 
outstanding field men. They know their busi- 
ness and they have plenty of authority to 
act on their own. We respect them. 

“We like the Atlantic Companies’ size—big 
enough for financial strength, but not so big 
that my agency gets lost in the shuffle. We 
like their long record of paying claims fairly 
and ungrudginely. 

“Atlantic is flexible—a real “‘marine-oriented’ 
company, open-minded, ready to help solve 
our special problems. 


my agency represent 
the Atlantic Companies?” 


ANNUAL REPORT 


1959 


“Most important of all, I suppose, is the 
combination that makes up the Atlantic 
Companies: Centennial, the stock company 
—and Atlantic, the quality mutual known 
for providing the services producers need. 
This combination has given me a real one- 
two punch in selling insurance—it’s helped 
me time and again to meet today’s tough 
competition.” 





Have one of our Special Agents come and tell 
you how our unique team—stock company 
and mutual company—can benefit you. Your 


inquiry is invited. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL 


e CENTENNIAL 


Home Office: 45 WALL STREET, NEW YORK 5 


28 Offices in Cities from Coast to Coast 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 








J. P. McCORMICK 
Vice-President 
Royal Globe Ins. Group 
New York, N. Y. 


HAT QUALIFICATIONS OR qual 
Wii. should a claims represen 
tative possess if he is to be entrusted 
with the duty of discharging the im 
portant obligations which his com 
pany undertakes when it writes a 
policy 

Without attempting to list them 
in the order of their importance, 
there is no doubt that, above all else, 
he must possess that indispensible 
ingredient known as integrity. Cer 
tainly in no other business does at 
employer rely on the honesty of its 
employee to any greater extent. We 
must remember that, except in the 
case of property dama the ad 

| 


juster is dealing with intangibles 


re, 
a product which cannot be weighed 
or counted or measured. The amount 
to be paid for such product, if any 


thin | | 


g, depends so much on the ad 
juster’s good judgment, freely exer 
cised without fear or favor—most 
emphatically without favor 

\ good claim man must be courte 


ous, considerate, patient 


matic. He must dea 


l with many peo 


ple in times of adversity. He must 
appreciate that to them a claim, large 
or small, is important even though 
to him it may be routine. He must 
know not only what to sav but what 


, a ’ 
not ay. ' 1 talk and when 


An Open Mind 


tolerant, he should 


every claim with an opet 


ee 


mind and without prejudice because 


of the claimant's appearance, person 
li 


re¢ On ec 


g 

to appreciate 

1s point of view 
loes not oree wt) 
qaoes not agree will 

He must have a good 


a entl 
bilitv to meet and ilk to pe 


personality, 
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without being n ling r against another 


overbearing. He 1 be able t roperty damage 

convince those h wh 1 he been caused thr 

dealing that they can ak treel negligence of such ot! party and 

and frankly wit! m without any contributing fault on 
He must be intelligent—not 1 the party making the claim. Liability 

essarily in terms of diplomas or d claims can be divided roughly into 


grees, but in a tl th knowledg three classes: (1 utomobile, (2) 


of the business in w h he is en public or general lhabilitv, and (3) 
gaged He must hz ‘ ic under products While tl ircumstances 
standing of wha titu lega under which these various claims 
hability, ontributory egliger arise d . v all have the com 
assumptior k and otl | | mon requirement t LN over\y 
legal principles, as well as tl tand for damages mu h ased upon 


ard policy coverages legal lability 
\utomobile lability ain T 
; , tainly require no extended definition 
Perfection Unattainable ; , 


since practically ev in the busi 


In short, he about 
all things to all 


] 


here, nowever:r, 


isk me if all of 
tives possess 
tions, | woul 
perfection 1! 
unattainable 

Now that we 
we can proceed 
but first 


Is meant 


kinds, stores, 
ings and the 
doing 


cons 


renovation 


Integrity above al 
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automobile, 

liability, al- 
these three 
somewhat 
with re- 

must be de- 

the 

absence of legal liability. 
first and 


whether — the involve 
general or products 
though our approach to 
claims may be 
different. They 
spect to the facts whicl 
veloped in 
presence Or 


he 


of the claims department upon re- 


types ot 
differ 


1 
als) 


to determine 


most important step 


ceipt of notice of accident 1s to decide 


whether it should be 
and if so the exter 


tion 


investigated, 
t of the investiga- 


ral rule, all claims of 
vestigated. Of 


necessity the extent of the investiga- 


\s a gene 
any substance 


are 1n 


tion is determined by the nature and 


seriousness of the injury or damage. 


Serious cases on which hability is 
very doubtful require the most thor- 


ough investigation, because those 


are the ones wl most likely 
hands of an 
which will 
tried to a 


(On ] ther 


tind their way 


attorney and 


most likely have 


conclusion hand, in 
cases where the liability is clear, our 


efforts are directed primarily to set- 


tlement, since cases of this nature 
are not tried unless the settlement 
demands are so high as to give us no 
other choice. 

In all cases of clear or probable 
liability we endeavor to see the in- 
jured party just as soon as we pos- 
sibly can. (This, incidentally, is the 
need for prompt reporting of acci- 
dents). Our initial call is primarily 
for the purpose of advising the in- 
jured that the accident has been 
reported, that it is in the process of 
investigation, and that we would be 
willing to discuss settlement as soon 
as the claimant has recovered suffi- 
ciently to enable him to do so. If the 
injury is not of a serious nature, and 
the length of disability or the amount 
of the expenses can be determined 
on our initial call, every attempt is 
made to dispose of the case at that 
time. If the injury is serious so that 
first neither 
possible nor advisable, we continue 
to call on the claimant periodically 


settlement on call is 


and eventually endeavor to dispose 
of it. 
ourselves that a direct settlement is 


Only after we have satisfied 


not possible because of the excessive 


demands would we terminate 
negotiation efforts. In 
stances of course the claimant retains 


our 
many in- 


an attorney either before or after our 
initial call and after notice of such 
representation our dealings naturally 
are exclusively with the lawyer re- 
tained. 

In trying to determine the value of 
any claim, bodily injury or property 
damage, we take into consideration 
not only the nature and extent of the 
injury or damage, but the question 
of liability. The cases in which lia- 
bility is doubtful and which therefore 
of trial can be either 
lost or won, are settled, if they are 


in the event 


settled at all, on a compromise basis ; 
that is, for something less than 
would be paid on the same case if 
the liability were beyond dispute. 

I would like at this point to em- 
phasize the desire of all reputable 
settle all 
legitimate claims as promptly as pos- 


insurance companies to 


sible, not only in the interest of the 
public but in their own enlightened 
self-interest. 

New York State imposes certain 
restrictions upon investments of in- 
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surance companies. In general loss 
reserves are invested in such riskless 
securities as U.S. Government 
bonds, yielding much less than com- 
mon stocks into which surplus funds 
may be put. It is, consequently, to 
the advantage of carriers to release 
unneeded loss reserves to surplus as 
quickly as possible 
It should be clear to everyone 

no insurance company can ¢ 

thing about a claim until it hi 
tice of the accident giving rise to it, 
and that the first and most important 
duty of any insured is to report as 
promptly as possible, and 


details as are available, all 


with such 
accidents 


of whatever nature covered by poli 


cies which he holds. Yet, 
and 


is, I re 


mnportant 
as necessary < | equirement 
gret to Si lat in tar too 
many instances there is unwarranted 
and unnecessary delay in reporting 
Perhaps I can illustrate this most 
graphically by telling you that in the 
metropolitan area of New York, and 
to a lesser extent in other metropoli 
tan © of the 
suits we receive represent our first 
+] 


centers, over 25° law 


+ 


notice that an accident has occurred 


INSURANCE 
COMPANIES 


... since 1863 

one of the targest, 
most progressive 
forces in the fields 
of property and 
casualty insurance... 


In other 
report ot 
sured, the 
attorney, 
| tis hardly ne to pont 
out 


against On 


works 


longer t 


judice 


occurred 
frequently t} 
the only evid 
, 
occurred an 


obliterate 


Must Have the Facts 


petuate testi 
isted. U 


} le} noarting 
that < dela reporting 


to suits that u follow, the 


; ; 
is obliged t ttle and 


company 
is frequently 
paid on a cast 
lose sight ot 
walk into tl 1 tell the 


judge or nsured was 


not ; aul } tter ow strong 


We 


torm 


our conviction m that respect 


facts in the 


must have thie 


admissible evidence » prove 


1 bef 


This, as I said 


prompt, sometimes 


thoroug] 


which in 


turn in possible only if accidents are 


painstaking investigati 


reported promptly 
\iter all, the company tl 


claims de partment 


rough it 


icvholder the duty 
investigations i 


whether the insure 


equitably provide him 
with the 

The clain S 
to me, occupies 
position 


Im ¢ 


Is sometim 
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too much 
\t other times it incurs 
t or the at- 
vants to pay 
don't 
spend 


sured because it ma ay 
too soon 
the illwill of tl laimat 
too 


torney becaus 


1 1 
little too 


we 
becau VV iit to 
\e don’t st 


n or arbitrary 


settle 
money payment 
because 
e or decline 

on the basis 
that the 
ot entitled to 


int to men 
no ready 
formula 


any bod 


valuating t] worth ot 
, 
myury 


which 


wmnount whic 


<cept in those 


states maximum 


| recovered in 
inv limita 
\ hi h 


Cae t. 


a fatal case no stat } 1S 
can be 
the 
rdicts in six 
heard of ten 
years ago, commonplace 
todav, We 


recently paid 
S$250.000 } 


ettleme it ot one 


dicts as high as 


57 50.000 for one claim 


ire on record, 


...A NEW, 
EXPANDED 
NATIONWIDE 
DISABILITY 
DIVISION 


INSURANCE 
07 03.) 8 7-88 8 Dt) 


Moreover, we must reckon not only 
with an increasing number of higher 
and higher awards but also with 
their inevitable aftereffects because 
today’s verdicts have a direct bear- 
Let 
me assure you that we do not deny 
the 
right of every individual who sus 
tains injury through the fault of 
third party and through no 
contributing fault of his own, to be 


ing on tomorrow's settlements. 


in fact we specifically affirm 


some 


adequately compensated for his in- 
juries. We quarrel, not with the 
adequate, but with the excessive or 
unwarranted award. 


Out of Pocket Expense 


It is no that the 
cost of liability claims, like that of 
practically every other product, has 


secret average 


been increasing each year. This is 
due in part to the fact that one of the 
important factors in the cost of any 
claim is the “out of pocket expense,” 
loss of income, doctors and hospital 
\nd as the cost of 
the 
Then 

the 
thinking of juries resulting in higher 


expenses, etc 
increases so does 
the 
has 


these items 


eventual cost of claim. 


again, inflation colored 


and higher verdicts. Faced with this 
situation it would not only be poor 
judgment but sheer foily for com- 
panies to defer or delay deliberately 
the settlement of meritorious claims, 
large or small, only to find that they 
must not such 
claims two or three years hence. We 


pay more, less, on 
do not have comparable figures for 
all parts of the country available, but 
know 
what has happened in the state of 
New York, and Cook County, Ili 


nois, in the past ten or more years. 


you might be interested to 


In 1940 the average jury verdict 
in the State of New York was 
$3,490. Ten years later in 1950 it 
was $8,695 or an increase of 249% 
In 1957-58 it had jumped to $12,951, 
or an increase of 371% over 1940 

In Cook County Circuit Court the 
average verdict in 1947 was $7,690: 
ten years later, 1957, it was $31,397 

408% higher. In the 
Court of Cook County the average 
verdict in 1947 was $9,566. In 1957 
it was $21,011—220% higher. No 


part of this country has been spared, 


Superior 


although some sections have been 
hit harder than others 


I would also like to make a few 
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rather delicate and 


controversial 


comments on the 
sometimes subject ot 
claims reserves. Because of the un 
avoidable lag between the 


and 


creation 
} . gj 13] 
disposition ol PPOCTTLY 

Is, NO company coul 
without a sound reserve policy 
the 


has already been said concerning the 


same time, and because of what 


difficulty 


cost ot 


of evaluating the 


bodily injury claims, no 


company 
and no claims department can deter 
mine in advance, and with exact 
tude, what a particular claim ts go 
ing to cost. Therefore open bodily 
injury claims and suits, and particu 
larly the more serious ones, must be 
reviewed constantly and the reserves 
adjusted either upward or down 
ward as new developments dictate 


Claims which initially 
little 


quently 


consequence can, 
ck , 


Sometimes, 


assume mayor propor 


though less ire 
1 at 
first report appear to be serious are 


tions 


1 
} 


quently to be sure, claims whic 


not serious at all. The claims depart 


ment reserves each claim for an 


amount which in its judgment, and in 
view of all of the facts and circum 


stances, represents the ultimate cost 


le 
lly available 


of that claim to the cor 
are cle alin rwit 


bles, it 
settled for 


we 
follows that 
than the 
them 
tions fall tl 

the clain 
settle 


we expected to 


has 


Tesull 
ia 

could range 

right win to ; 

the 


reserve 


basis, that 1 tt il p iit ited standing SUC 


to total reserve There ts, 
remarkably close to other way 
: 


cost of 


the 


ain 


Future Outlook 


4 
problen 


Conceding, down on. the 


cost of claims clearly avoid 


with each passing ar, what are the accidents 


future prospects for reversing F \ccidents 
even 


Not too 
bright, l am atraid in the st 


out ot 


slowing tl during 1958 


cost ten billion 


, 1 
ot settiement ot claims 


court 


is made up ot 


is based to a large extent upon jury 
awards in similar cases, some relief medical fees 
would be ol ed perhaps if juries 

to reali 


all 
} 


their findings must be | 


juries came claim 


companies an 


} t 
facts and the law, and not on either 


employers 


sympathy or prejudice; that imsut 


Maryland or Canada 


in New York, Massachusetl 


5, 


inability ot in] 


property damag 


NV 


ul 


~ 


settlement 


YOU CAN 
GET IN 
ON THE 

GROUND 
FLOOR 


HERE’S 
HOW : 





Liability Considerations—Continued 
Of this tremendou ind unneces 
cost, each of us has paid a 
Accident losses reflected 
in higher labor costs, higher 


sary 
share 
cost of 
products, and higher cost of living 
The 


am Imsurance potricy 


generally price tag 


on 
. 


ut one ot 
many places where accident occur- 
altects 


and 


] 


rence our individual pocket 


books our corporate bank 


accounts 
Numbet of disabling 
like the dollars they cost, 
counted in millions too. There were 
1,800,000 work injuries and 1,350,- 
1958. 


injuries, 
must be 


000 motor vehicle injuries in 


these were all of a nature serious 


enough to kK ) 1 ured pt Trsons 


away from activity. they 


followed : nporarily 


There is, | bright spot 


mowey 


in these sad Statistics, 1f we only look 


far enough. Believe it or not, deaths 


from collisions of automobiles with 
trolley cars have 88% in 


dropped 
the last ten years. l’ven deaths from 
auto collisions witl bic vcles dropped 


] 


1% But while the disappearance 


of the street car and less use of the 


LINK UP WITH THE 


FUND OF EXPERIENCE 


bicycle may be helping our motor 
horse and 
Chere 


an even hundred persons who died 


vehicle experience, the 


buggy is still with u were 
last year from automobile collisions 
with horse drawn vehicles 

On the other side of the record. 


deaths from automobile collisions 
with other motor vehicles increased 
24% 


vehicle collisions with stationary ob- 


in the last ten years, and motor 


In all, motor 


15% 


jects increased 70%. 
vehicle deaths have increased 
in ten years 

That's the story of where, by acci 
dent, our money is going. How we 
are going to stem the tide is some 
thing else 

The theory of accident prevention 
is one of great simplicity. It is just 
this: 
currence 

No. accident 
ever can be, 
first 


find the causes of accident oc- 
and correct them. 

ever has been, or 
prevented unless some 
able to find its 
describe it, then do 


If accidents are 


one 1s cause, 


name or and 
something about it 
happening in a factory then someone 
must find the unguarded machines, 
the slippery floors, the poor illumin- 


ation or whatever causes are respon- 


sible. 
to do their jobs safely and correctly, 
and are 


lf workers do not know how 


guilty of unsafe perform- 
ance, then such performance must be 
through 


improved training and supervision, 


recognized and corrected 
On the highway there are many un- 


safe driving acts, such as go too 


cs 1 ig 
last, 


after 


too 


1 
close, driving 


following 
drinking, non-conformance 
with regulations, and many others. 
These, we as individuals must recog- 
nize 1n ourselves first of all. 

From an address presented at the American 


Society of Insurance Management Insurance Day, 
Philadelphia, October 15, 1959 


GRAND JURY CONVENED 
\ FEDERAL GRAND JURY has been 
convened in New York City bv the 
Justice Department, which has been 
examining aviation underwriting at 
the request of Senator O'Mahoney, 
chairman of the Senate Judiciary 
\ntitrust 
of the proceedings, however, may 


subcommittee. The scope 


not be limited to aviation insurance 


the first of 


The Federal action is 
its nature since the McCarran Act 


Was passed. 
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Billig the 





nswer? 





Y 


ROBERT W. DOUCETTE 
Vice President 
Milwaukee Mutual Insurance Co. 


FULLY REALIZE that many com 
| ihe have either started or have 
laid foundation of a 
“pup” company on the lower com 
mission direct billing basis. [et me 


clarify one point before presenting 


> 


the so-called 


my topic—I am not to attempt to 


prove that any company which starts 
mmission 


a lower c« direct billing 


is wrong in its reasoning—I am to 
prove that direct billing—lower com- 
mission solu 


present day 


companies are not a 


tion to many of our ' 
problems and to some companies, 
they can mean a road to indecision 
and loss of prestige and good will. 

A topic which comes up for dis 
cussion at every agents’ meeting, 
company meeting, or just a bull ses 
sion between a couple of agents or 
“commissions and 


company men ts 


direct billing.” For point of clarifi- 
cation, my company pays a 25% lia 
bility and property damage commis- 
sion on all classes to all its actively 
producing agents with a good loss 
ratio, a 20% liability and property 
damage commission on all classes 
What 
is the basis of our 
not 


as the 


to our less active producers 
I will say 
thinking and » do 


he Te 
intend to 
solution for 
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companies t 
thinking 
lished from 


oul 


\merican 

long as progt ve chang are the 
basis ot advancemen , Changes will 
any business. What the 


future has in store for the insurance 


be a part of 


industry no one can prophesy—but 


one thing I am sure, tl 
system will be 


Ame Ti 


now 


agency 
a part of our 
fifty years fron 
long as we have 
agents who believe 
together to solve the 
anv bu 


are a part of 


Three Big Factors 
And tl 
our company has not changed 


i 
commission schedule. We just don't 


erein lies the reasons why 

its 
| ] 

like to change a winning combination 


to a combination that may or may 
a winning coml 1 
, 
Nave alway S sald a 


that the 
public are the 


tinue to say 
the svstem a1 
under 
operate 
which 

of any 
agency 
l-avorable 

1 rpetuation 








It has been 
suffered 
an underwriting loss and the strong 
hold today has 
been the direct result of the loyalty 
of our agents in submitting 
class of tavorable business. 


2. Growth Due to the 


1 
Sil we have 


financial position we 


a gor 1 


held under- 
writing by agents, we have 
able to furnish 


been 
our agents with com 
petitive rates and they, by their in 
dividual contact, have given us the 
growth so essential to the 


the progress 


We have 
no illusions of becoming one of the 


ot an insurance compat 


top ten or twenty volume companies 


in the United States 


We believe an ave Taye 


10% growth 


is a healthy growth and our 


avents 
have more than co-operated 
We personally feel 
the position we hold as one of 
and 
nited 
ibles us to give our 


with 
that 

the 
casualty 


this goal 


strongest mayor fire 


companies in the | States en 


agents a 


more 
stable rate and commission structure 


1 


Many strictly vol 


ume companies go 
broke, strong companies protect the 
business an agent | 


as placed with 


jencics—Just a 


company 1 train personnel for 
e future, so must an agency protect 
s company’s faith in them by add 
ig personnel when 


necessary and 


page) 





Direct Billing—C 


providing for the da hen the agent 


retires or dies If agents con- 


scientiously operate their agencies on 
Is sound 


| | 
t 11) 


basis, a can 
far 


and in the long run, 


company 
operate its agen operations 


more efficiently 
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the benefits accrue to the agents in 
the form of more favorable rate and 
commission structures. 

The above is the Milwaukee Auto 
thinking on commission-agency re- 
If our agents continue 
to give us the growth, selectivity, 
and perpetuation as they have in the 
past, we see no reason why we can- 
not continue our 


lationships. 


present commis- 
We are not unaware 
of the commission reduction trend 


today and we readily admit that a 


sion schedule. 


change in the economic thinking of 
the public can change the best laid 
plans of mice and men 


But let me, for the moment, burst 
the bubble that some companies have 
that the solution to all problems is a 
cut rate, cut commission, direct bill- 
ing type of operation. 

Let me give some figures of a 
breakdown of the composite picture 
of the premium dollar of the largest 
semi-direct writers in the United 
States, namely Allstate, State Farm, 
Nationwide and Farmers Insurance 
Exchange. In the years 1956 and 
1957, the breakdown of the premium 
dollar based on their rate structure, 
as compared with our company, we 
showed: 





( 
Losses incurred to premiums earned 
Loss expenses incurred to premiums 
earned 
Underwriting expenses incurred to 
premiums written 


TOTAL 
curred 


NET 


losses and expense in 


underwriting gain (loss) 


omposite 
60 94 


101.48 


1956 1957 
Milw. 
Auto 


a 


Milw 
\uto 


52.4 


Composite 
58.88 
14.59 


8.6 8.5 


6. 


? 


(1.48) mS, 


100.09 
(OO) 


QOH.5 


me 





Now in case some skeptics might 
say that percentages on the smaller 
premium dollar are not a true com 
parison of the advantage these semi 


direct writers have over full scale 


commission companies, let's convert 
these figures to percentages based on 
changing the semi-direct writer com- 
posite premiums and our premiums 


to bureau rate level. We now have: 





( ‘omposite 


Losses incurred to premiums earned 

Loss expenses incurred to premiums 
earned 

Underwriting expenses incurred to 
premiums written 

TOTAL and 
curred 

NET underwriting gain 


k mses 


expense in 


1956 1957 
Milw. 
Auto 


41.8 


Milw. 
Auto 
$1.9 


( ‘omposite 


47 10 


48.75 


11.67 12.56 O& 


20.76 20.40 


77.0 


23.0 


80.06 
19.94 





When that 
companies pay an 8% to 10% com- 


you consider these 
mission, you can appreciate that the 


so-called) solution is a figment of 
the imagination, 
You that the 


parison indicates that our agents 


will notice com 
gave us a more favorable loss ratio 
due to their selection of business and 
enabled us to show a lower loss ex 
pense ratio. There is no question 
that the lower expense ratio was due 
In part to the servicing of many 


small losses by our agents, which is 
a service rendered by few semi-direct 
I think the 
comparison can be summarized by 
the old “Look 
leap is 


writer agents. entire 


adage before you 


Now let's take the matter of direct 


billing. For years the American 
agency system companies have said 
that ownership of renewals and the 
responsibility of the agent for ac 


counts has been some of the strong 
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points of the American agency svs 
Why the change? 

Before a company leaps into direct 
billing, a company should make sure 
it has reviewed its own operations, 
and not 
thoroughly 


int 


someone else's, very 
It's like the baby sitter 
who offered her services to my 
friend with three little girls and was 
willing to take care of mine also and 
then almost fainted as | marched 
our tribe of six youngsters over to 
greet her on the morning of het 
disastrous undertaking. Know the 
facts within your own company be 
fore jumping to conclusions 

\re you having agency collection 
problems? How much can you ac 
tually save by adopting direct bill 
ing? Is it enough to offset the addi 
tional costs of machines, postage, 
clerical help, time and effort to be 
spent selling your agency force on 
vour theory? Is your new rate low 
enough to attract business and still 
keep your agents happy on their new 
scale? If 
think vou have the solution to flat 


reduced commission you 
cancellations, enjoy your pipe dream 
while it lasts. Recent supreme court 
decisions in several states still have 
ruled that the ten day grace period 
that almost all billing 
companies have in effect is an offer 


sem-direct 


to renew and therefore coverage 1s 
bound even though payment of pre 


has not been made 


dissatisfied 


nuum \re you 


with company produc 


tion, agency attitudes, or your rate 


structure? We think, after review 


ing all the facts, that as far as our 
company is concerned we can't gain 


anything from direct billing 


Problems Similar 


May | add one interesting obser 
vation —I| had 


to talk 


the pleasure recently 


with two large exclusive 


agency lower commission 
Botl 


mounting 


company 


agency directors were 


com 
plaining of thei alumni 
associations and the cost of training 
their new salesmen. They remarked 
that many had gone with American 
agency type companies and were dif 
ficult to replace. I think all of us 
would be foolish to think that thei 


problems were any different than 


exclu 
We 


mavbe ours are 


many of their friends in the 


sive agency type of operation 
all have problems 
smaller than theirs. One thing | do 
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American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 


Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


don't ever underestimate the 
He still 


operation 


know 
power of your good agent 
backbone. of 


and controls the people he insures for 


is the your 


more than you think. There is no 


question but that our economy today 
has 


conscious but | 


‘discount 


become and “cost” 
think many of out 
Insurance Company managements are 
using cut commission and direct bill 


ing as a hoped for solution for a 
dilemma of high loss ratios caused 
by managements who adopted broad 


coverage policies, tried to buy bust 


ness from agents through practices 


that in the long run proved dis 


who 


times and 


astrous, and managements 
didn't keep abreast of the 
failed to bring ilong both company 


and agency 


keep abreast of 
ing imsurance pict 
dec wions so necessa;©ry 
insurance operation 
Let's also give credit where credit 
such 


| arm, \llstate 


is due The management of 


companies as State 





SERV/NG YOU 


and your customers in 


FIRE 
CASUALTY 
INLAND MARINE 


UN [el slelile Mm Ua celal te) Mmm @te)loldelelo Mi Golilicl Mm Rellli iielile 
Mississippi, New Mexico, Oklahoma, Texas 


FIRE AND CASUALTY COMPANY 


DALLAS . 3906 LEMMON 


A MULTIPLE LINE STOCK COMPANY 


praintbe ue force... we can 
now offer agents complete 
_ multiple-line facilities, which 


Direct Billing—Continued 


and Nationwide have specialized in 
their type of operation and _ their 
system’s problems for many years. 
There are few, if any, American 
agency system managements which 
have the personnel for a smooth 
transition, The road is not as eas\ 
as some would lead you to believe. 
\nd let’s analyze another prob 
lem from a company-agency rela 
tionship standpoint. Most companies 
who have a new cut commission 
direct billing company. still retain 
the full commission \merican 
agency system company. I anticipate 
considerable grief for management 
as an agent who represents the so 
led “pup” company tries and suc 
ceeds in selling an insured who 
formerly was insured through an 
agent of your parent company who 
did not choose to represent your 
“pup” company. Personally, there 
are enough headaches in this busi 
ness today without encouraging 
more 
In conclusion may | say that | 
have just returned from the na 
tional management meeting of the 
Conference of Mutual Casualty 
Companies where I spoke and 
cautioned any company against play 
ing follow the leader in the recent 
trend of companies to a direct bill 
ing, lower commission type of opera 
tion. To some companies it may be 
the answer, but I cautioned them to 
review five important phases of their 


company position 


1. Future production 
company—W hat 
management in this regard 


2 Is the COMpPany regional 


tionwide, or operating in 
states ? 


3. Loss ratios and rate situatiot 


+. Type of agency operation 


is 


5. Most unportant—How have vour 
agents worked for vou——Production, 
loss ratio, strength of surplu 
our company, we see no 

change 1n commission 
an agent remains a partner in the 
continued development of good busi 
ness at a favorable loss ratio which 
allows us to continue a competitive 


rate structure for the continued 


{ 
growth of the Milwaukee 


\uto 
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“Bascomb won’t be able to make it. He’s still at the office 
waiting for a payroll audit” 


Bascomb’s missing more than a party. 
When overdue payroll audits keep him 
in the dark on collections and commis- 
sions, he doesn’t even feel like a party. 
With Bituminous, on the other hand, 
Bascomb could get the prompt service 
that results from agency-minded (and 
agency-experienced) management. At Bi- 
tuminous, service is more than a slogan. 
It is a way of life, a way of life that ex- 
tends to underwriting, loss adjustment 
and safety engineering as well as to pay- 
roll audit service. We can’t promise to 
make the insurance business into a party, 
but we can make you a party to more 


Bituminous 


BITUMINOUS FIRE AND MARINE 


profitable premium writings. Write for 
“The Bituminous Story,” or ask your 
nearest Bituminous branch manager for 
your free copy. 





BRANCH OFFICES AND 
SUPERVISORY GEN'L AGENTS: 
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Specialists in Workmen's Compensation 





ROCK ISLAND, ILLINOIS 








The 
TRI-STATE GROUP 


Farmers and Merchants 
Insurance Company 


All 
MULTIPLE LINE 


Experienced U underwriting 
Prompt Claims Handling 


S pectal En gineerin g Service 


Home Offices 
Tri-State Insurance Building 


Tulsa, Oklahoma 





Offering the 
fullest facilities 
for virtually 
every fire and 
casualty insurance 
need, 


The 
TRI-STATE GROUP 


is licensed to 
operate in the 
following twenty-eight 


slates: 


ALABAMA 
ARIZONA 
ARKANSAS 
COLORADO 
FLORIDA 
GEORGIA 
IDAHO 
ILLINOIS 
INDIANA 
IOWA 
KANSAS 
KENTUCKY 
LOUISIANA 
MINNESOTA 
MISSISSIPPI 
MISSOURI 
MONTANA 
NEBRASKA 
NEVADA 
NEW MEXICO 
NORTH DAKOTA 
OKLAHOMA 
SOUTH DAKOTA 
TENNESSEE 
TEXAS 
UTAH 
WASHINGTON 
WYOMING 
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SIGNPOSTS FOR SUCCESS 


G. W. MILBRANDT 
President 
Mutual Agents Association of 
New York State 
New York, New York 
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YOUR CLIENTS DESERVE INSURANCE PROTECTION 
IN COMPANIES THAT COMBINE 


Streneth, Service, Dependability 
| i 


America Fore 
Loyalty Group 


THE CONTINENTAL INSURANCE COMPANY.........cccccccccccccees Est. 
FIDELITY-PHENIX INSURANCE COMPANY.........cccccccccccccceees Est. 
FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J...............Est. 
NIAGARA FIRE INSURANCE COMPANY. .........ccccccccccccsccccees Est. 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK..........Est. 1875 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY...............55- Est. 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J............Est. 
MILWAUKEE INSURANCE COMPANY........ccccccccsccccccccccccccs Est. 
ROYAL GENERAL INSURANCE COMPANY OF CANADA.............. Est. 1906 


THE YORKSHIRE INSURANCE COMPANY OF NEW YORK.......... Est. 1926 





SEABOARD FIRE & MARINE INSURANCE COMPANY. .........-.-+- Est. 1929 





Now you’re needed as their 
PARTNER IN SECURITY 


Right from the start sound 
thinking people want to be sure 
that what they own is well 
protected. The best way to make 
sure is to have the counsel and 
services of an independent 
insurance man as their 
PARTNER IN SECURITY. 
That’s America Fore Loyalty’s 
advertising message appearing in 
national magazines during March. 
It’s part of our big promotion 
to put America Fore Loyalty 
agents in the spotlight .. . 
and keep them there. 


America Fore Loyalty's 
National Advertising 
Appears In: 


THE SATURDAY EVENING POST 
LIFE * NATIONAL GEOGRAPHIC 
TIME * NEWSWEEK 

READER'S DIGEST 

FORTUNE 

U. S. NEWS & WORLD REPORT 








their company-agency relationship 

because their contracts and ideas of 

slackstone and operation stem from an old process 
mateur ma- that requires protections against in 
competence, disinterest, disloyalty 
and dishonesty. It could not be but 
that a capable, competent, honest and 


ve years, 
the agency ‘ : 
loyal person would find certain re 


tremendous ad 


vances in the area of capable per- S¢ntments operating under this type 


aii ieee . field The old ot contract 


“butter and egg” salesmen of several It is, therefore, essential that the 
ago have been replaced by industry decide whether ours is a 
trained, hard-hitting, practi master-servant relationship or a true 


hese are men partnership relationship. If the 
lifficulties in| answer is a partnership, its true 
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tenets must be brought into clear 
focus and agreed to by both mem- 
bers of the arrangement. This would 
require a completely revised agency 
contract that would differentiate be 
tween the competent and the incom- 
petent. It would provide a new 
dignity to the arrangement. It would 
also eliminate the arrogance and 
complacency that exists in many 
quarters. Supplementing this con- 
tract, or contained within it, a true 
profit-sharing or contingent earnings 
arrangement would also provide to 
the company-agency system not only 
profit, but another badly needed 
item-volume. 

The really happy significance of 
this signpost for success is that it 
does not require complete industry 
agreement in order to develop. Any 
hard-hitting, aggressive company 
could individually adopt the philoso 
phy of this new requirement and 
enjoy the many benefits the new ar 
rangement would contain. 


Process of Automation 


Probably the second significant 
signpost for success that will show 
development in 1960 and the decade 
ahead will revolve around the proc 
ess of automation. Many articles 
have been written about this step, 
and in addition, it has been a topic 
for many lively public addresses and 
probably is accepted with as much 
divided opinion as any subject under 
discussion today. 

It is unfortunate that automation 
should have entered our scheme of 
things at a time when the commis 
sions were a subject of bitter dis 
cussions between company and 
agency production forces; or at a 
time when political pressures in 
many states were disturbing the 
formulae set up to provide our sta 
bility ; or at a time when a new type 
of operation involving refinement of 
classification was being advanced by 
independent filers. It is probably be 
cause of this juxtaposition of mul 
tiple factors that all of this confusion 
exists, and that the true implication 
of its value to our industry and to 
the agency system 1s being obscured. 
Couple this with the further con 
fusion of whether direct billing is 
necessary to provide competitive ad 
vantages, and we have the final straw 


that broke the camel’s back 
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\utomation, from the company 
standpoint, is without doubt a re 
quirement of the times, and the only 
reason why there should be any 
question about this part of it would 
probably stem from the fact that it 
has been advanced as a money- 
saving process to benefit the agent, 
permitting a reduction in commis 
sion but, in most instances, saving 
the agent only pennies, while re 
moving dollars from the commission 
schedule Therefore, while com 


} 
| 


panies may contend that automation 
is an answer to their competitive dis 
advantage, we find that it is usually 
coupled with direct billing, and ap 
pears merely to camouflage a change 
in company philosophy toward d 
rect billing 

Truly analyzed, no successful 
member of the agency system would 
object to the elimination of the pol 
icy preparation function, tf this could 
be done by machines at an even 
exchange of reduction in commis 
sion against the cost of the manual 
process now employed. Direct bill 
ing, on the other hand, 1 show 
no related need, when most of the 
processes advocated today 
mediately reter back to the a 
system those accounts having spe 
cial problems, or those which pose 
difficult collection 

If, as in most instances, the re 
ductions in commission exceed by 
far the present agency cost of ac 
complishing this same process, and 
the companies, by comparison, only 
wish to perform the easy part of the 
job, it would certainly develop many 
objections from the agency system. 
Possibly, with the passage of time, 
the subject of commission will be 
solved, or the agitation involved wit! 


its discussion will subside 


Possibly, merit rating will reduce 
the disadvantage of the refined class 
ification of the independent com 
panies, The agency system will 
then have been iunproved to force 
the incompetent out of bu (or 
force him to consolidate under com 
petent management) and by pk 
all of the parts that now create 
confusion into their proper places, 
it may help us understand and a 
cept automation in its proper place. 

\utomation, on the other hand, 
in its offer of opportunities for the 
agency system, 1s very exciting. Con 


} 


templating it in its lower echelon 
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Wake Up Your Sales 


es 


~ with Anchor’s 


s . 
Motel Owner’s Policy! 
America’s 
a dynamic field of growth 1 h already 
s of 1,197,000 rental units with an annval 
es volume of $2%4 b ’ eel, ownel the one 
ged policy that has “everything”... at 
é stantial saving. Convenient installment 
payments—credit for existir overage. Motel 


owners in your territory are waiting be sold! 


—{ ' 
MULTIPLE LINE FACILITIES 
See Your 


ee 
ad Anchor Man for AA5 ANC . sitesi 
Helpful Assistance — 


> 


St. Paul 14, Minnesota . 
Queen City C7 
INSURANCE COMPANY Q-C 


St. Paul 14, Minnesota 


electric typewriters, elect lict: able agents, as a group, t nyov the 

equipment, electt alculators, | full benefit. « xpensi business 

keeping ni n - nucrol v machine processing Lie New 

equipment het an be little d York Association a verv aggressive 
+] 


ot their proven lency WwW OUT Dt agency management committee ts im 


ness the tinal stages this 


ges of establishing 
Proving the valu Luton ») type of an 

in the commences, on March 1, it will per 
has developed strong intet mit an agent, by submitting simpli 


1 


in the possibility of combining fied addenda 
the needs of many ag ies under invoice, I 
one standard t for and sy tire ac 


tems. Sucl 





Success Signposts t then provides to the agent state- its use to dispose of a very compli- 
ments in balance, balanced accounts cated process of accounting in 
receivable, balanced accounts cur casualty insurance presented itself 


mation, at a cost of al! ; 8 : e : ; 
» 2 a rent, sub-producer’s accounts, pro- for consideration. The committee is 
$30 per month r an { ’ 


A ery ee fit and loss statements and financial now in the process of developing its 
Under this process, standard statements prop sal to present to companies tor 
Invoice is quickly arked to supply It is estimated by the New York adoption. It is estimated that the 
five or six basic pieces of additional Association that the annual savings average — commissions — application 
information receipts are in bookkeeping expense as the result could easily — the average — y 
furnished t tem that develops of this process will alone constitute aS MUCH as $100 per year per $100, 
a carl COpV W n entering your many times the annual dues being UUY ol premiums individually. : 
Own casi you! banl cl ecks drawn charged by the Association. As this Phe re is no reason why, pending 


by virtue of carbon copies, quickly committee contemplated the prob the acceptance of this process by 
aD eres the agency’s por- lems of detail in the process, the some company groups, the agency 
itself could not institute this method 


tion « robletr he system subject of average commissions and ; Satan 
of accounting in its present book- 





keeping process. To do this, simply 
requires that an agency compute on 
the basis of last vear’s total writings 
(plus any adjustments for current 
commission reductions ) his expected 
average earning for the vear ahead 
When the year is complete, or this 
may be a shorter period if found 
desirable, the beginning and ending 
differences are reconciled, and the 
earnings adjusted to the sum total 
TRADERS & GENERAL INSURANCE COMPANY show non the company accounts cur 
rent for the same period 

Under this basis, reconciliation of 
accounts current is on an item basis 
for premiums and dividends only, 
permitting the commissions to wash 
themselves out on year-end adjust 
ments. When you consider how 
complicated casualty commissions 
have become, and when you con 


sider that some casualty companies 








require a minimum of two pages on 





which to retlect their commission 





schedules in force, then it becomes 
clearly evident that substantial sav- 


Mr. Agent: ings in bookkeeping costs can be 
‘ffected b he adoption of this proc- 
We can lessen é y the adoption of this proc 


ess. 

your “load” 

Young Drivers 

with our ; 
Probably the most important sign 

prompt service, post for success in 1960 seems to 
- | he oO v ( 1 4 ¥ S 10 

facilities, and lie in the young lrivet situation, 

ee Offhand, this might seem improper 

insurance optimism, in view of the 





many dith 





know-how! culties associated with this classifica 
tion of business for the past years 





To understand better how this can 
be one of our major opportunities 





in the decade ahead would require 


NATIONAL UNION a brief review of the situation in 
general. 


INSURANCE COMPANIES \nyone who has closely followed 


- of rates in force for the 
PITTSBURGH @ PENNSYLVANIA } 


ive years 1s aware of the al 


ontention that, when the 2¢ 
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rates first reached astronomical 
figures, it was decided best not to 
make the full charge against this CONFIDENCE 
class to avoid the possibility of mak 
ing the matter a political issue. At .. . The mark of a successful 
the same time, in order to develop oe py ares 

the total amount of premium neces INSURANCE AGENT 
sary, it was necessary to overlay 
some of the other classes, with some Confidence in himself . . . confidence in the service he ren- 
portion of the premium that not ders and offers . . . confidence in the companies he represents. 
mally should have come from the 
young driver classes Without these, no man possibly can be a true success in the 


insurance business. 


If this contention true, it PAN AMERICAN 
cobalily the mont expensive nixial ad : 
ages: Aadng ; Fire & Casualty L£> Insurance 
_———— 


Most Expensive Mistake 


industry ever made, for aM 


Teasons : » nd pendet 1 N 7 
eason ) the on Company — Company 
panies, reanzing the tat tt) | 


layed premiums, 
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ferentials from those pu 
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overcome by even a master salesm: 
2) Since it was a known fact 
the young driver classes 
were short SOTTIE 
necessary, an moni 
this class began w 
over the vears to tl 
ming our assigned 

l'rom the 

rti ft the MIM 
portion of the premium, Out-of-date renewals 
ndependents t gati ! ne can mean under-insured, 
unsatisfied assureds. 
Today’s property values call 
for a complete re-evaluation 

of your policyholders’ insur 

closely, there exists j suspicion that ance needs. Their homes and 
their personal prope rty h 
all increased in value 


pag } 
TOHOW tl matter 


the current rates in the 
class are adequate t 

hole, tl F t ion should sup BE SURE THEY'RE INSURED TO VALUE. 
port itselt 


george tore ke mnigption —— FIRE INSURANCE COMPANY 


drive rates ere nadequa 
river rates Ww inadeq Forty-Nine Elm Street cz": Worcester, Massachusetts 


aggressive research or follow 
potential of this class hi 
made until quite recently 


ty 


sources contend that seven ou f ‘Tri0d, al nd up with at rad oOo size of t 
, 
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ten young drivers are profitable 1 having 90% vour sel ons in tl ticular classifica 


sureds and that, by means t DIO profitable cl: ihicatiol n addition, by some sources, 
nae psychological and | ri » face in tl xt decade ; pu of the rates in fo 
cal tests, the three poor drivers coul lation explosion, which wall 1 tion explosior 

be determined hat group, sixteen years and over, young driver 

\ssuming now that the introdu an amoun ver tht million stand at t 

tion of this class of business is re l : ‘ an tl former level end of 

viewed for the purpose of maintair n addition to this, tl pplication — selected g 
Ing it on your books for the neo a pure | nun pu expense come tl 
ten years and thereafter, it is quite — th , to this type of business would — future 
possible from the standpoint of nun hod It shoul ‘apparent to most stu 
bers to introduce consecutive grouy eave ‘ment I pront, ent ft pus that offering 


of voung drivers, overt 
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Success Signposts 


toa producer a merit plan that might 


closely approach the net cost of the 
independent writers will not be suf- 
ficient to entice away the policy- 
holders of the indepet lents It is 


only by having i formula that pel 


mits vou to secure the new entrants 
into 1 fie nobile insur 
ance purchasing, that you will be 
able to regain for the agency svstem 
you rime ree e of this line 
Wher ( ( ler 1 estimate 
of two billion dollars of premium 
for this one ¢ itegor ot account at 


the end of 1970, and when you con 


sider that logically you will regain 
your position by writing the new 
comers, then there is little question 
but where your activity must le, and 


what portion of our automobile class 
mication problet must hrst be 


solve (| 


STC Soe oft our 


problem of 
underwriting the youngster results 


from the fact that our present screen 


ing relies substantiall historical 


neral rule, 
} +t 


data, and since, 


the young drivet tle or no 


historical background our 


present 

















Bonds and Burglary 

Fire and Inland Marine 
Accident and Health 
Casualty and Liability Lines 





systems have been considerably in 


adequate 


In looking for a method 


to offset 
this disadvantage psychology seems 
to offer the Dr. 
Charles Haner of Grinnell College, 
work 


some of solution 


in some done for Farmers 


Reinsurance Company of Grinnell, 
has developed a psychological test 
ing process to develop an inventory 
scale of qualifications and has cor 
related this with actual driving per 
test mdi 


formances of a group of 


viduals. The results to date have 


been very encouraging 


Psychological Tests 


Dr. James Malfetti of Columbia 
University has made several studies 


of accident-prone drivers under 


the A.ALA 


meaning 


grants of and contends 
that the 


for an individual will determine his 


an automobile has 
performance on. the highway, and 
that it is possible, by psychological 
tests, to develop the meaning that a 
and to 


car has for an individual 


relate this to his degree of accident 


pre meness 





In summary, then, our success is 
far from assured—but the raw ma 
terial has never been more available. 
lf we, 
ance men, make a diligent effort to 


meaning all interested insur- 


solve some of the problems I have 
our 
bright, indeed. 


should be 
We must find a for 
profitably to the 
driver. We must recognize 


outlined, futures 


mula unrewrite 


young 
that the better insurance producer 
requires better-than-average income 
as the incentive for his superior per- 
We must approach com 


formance. 


automation and agency ac- 
with full cog 


nizance of its potential, but 


pany 
counting realistically 
with 
equal recognition of the agent’s role 
this 
take a 


and his importance in it. In 


same connection, we must 
long, slow look at average commis 
sions as a substitute for the unwieldy 


We must ob- 


whether by 


schedules now in use. 

tain competitive rates, 
the simple process of aping the in- 
dependents or by new merit rating 
We 


dignity for 


plans must preserve a_ true 


making 
their contracts in the open market, 


producers in 


whether by legislation or intelligent 


understanding. 
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The enterprise of the fine paper mills which 
sprang up along New England's fast-rushing streams 
in the early 19th Century made quality writing paper 
widely available at !ow cost for the first time. 
It is in this tradition that Peerless Insurance Company 
contributes today to the success of 
Independent Agents, with a portfolio of 
multiple-line coverages in the Bond, Fire, 
Accident & Health, and Casualty fields, 
contemporary to the needs of more of their clients. 


PEERLESS 





A Multiple Line Company Keene, New Hampshire 


Best's Fire and Casualty News 










Special 


BEN T. HANNAN 
Crum & Forster 
San Francisco, Calif. 


AVE YOU EVER 
many hundred 
of ples, pastries, 


and baked 


1¢ 


WONDERED how 


bre 


different kind 
1 


cookies, aC 


other goods 
Yet 


materials 


inakes ? only use 


Ss 


few raw 


sugar, 


eggs, butter and a few others—vou 


can count the principal ones on the 


fingers of both hands—vet by com 


bining these few basic ingredients 


different and 


nN Ways 


proportions 
d 


dozens of ditferent kinds of cookies 


the baker comes up with dozens an 


and pastries 
\ 


You the same thing 


~ 


have in 


Sp 


cial hazard risks 


ably 


vou could prob 
namie 


kinds of factories, 


a hundred or more dif 


lerent 


pre cessing 


plants and special hazard occu 


pancies ; yet the basic individual spe 


cial hazards they contain are few 


probably ten less. Heating de 


} 
Ol 


vices, for instance; such as furnaces 


drvers and ovens. Open flames 


are 


another, sparks another, lust 


another. Each special hazard risk 
has one, two or these few 


1; 


more ot 


individual hazards 
If 
paint, 
hazards, 

] 


he 


asic special 


lake tor instance a paint shop 


it uses a linseed oil based 


it has two of the basic 
hazard 


11 
mic 


vapor from the red label 
flamma liquid thinner, and 


spontaneous ignition hazard from the 


oil. 


Vapor Hazard 


1 


(On the 


| 
other 


hand, if 
uses lacquer, vou 
hazard—but 
drying oil hazard 


] 


danger oO 


V ayo iT 


f highly combusti 


residues, which are 
and 


than celluloid, 


from a steam pipe 


proach to these basi 


Spec ial 


1 
ards 1s to put then 


| he se 


1 
mto three groups 


that the igniter 


together 


oronped 
vT 1] I 


and called the fire grout 
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Hazard Risks 


mammoth gas 


Maverick Group 


third, or 
le t's 
will vou 
\gain 

thr 


mito 


m 
groups 
furnaces, 
and sparl 


weld 


in ing 
ard that 
twelve 
lrictional 
bearings 
thir 
hazard, 


the 
as in tl 
drive, still 
losses 

be 


divisions 


can 


Hlames 


h: 


izarads 


Flash Combustibles 
We can su 


into two. divisions, 


and liquid 


lhe 


ided parti 


solid 
gether 


Pases, 
finely «liv nition hazards 
make up the second group: — kettle 
+] 


, Lit 


would lazarad 


flash or division of tl 
Wood o 


lid 


these at 


Tv 7 , 
combustibles chemical 


the principal but lassify. SUC 


second 


the per hlorates 


vdrogen 





Hazard Risks—C 
cupancies—a greyiron foundry, for 
immediately comes to 


the 


instance, 


mind as an example of fire 
Here all the chief hazards 
that the 


furnaces, the core oven, the grinding 


group 
are hazards cause hire: 
of castings, the torch cutting of cast- 
ings. The actual founding operations 
little in the f 


combustibles or fuel: 


today contain way ol 


flasks are 
metal, and even the patterns are fast 


becoming mostly metal. If wood, the 


pattern warehouse and shop should 


be out of the fire zone in a separate 


building. The sheet metalworker is 


another example of the Fire Group 


you have soldet domes, welding 


and cutting wire workers, coffee 


roasters, smelters, boiler shops, and 
spot welding. The candy factory is 
but then at 


be a combination of fuel 


often a fire group risk 
times it may 


and fire, if there is starch activity 


and if nut oil roasting 1s done, vou 


] 


will have hazards of all three groups 


and therefore a full hazard risk, 


Candy factories can good, fair 


1 


or indifferent risks depending upon 


(hie izards they contain 


Fuel Risks 


Going to the fuel group risks, the 


woodworker of course stands 
It's the | 


con 
worket 


out, 
Won x1- 
fast 
underwriter 
But 
where 


yustibility of the 


that makes it such a 


burner—-and makes the 
so careful in his selection of it. 
there are other risks 
the 
The notorious celluloid worker, the 
1 


OLste 


many 
fuel hazard 1s the chief factor. 
° ] 1 
Trequently met up 
only a few 


Many 


regard un 


paper worker are 
that 
favorably fall into this 


risks underwriters 


and 


group 


ry shop, the 


do so because of their inherent com- 
bustibility mills, 
cor yperage works, broom corn shops, 
alfalta mattress factories. 
Combustibility can be a rather in- 
nocent looking hazard at times. A 
peat warehouse that 
steel burned totally 


batting wood 


storage, 


was all 


moss 
four or five 
years ago in Los Angeles. The moss 
damp—and 
but the dust on the 
all metal rafters and trusses and on 


was supposed to be 


maybe it was 


the wall ledges was not damp. When 
flashed 
warehouse 


a small blaze broke out, it 
that all-metal 
like lightning, and 
the building 
ground. The hazard here was dust 


through 
within twenty 
minutes was on the 
or finely divided particles, one of 
extreme combustibility. 


Combinations 


In practice, as you know, it is the 
combination of combustibles and a 
spark, flame or some igniter haz- 
ard that and that 
give us the bad That is 
why the direct fire heating of oils 
and fats is such a severe hazard: it 
has the 


starts the fire 


losses. 


fuel and the fire beside each 
other. Whenever you have a highly 
combustible occupancy and in it an 
activity that produces sparks, flames 
or other fire-group hazards, you 


have the potential of a severe loss. 


for instance, with 
The 


plywood mill, a highly combustible 


sawmill 


Fake a 
open burning of its refuse. 
risk, has one outstanding hazard 

and that drver 
must be properly protected 


the veneer dryer 
They 
use deluge sprinklers, or as the 
safety man says, it ends up as a 
statistic. 


Keep igniter hazards of the fire 


group out of combustible occu 





if these symptoms recur, 





@ Persistent pain and stiffness on arising 
@ Pain or tenderness in at least one joint 
@ Swelling in at least one joint 


@ Recurrence of these symptoms 


It may be 


see your physician at once! 


THE ARTHRITIS AND RHEUMATISM FOUNDATION 


RTHRITS 








pancies. Don’t mix fire group spe- 
cial hazards with fuel group occu- 
pancies. That’s why the picker does 
not belong inside the main values 
of an upholstery shop; it should be 
cut off or outside. The painting 
activity in an auto body shop should 
be well away from the welding. A 
cotton ginning machine is essentially 
hazardous; it has combustible cotton 
with the frictional haz- 
ard of the ginning operation, not to 


in contact 


mention the ready-strike matches of 
the cotton pickers that get into the 
feed. 

Mixing of the two types of haz- 
ards that are such deadly enemies 
the fire group hazards and the fuel 
group hazards—only asks for trou 
ble unless the safeguards are strong. 

Dividing hazards in this simple 
way into three groups—essentially 
those that cause fires and those feed 
fires—is in no sense an underwriting 
guide. But often it can be a simple 
approach that will help you in sizing 
up the risk and giving you more 
than a hint of what may happen 
There are only two steps to take. 
1. Decide what type 
whether the risk is a combustible 
that readily, or 
whether it is one in which friendly 
fires prevail and which are part and 
parcel of the occupancy. 


2. Make sure that so-called frien 


risk it is 


one, one burns 


ly 
fires are kept away from combusti 
bles, that igniter and fuel are not 
beside each other, or if they are that 
it is where little harm will happen 

Risks in which the friendly fires 
or fire group hazards are the chiet 
characteristic of the occupancy are 
like a dog whose bark is far worse 
than his bite. But put one or more 
serious igniter hazards into a com 
bustible occupancy and then the bite 
is apt to run into six figures 





DIRECT BILLING 


Put 
of Insurance Agents is continuing 
its fight against direct billing by the 
companies. Directors of the associa 
attacked 
solution to agents’ problems and an 


MASSACHUSETTS ASSOCIATION 


tion have the idea as no 
injury to the agency system. They 
that such an 

would be more economical. 


question operation 
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FAVORABLE KEY 


Be the authority on fire 
Increase your sales by k 
panies and your competi 
companies—plus Best's in 
and responsibility! Princi 
COMMISSION-BUILDING 


With this tool in your sales kit, 
unbeatable information on you 
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an 1200 fire and casualty 
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DOUBLE 
SESuRiIT 


HAWKEYE - SECURITY 
UNITED SECURITY ~ 


For complete protection of your business in 
these competitive times, you need the 
DOUBLE SECURITY afforded 
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. . . Providing all multiple line facilities 
through local agents Siam she Heskies 
the Atlantic. 


.. . Experienced in low-cost auto through 
independent local agents since 1952. 
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Assigned Risk Company- 


same proportion of assigned risk 
premiums that its respective net 
direct automobile bodily injury pre 

miums bear to the total of such 
premiums of all insurers in the 
state... 2” (Sec. 6, Uniform Auto 

mobile Assigned Risk Plan And 
further that “Upon receipt of the 
application for insurance properly 
completed and the deposit gerne 
in Sec. 11, the manager - shall 
desis gnate a carrier to which the risk 
shall be assigned and shall so advise 
the applicant and the producer of 
record. . . .”’ (Sec. 12, Uniform As- 
signed Risk Plan.) An insurer de 

siring to have its share of assigned 
risks handled entirely by the as- 
signed risk company would simply 
direct the manager of the plan to 
designate the assigned risk company 
as the carrier to which all its risks 
shall be assigned. There is no re 
quirement in any plan that the dis- 
tributee-insurer and the assignee- 
insurer be one and the same. A 
strictly legal interpretation of the 
plan can even find support for the 
modus operandi suggested being 
within the plans’ contemplation in 
that one section relates only to dis- 
tribution for purposes of appropriate 
pro-rata sharing (Sec. 6, Uniform 
\ssigned Risk Plan), while an en 
tirely separate and distinct section 
directs the Manager of the Plan to 
designate the insurer to which a risk 
is to be assigned (Sec. 12, Uniform 
Assigned Risk Plan). The rates 
ch arg red the assigned risk would, of 
course, be those of the designated 
insurer (Sec. 16, Uniform Assigned 
Risk Plan), 


Cross Exchange Agreements 


Phere has been quite widespread 
recognition that an insurer to which 
a risk is to be distributed for pur- 
poses of appropriate pro-rata shar 
ing can designate another carrier as 
the insurer to which the risk 1s 
actually to be assigned. A number of 
insurers have had long aaais ar 


rangements with each other whereby 








a certain tvpe assigned to 





risks of 
one imsurer in_ the distribution 
process are actually written bv an 
her insurer. Under these arrange 
oUmmet surer, Under these arrange 


ments the distributee-insurer has 


simplh directed or requested the 
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manager of the plan to assign all its | 


risks of a certain type to a certain 
other insurer. These arrangements 
generally involve cross-exchanges 
such as those between insurers writ 
ing private passenger automobiles 
and those writing long-haul trucks 
whereby each will only take, under 
the assigned risk plans, assignments 
of risks of the sort usually written 
In addition, there have been a num 
ber of instances in which a group of 
insurers would designate one of the 
group as the carrier to write all risks 
assigned to members of the group 


Within Purpose 


The operation of an assigned risk 
company is clearly within the over-all 
purpose of assigned risk plans—to 
provide a source of auto BI/PD 
liability insurance for risks who are 
unable to secure it for themselves 
and in positive furtherance of the 
public purpose involved. Such a 
company would, without compulsion 
of any kind, quite probably satisty 
the yearnings of one insurance com 
missioner for an assigned risk pool 
which would afford protection to 
assigned risks against the insolvency 
of their carriers. The operation of 
an assigned risk company wouid pro 
vide all the advantages of a pool to 
its insurer-participants without sub 
jecting the participants’ combined 
loss eX] rience to the possible 
vagaries of irresponsible claims han 
dling by the participants. This 1s 
probably the most frequently ex 
pressed objection to pool arrange 
ments; namely, that the incentive to 
keep claims costs down tends to be 
come vitiated where the insurer 
which a claim is assigned is 
liable for but a mere portion of 
whole. Since the management. of 
the assigned risk company would be 
fully responsible to the participating 
Wistrer, every mcentive towards et 
ficient operation would he 

One aspect regarding 
tion of an assigned risk « 
which probably has occurred to vou 
is the possibility that the company 
would itself he subject to recep 


; — 
assigned TIsksS 


ns are genet 


ail 
msurers authorized 


mobile hability pol 
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FOR IMMEDIATE ANSWERS . . 
Backed by Ample CAPACITY 
An underwriting organization with reinsurance binding 
authority for a group of American Companies of proven 


stability and highest character, whose capital and sur- 
plus exceeds a quarter of a billion dollars 
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Executive Vice President 
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Assigned Risk Co. 


state It could be that this 


would result in imposing a slightly 


ticular 


heavier assigned risk burden on in 
surers participating in the assigned 
risk company than imposed on non 
participants 
1 doubt that 


want to complain mucl 


Howevet this may be. 


any participant would 


ened risks are ade 


rates ¢ harged assl 
quate 


be- 


the major pre 


Having touched on what I 
lieve to be 


most ot 


liminary matters to be considered in 


connection with the formation of an 


assigned risk company, let us 


now 


consider organizing the company. 


where the 


Our choice of types of organiza- 
tions seems to me to be quite broad. 
Conceivably the company could be 
set up as a stock, mutual, reciprocal, 
or even Lloyd's type insurer. 

In organizing a stock company the 
sale of stock might be limited to in 
surers for which the assigned risk 
take 
Such participating insurers could be 


company is to assignments. 
required to purchase so many dol 
lars’ worth of stock per a given per- 
the direct 
premiums for auto BI/PD hability 
the 
which the assigned risk company is 
\ sufficient 
quantity of treasury stock might be 


centage ot surers net 


insurance written in states in 


to take its assignments 





Abert Witcox & CO. inc. 


ESTABLISHED 1916 


Reinsurance Planned and 
Negotiated - Admitted and 
Foreign Market Facilities 


Facultative - Treaty - Excess of Loss 


Fire - Marine - Inland - Casualty 


99 JOHN STREET, 
1 PRYOR STREET, 


NEW YORK 38, 
ATLANTA 3, 


Jom £ 
GA. 


BE 3-4191 
MU 8-4270 





SERVING THE INDEPENDENT STOCK COMPANY AGENT 


315 PINE STREET « ST. LOUIS 2, MISSOURI 
AUTOMOBILE « WORKMEN'S COMPENSATION « LIABILITY 


maintained to accommodate subse- 
quent applicants for participation. 
Consideration will have to be given 
to state investment laws to be sure 
that the method of organizing and 
financing a corporation would not 
limit participation. Provi 
sions could be made for retirement 


bar or 


of a participating insurer’s stock 
should it 
pany. 


withdraw from the com 
In considering the feasibility 
of a stock company operation the 
exposure to federal corporate income 
taxes on underwriting profit should 
not be overlooked. 


Operation for Profit 


his raises an interesting ques 
tion which IT shall not presume to 
Should the assigned risk 
be operated to make a 
“normal” underwriting profit? 


ANSWeT : 


company 


\ mutual company or a reciprocal 
insurer financed by the 


certificates of in 


sale of 
debentures or 
debtedness to participating insurers 
could be organized. The appropriate 
rate of interest would have to be 
worked out and some provision made 
for retirement of the interest of par- 
upon their 
from the arrangement. 

\s toa 
each participating insurer would act 


ticipants withdrawal 


Llc V ds type operati mn, 


as an underwriter: each would as 
sume a specified portion of the lia 


The 


assumed 


Inlitv under each policy issued. 
portion of the liability 
would be determined by the par 
ticipating insurer's appropriate pre 
mium writings in the states where 
services under assigned risk 
are to he 


plans 
aflorded, Underwriters 
would make deposits and provisions 
would be made for withdrawal of an 
underwriter from the operation. \ 
Llovds-type operation may not be 
able to obtain admission 1n all states 

\nother 


consid red Is 


matter which might be 


the handling of the 
assigned risk company’s reinsurance, 
It could be with a regular reinsurer, 
ol each 


could be 


of the participating insurers 
required to provide rein 
surance by reimsuring a propor- 
tionate amount of the company’s 
portfolio in excess of seme hase 
amount 

There 
operational questions which 
have 


are a other 


would 


number of 


to be grone into, but, as wit! 


the matters of types of organizations 


Best's Fire and Casualty News 





and reinsurance, their resolution is 
dependent on agreement that an as 
signed risk company is to be formed 

It has been my purpose through 
out this paper to suggest primarily 
the feasibility of an assigned risk 
company. Such a company would re 
quire relatively little in the way of 
staffing. Certainly it would not need 
sales or advertising departments ; it 
would probably require few under 
writers. Its primary need would be 
for a top notch experienced execu 
tive and a well-organized claims de 
partment. Its basic operating ex 
pense could be expected to be quite 
modest. The pecuniary benefits to 
be derived from it by its participants 
are two fold: 
l. It would establish a 
which denial of adequate rates for 
assigned risks would obviously be 
most difficult to sustain in the 
courts; the likelihood of litigation 
over filings for needed rate increases 
would thus be reduced. 
2. It would result in an over-all ef 
ficiency in the handling of assigna 
ble risks. 

From the standpoint of the 
and the industry as a whole it would 
make possible or facilitate a con 
centrated frontal attack on the as 
signed risk problem itself by pro 
viding an assembly point for factual 
data from case histories ; factual data 
which can serve as a basis for un 
derstanding the problem and_ for 
dealing with it appropriately and ef 
fectively. In the interim before the 
millenium we will have eliminated or 
at least have minimized the subsidy 
presently borne at the expense of 
vood risks for the benefit of unde 
sirable risks, Additionally, the pub 
lic as a whole will be directly bene 
fited by the positive and continuime, 
assurance of the assigned risk com 
panv’s financial solvency as a con 
sequence of the voluntary pooling 


ws operation 


Deserves Study 


Formation of an assigned 

} dd | ; ' win 
company would be an entirely: Tew 
| 


approach. Although it 1s not, d 


spite my evident optimism, entirely 


without hazard, it is, in my opinion, 


verv much worthy of our serious 
consideration and deserves furthet 


LLUIdl\ 
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SUPPORT: 


With Ohio Farmers, you enjoy the 
sales support today’s modern 
agent needs for successful selling. 
You get modern, up-to-date serv- 
ice for your policyholders ... plus, 
the latest in sales aids and ad- 
vertising programs and materials. 
Learn more about Ohio Farmer's 
plan to a successful future. 
Write us today! 





Ohio Farmers Companies__| 


Ohio Farmers Insurance Company « Chartered 1848 
Superior Risk Insurance Company « LeRoy, Ohio 
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MAPI Memorandum IN-! 


This memorandum outlines a tort 


mal approach to risk analysis and 
evaluation and discusses 


further its 
Insurance 


iterial is a study 


place and mportance mM 
management. The n 
prepared by Ry hard Prouty, secre 
tary of the 
Norton Company, Worcester, Mass. 


listinet contribu 


and insurance managet 


It is considered a 


industrial and 


tion to the work ot 


buvers primarily because 


Insurance 

of its comprehenst verage of 

industrial haz concise 
and work 

tour parts 

| then chap 

for recogni 

of signifi 

cant ¢ uation of 

conclu 


exposures 1m | hl il lt ( 


S1On 


\ new edit 
contan | 
lating te 
bility 
Ot most interest 
claims) work 


surance poli 


enacted 


table o 


which acti 


within 


reach 


State tor roperty 


damage 


Dality 


Ings: lia 
to motor vehicles and 


ice Of process on 


both motor vehicl 
vicarious liability 
ments and imsure 


agallst WISUrer > 


treatment: survival 


tions tor wrongtul 


100 


publications 


of tort claims and actions: venue of 
tort 


joint tortfeasors : contributory and 


actions, contribution among 
comparative negligence ; liability for 


operation or aircraft. 


145 pps: $1.50 per copy—avail- 
able from the Editor, Law Publica- 
tions, Association of Casualty and 
Surety Companies, 00 John Street, 


New York 38, N.Y. 


Chart Analyses of Automobile Finan- 
cial Responsibility and Related Laws 
of the United States and Canada— 


1959 edition 


The following charts are included 
in this new edition: 
1. General Analysis (U S.) 
Shows. liability 


(summarized ) ; 


limits; compulsory 


laws requirements 
of security, proof and satisfaction in 
case of accident, conviction or judg 
ment; minimum property damage ; 
reciprocity provisions ; requirements 


as to evidence of insurance after 


accidents ; exceptions, unusual pro 
visions, and supplementary laws, in 
cluding unsatisfied judgment and 
impoundment 

2 Analvsis (U.S.) 


Shows minimum property damage 


Supplementary 


judgment; application to judgments 
of other states; provisions for notice 
of cancellation or expiration, ac 
ceptability of policv of unadmitted 
insurer; absolute liability provisions, 
and laws requiring participation in 
assigned 
3. Unsatished Judgment Fund Laws 
(U. S. & 
, 


istration: source of funds; 


risk plans. 


Canada )—Shows admin 


WAN 


mum payments and deductible 


availability to non-residents, and 
settlement 


She Ws 


provisions Tor 


$. Canadian laws hability 


linits; application of laws to ac 
cidents, convictions and judgments ; 
requirements for relief from suspen 
na 
and 


SION, Mp muundment Provisions, 


other features 
Regula 


my / prey 
MW Ni s¢ 


nancial Responsibility and Related 
Laws” receive the chart as part of 
this Others may 
copies at 50¢ per copy, from the 
Editor, Law Publications, 
tion of Casualty and Surety Com- 
panies, OU John Street, New York 
38, N. Y 


service. obtain 


Assocta- 


Year Book of Labor Statistics—1959 


This compilation of statistics 


based on. official information sup- 
plied from each country deals with 
total and economically active popu 
lation, employment, unemployment, 
hours. of 


price indices, family living studies, 


work, wages, consumer 


social security, industrial injuries 
and industrial disputes. On the most 
the 


statistics are provided up to as late 


important of these subjects 
as June, 1959. 
The 


indices of 


Rook 


industrial 


Year also” presents 
production, 
wholesale prices and exchange rates. 
These details are designed to help 
the reader in making allowances for 
differences in exchange rates when 
considering data on wages, prices, 
etc., given in the }’ear Book in terms 
Among the 
the 


volume are the world-wide series on 


of national currencies. 


most important data in new 


employment and unemployment 


S38 pps: $6.00 in the cloth edition 
and $5 in the paper edition. Avail- 
able from the Washington branch of 
the International Labor Organtza- 


tion, 917 Fifteenth St., N.W., Wash- 


ington 35, 1). ¢ 


The 100 Greatest Advertisements— 


Second Revised Edition 


In large format and soft bound, 
this book contains thirteen new chap- 
ters and spans more than seventy 
vears of development in advertising. 
It is a valuable reference book for 
anvone who has anything to say or 
sell to the public 


Insurance company — advertise 
ments listed among the 100 greatest, 
include those of the Travelers In 
surance Company, Hartford Fire In 
surance Company, Institute of Life 


Insurance and American Mutual. 


Publications 
Street, N Cw 


y 
Hover 


Vor} 
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STATEMENT OF ASSETS AND LIABILITIES 
December 31, 1959 and 1958 





ASSETS 
1959 1958 


CASH IN BANKS AND ON HAND $ 5§.207.982.97 § 4.599.189.8? 
BONDs: 
UNITED STATES GOVERNMENT 21,344,643.12 .244,595.25 
CANADIAN GOVERNMENT . .249,712.19 126,480.80 
STATE, COUNTY AND MUNICIPAI 41,459,899,22 35,712,324.20 


TotaL BONDS a 64.054.254.53 59,08 3,400.25 
STOCKS tA Np te & 14,988 ,985.94 3,193,238.50 
PREMIUMS IN COURSE OF COLLECTION (NOT OVER 

OP DAVES) «co ncaa .025,023.67 .776,592.59 
SECURITIES DEPOSITED UNDER’  REINSURANCI 

LS 551,304.52 551.962 
INTEREST ACCRUED AND OTHER ADMITTED ASSETS 730,261.36 759,341 
7,812.99 963.7 


TOTAL ADMITTED ASSETS $87.55 








LIABILITIES, CAPITAL AND SURPLUS 


RESERVE FOR CLAIMS AND CLAIM EXPENSI $34,343,900.01 211,052 
RESERVE FOR UNEARNED PREMIUMS 22,475,513.38 490,33: 


35 
276,48 


FUNDS HELD UNDER REINSURANCE TREATIES 4,288 ,666.30 
RESERVE FOR COMMISSIONS, TAXES AND OTHER 


LIABILITIES ; .744,314.72 2. 586.946.2 


ToTaL LIABILITIES 63.852.394.4]1 §9.564.818.92 
VOLUNTARY SPECIAL RESERVES 577.468.66 
Capital 3,000,000.00 3,000,000.00 
SURPLUS 20,041,863.51 821,438.22 


SURPLUS TO POLICYHOLDERS 23.705.418.58 398 906.88 


Toral $87,557.812.99  $80,963,725.80 








Securities deposited as re quired hy law are included ahove as follows: December 31, 1959, $4,155 
769.65; December 31, 1958, $4,161,935.98. Bonds are valued on an amortized basis and stocks at 
prices prescribed by the National Association of Insurance Commissioners. On the basis of actual 
market quotations for all bonds and stocks, surplus to policyholders would be: December 31. 1959 
$20,242,084.86; December 31, 1958, $19.748.928.72 
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KANSAS CITY, MO. 


Insurance Exchange Bldg. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William Street 175 West Jackson 100 Bush Street 
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FIRE ——_ AUTO —__ INDUSTRIAL 


suffering that the automobile exacts 
of us. 

We in the insurance business are 
in a distinctive position to know the 
economic cost. While estimates of 
the total annual economic loss vary 
from $5 to $7.5 billion dollars, no 
dependable gene ral figure s are avail 
able because of the inadequacy of 
automobile accident reporting sys 
tems. But the insurance industry 
knows that the total paid losses by 
insurance companies—stock, mutual 
and reciprocal—for automobile bod 
ily injury, property damage, and 
physical damage claims were just 
short of $3 billion in 1957, the latest 
vear that figures are available 

The year before that, in 1956, the 
total paid claims were $2,500,000, 
000. This increase was to be ex 
pected, for the annual increase in 
total paid claim costs for automo- 
bile accidents has been running con- 
sistently over 10% in recent vears 

From an underwriting results 
standpoint, our industry had an ag 
gregate underwriting loss of $297 
million in 1957 from automobile in 
surance. We, therefore, have a large 
stake in the attack on highway acci- 

dur interest, too, goes be- 
vond the economic and the humani 


1 


tarian to the politi 


Cost Within Means 


dur insureds want low automo 
insurance rates, 


} 


this can be accomplished 
. 


we can bring about an absolute 


duction in accident frequency. 
industry, we frankly have a sel 
concern with the effect of acct 


If we are 
to see the ; nobile insurance seg 
ment of industry grow and 


prosper, we must keep the cost of 


automobile imsurance within the 


means of the average wage-earner. 


knemy in the Streets 


\We must reverse the rate up trend 
of recent years to avoid increasing 
political interference with rate-mak- 
ing. If the current trends continue, 
we must weigh the possiblity of po- 
litical efforts to replace our negli- 
gence system, on a private enter- 
prise basis, with a compensation 
system, possibly on a_ state fund 
basis 

The problems that confront us, 
then, as citizens and as businessmen, 
are rather obvious, and fortunately 
we need not despair. It is not as 
though we did not know what steps 
need be taken to control highway 


accidents, 


President's Conference 


\s far back as 1924, the first 
National Conference on Street and 
Highway Safety met and commit- 
tees then began to develop traffic 
safety methods which became tested 
techniques — through subsequent 
ry 


vears hen in 1946 a national con- 


ference was held, known as the 
President’s Highway Safety Confer 
nee, attended by 2,000 leading ex 
perts from 48 states. The committees 
ned at that conference stipulated 
msiderable detail the steps nec 


essary to come to grips with the 

problem. These essentials were re 

affirmed with slight modification in 

1949 session of the President's 

Safety Conference 

review some of the salient 

These are a synopsis of the 

recommendations by the committees 

on laws and ordinances, accident re 

cords, education, enforcement, engi 

neering, motor vehicle admunistra- 

tion, public information, and organ 

ic Support 

» laws and ordinances, it was 

] 


ecommended that the states recog 


nize the need for uniformity in text 


for the rules applicable to traffic 
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He certainly does need AID—from his Autoglass Installation Dealer. 





Let's hope that you, as his insurance adjustor, send him to the nearest shop display- 


—ad 


= 


z replacement service. 


= » ing the green and white AID sign. There he'll get speedy, courteous, top-notch 
Ss: 


Autoglas : : 

Eoneiation s There’s no long wait for estimates or repairs at AID shops. They employ expert 
Dealer ‘ , aan ; 

installers who do nothing else but replace auto glass. These men work according to 


WE INSTALL strict, established standards, and have a sincere appreciation for your business. 
r\ibge) GLASS Your Autoglass Installation Dealer is listed in the Yellow Pages of the phone book, 


or identified by the big green and white AID sign he displays at his shop. Send your 
policyholders to him for installation of PPG Safety Glass in any American-made 
car and thirty-six foreign ones. 


Satisfaction Quaranteed 





G Pittsburgh Plate Glass Company 


Paints e Glass ¢ Chemicals « Fiber Glass In Canada: Canadian Pittshurgh Industries Limited 
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Enemy in Streets 


laws of 
Uniform Vehi- 
arrangement and se- 
that municipal ordinances 
administrative re 


and that the 
follow the 
cle Code in 


movements, 


each state 


quence ; 
egulations re- 
and their 
mity with 


and 


specting motor vehicles 


use be brought into confor 
and with 
essential provisions of the Uniform 
Vehicle Code It was stated that 


uniformity in the admunistration, 


ordin nce 


the model traffic 


LOSSES 
PREVENTED 


from 
SMOKE ODOR 
damage 


with safe, 
thorough 
AIREACTOR XX 


Hundreds of thousands of dol- 
lars have been saved by having 
Aireactor experts remove smoke 
odors re handise and 


Aireactor XX 
Non-toxic, safe to use 


Aireactor XX _ is scientifically 
formulated to do a quick, thor- 
ough job that removes all trace 
of smoke odor from the air and 
from merchandise. It prevents 
oOsses reduces claims 

enables 
without 
damage 


from me 


property with 


business to 
interruption 
even the most delicate 
fabrics, and will not sting the 
or throat 

Aireactor is an organization with 
experts trained to remove smoke 
odors after a fire. Be prepared 
in case you need the 
sending for details nou 


AIREACTOR CORPORATION 
271 Madison Ave., New York 16, N. Y 


continue 


Will not 


nose 


by 


Listed with Underwriters 


Up Laboratories, Inc 








ar 
SpaceX, 


interpretation, and enforcement of 
uniform traffic laws and ordinances 
is of the utmost importance; and 
that uniformity in traffic signals, 
signs, and markings in accord with 
the manual on uniform traffic con- 
trol devices be attained by co-opera- 
tive action of local, State, and Fed- 
eral street and highway authorities, 
As to accident records, it was rec- 
ommended that every municipality 
and state should have an actively 
functioning accident-records bureau, 
with adequate funds, equipment, and 
trained personnel. It was stated that 
accident-record should be 
guided in the definitions of motor 
vehicle accidents, and in_ the 
preparation of report 
recommendations of the 
Conference on Uniform Ac- 
cident Statistics. It strongly 
recommended that methods of pro- 
should be 


agencies 


forms, by 

National 
Traffic 
was 


accident records 
standardized. 

\s to education, the 
recommended that American schools 
at all levels conduct traffic-safety 
programs designed to give adequate 
guidance in accident prevention to 
more than thirty million young peo- 
ple, and which would prepare them 
to shoulder their future responsibil- 
ities in a age. It 
gested that school administrators of 
secondary should provide 
driver education and training as an 
integral part of the curriculum when 
students are 


cessing 


conference 


motor Was sug- 


schools 


nearing driving 
and at the college 
mended that each teacher-preparing 
institution should develop 
education program, 


age, 


>» level it was recom 


safetv- 


Enforcement Programs 


Concerning enforcement, the con- 
ference recommended that states and 
traffic-law 
programs of the type 
that will induce maximum voluntary 


cities conduct continuing 
enforcement 


observance of driver and 
regulations, by 
deterrence to 

end, it 


courts, 


pedestrian 
adequate 
violations. To 


creating 
this 
that 
and police de- 
partments should be given adequate 
personnel, properly 


was recommended 


prosecutors, 
selected and 
modern facilities necessary 
for efficient operation; and 


administrative organization 


trained: 

sound 
and di 
said 
that all corruption, special privilege, 


rection The conference also 


and political interference must be 
eliminated from enforcement proc- 
esses, 

As to police, the conference said 
sound departmental organization re- 
quires the establishment of a special 
traffic unit, with special training, for 
the personnel traffic 
duties. The said that 
specially trained and equipped units 
should investigate 
resulting 


assigned to 
conference 


with 
law 


accidents, 
prosecution of traffic 
where the ‘nce war- 
rants. In order that such prosecution 
be effective it 


violators evic 
recommended 
that especially qualified prosecutors 
should be provided in all courts 
handling traffic and that the 
courts themselves should be 
of record, 


was 


cases, 
courts 
with qualified judges on 
Significantly, it was 
stated that a high degree of cooper- 
ation should be developed and main- 
tained traffic courts 
authorities 


the bench. 


too, 


between and 


driver-licensing 


At the Design Stage 


\s to engineering, the conference 
thought that there should be greater 
attention to safety and operating 
factors at the design stage of both 
vehicles and roadways, and_ that 
there should be established in all 
states and cities a properly staffed 
department having the authority and 
the facilities needed to perform the 
engineering function concerning the 
building and maintenance of 
oadwavs, both urban and rural. 


safe 


he conference also recommended 
the adoption by the states of sound 
policies and procedures in the field 
of motor vehicle administration, 
special attention to driver li- 
censing. It thought that there should 


be provision for the 


with 


vehicle 
budget 
selected 
with tech- 
individuals for key 
positions and with a competent de- 
partmental executive having a fixed 
term of office. 
Sound — driver 


strongly 


motor 
department of an adequate 


and qualified personnel 


through a merit 


system, 


nically trained 


licensing 
recommended, as 
phasis on 


was 
was em- 
reexamination of drivers 
involved accidents and 
lv violate traffic 
ave physical or mental disa- 
bilities, of any reason are 
n normally likely 
volved in accidents, 


who are 
who repeated 
1 


laws, 
qT 
who for 


more that to be in- 
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It was recognized also that the | 


maintenance and use of central file s| > ny S = — 

providing complete records of motor | THE -~ : +f 

vehicl e registration and a ; ; 

were essential, as were facilities and Cash in Banks and Office $ 5,222,568 


personnel for the analysis of these | OHIO 


records and resultant driver contro 


It was recognized, too, that | oe CASUALTY 
such records would he an indispens- | 


*U. S. Government Bonds 15,574,859 
*Municipal and Listed Bonds 42,687,639 


| *Common and Preferred Stocks 12,270,521 


peter to = se 4 h in a high psd GROUP Real Estate—Book Value. 1.213.267 
accident fie e conference also} 

recommended the passage ot ~— Premiums in Course of Collection 
financial-responsibility laws and Under 90 Days) _. 1,791,610 


their integration into the Pee 
program | 
| 
| 


Interest Accrued... oe 493,985 
Reinsurance Recoverable 462,907 


A NN lj AL Other Ledger Assets 478,065 


*Valuations on basis approved by 
means must be found to inform the | | National Association of Insurance $ 90,195,422 


FINANCIAL 
| 
sige , 
nomic effects of highway accidents ;} . 
and that such public information ac LIABI L 54 TIES 
tivities should be designed n-| 
courage each indi " 
| 


Public Information 


The conference also felt tl at} 
, Commissioners 
public fully on where, how, why, an 
when traffic accidents occur 
information should be disseminate ed 
which would lead to a greater public 
understanding of the social “a eco- | 


each individual to accept Reserve for Outstanding Losses $ 19,985,884 


ersonal responsibility for solution ; 
re bialiees iis ie, Reserve for Unearned Premiums 38,221,181 
a wider understanding of and sup-| Reserve for Taxes and Current Expenses 2,868,143 
ort for the necessary engineering, | ; 
a rcement, and educational meas For the aides om 
ures recommended to deal with it. Other Liabilities... 845,460 
Here, then, is a plan of action| Y@@Fr ended ee 
employing accepted techniques in $62,017,743 


seven areas of activity. | December 31, Capital Stock $ 2,500,000 
Technical Know-how 1959 Net Surplus 10,000,000 
= Voluntary Reserve... 15,677,677 
Chere are presently many traffic 
safety organizations, both public and Policyholders Surplus... . 26,177,677 
private, which are effectively treat-| 
ing with each of the segments of the | 
solution. Without the splendid work 
that they have been doing through- 
out many vears, there can be no] To all our agents, thanks and appreciation for the important 


doubt that the problem would be far 


more serious today. For many years 


§ 90,195,422 


part they have played in our continued progress. 


‘ ah 
insurance companies, along with 


members of other industries, have 


been financially and in other ways] THE OHIO CASUALTY INSURANCE CO., Hamilton, Ohio 
supporting these organizations in r ’ 
their efforts. In their highway safety THE OHIO INSURANCE CO., Hamilton, Ohio 
“know-how” and competence that | WEST AMERICAN INSURANCE CO., Los Angeles, Calif. 


work, they have developed technical | 
cannot be replaced 





But in all the vears of struggling 
with this problem, in no place have 


ble 


44 BRANCH OFFICES FOR FAST, EFFICIENT SERVICE 
Home Office oe Aurora, Ill., Chicago, Cincinnati, Cleveland, Columbus, Dallas, Dayton, 
ver, Des fh ines , Det atroit Gr and Rag 1S Greensboro, N. S. Ir anapous ansas C y, Lar sing, 
Louisville, Milwaukee Minneapolis, Oklahoma City, Orlando, Fla., Toledo, South Bend, Ind 


Eastern Deparment, 17th Floor, Broad-Locust Bidg., Philadelphia 2: Baltimore, Haddon 


Harrisburg, Newark, Philadelphia, Pittsburgh, Scranton, Washington. Pacific Department, 
through the Insurance Institute for| 208 W. 8th St., Los Angeles 14: Compton, Fresno, Inglewood each, Los Angeles, No. Holly- 


Seattle. 


all the factors conceived to be found | 
in its solution been brought together | 
at a focal point This the insurance 
industry hopes to bring about 


wood, Oakland, Pasadena, Portland, Riverside, San Diego, San f 





Enemy in Streets 

Highway Safety. As a result of our 
desire more effectively to help what 
may be called the professional high- 
way safety people and organizations 
in their work, the Association of 
Casualty and Surety Companies, the 
National 
Mutual Companies, the 
National Association of Independent 
Insurers, 
hundred 


\ssociation of Automotive 


Insurance 
five 


representing over 


insurance companies, in 
January of 1959 formed a voluntary 
irance In 


dedi- 


objective 


association called the Inst 
Highway Satety, 


cated to one, and only one 


stitute lor 
the reduction of highway accidents. 
It will 

praise ; it 


seek neither publicity nor 


will seek results 


In view of the intensely competi 


tive aspects ol business, it 1s 


ou; 
significant of the seriousness of our 


purpose that we have gotten to 


gether in this common effort. Or 





K. L. PEARCE COMPANY 


PAVROLL AUDIT SERVICE 


PAYROLL AUDIT SERVICE—has the ability and 
getup to get the job done odequotely 
PROMPT SERVICE—Poyrol! ond other casualty 
oudits by representative field auditors 


AGENCY CONTACT ALWAYS 


HOME OFFICE: INSURANCE EXCHANGE Bidg 
OES MOINES, IOWA * Phones CH 3.8649. CH 3.6640 
1OWA © MINNESOTA © DAKOTAS «© NEBRASKA 
MISSOURI © HLLINOIS © WISCONSIN © INDIANA 
MICHIGAN * KANSAS + OKLAHOMA © COLORADO 
NEW MEXICO 
Associates in Other States 





TOP INSURANCE EXECUTIVE 
AVAILABLE SOON 


Heavy experience in personne! and man- 
agement. Prime Loss Dept 
Resumé upon request. W 
Salary requirement 


Manager. 
relocate. 
low 5 figures 


Box 174C 


BEST'S INSURANCE NEWS 
75 FULTON ST 
NEW YORK 38, N. Y 











ganizationally, the institute has as 
members only the three trade asso- 
ciations, each represented on its 
board of governors by three com- 
pany men as association representa- 
tives. The chairmanship of the board 
of governors will be rotated annu- 
ally among the three associations. 
Decision for action by the institute 
must be unanimous, and it is grati 
fying to observe that in spite of 
divergent collateral interests there 
has been complete agreement within 
the institute in dealing with the sub 
ject of highway safety. 

The staff is 
President, 
resigned as Commissioner of Public 


the 
who 


composed of 
Russell I. Brown, 
Safety of Iowa to take the position, 
and eight or ten specialists informed 
in the various phases of highway 
safety work. 

The institute does not look upon 
itself as an operating safety organi- 
zation. Rather, it hopes to serve as 
a stimulating, planning, fact-finding, 
energizing and co-ordinating agency 
of the work of others. 

In the accomplishment of its ob- 
jective the institute will work simul 
taneously in two main areas. It will 
provide financial assistance to exist- 
ing agencies or organizations doing 
effective work toward the goal of 
highway safety. So that the financial 
assistance given by the institute will 
be effectively used, requests for aid 
will be the 
standards which will be thoughtfully 
established. To qualify for consider- 
ation, the purpose of the grant must 


evaluated on basis of 


be the prevention of highway acci- 
dents, and the applicant for the 
grant must establish ability to pur- 
sue effectively the function it under 
takes, 


Project Grants 


It is the general policy of the in 
stitute to make grants for programs 
and projects at national, state and 
regional levels, but having 
for its and 
that local safety programs should be 
supported at the local level. It is 
the policy of the-institute to support 
financially 


regard 


means resources feels 


local safety programs 
only when such activity is part of a 
broader safety program in which the 
institute is engaged. It is the 


policy of the institute to support fi 


not 


nancially a project having to do with 


any device which is undertaken as a 
commercial enterprise, even though 
such device may have value in the 
prevention of highway traffic acci- 
dents 

Under this phase of our program 
we have so far this made 
grants-in-aid of approximately a 
half million dollars, 


year 


The second phase of the institute’s 
program—the direct assistance pro- 
gram—involves the initiation, stim- 
conduct of assistance 
programs in selected states. This is 
postulated on the dual premise that 
only those public officials charged 
by law with specific responsibilities 


ulation 


and 
ana 


can actually do those things which 
will prevent accidents, and that to 
accomplish this they must have the 
support of the public and access to 
competent technical assistance in 
each area of traffic safety. 


At the State Level 


Since the controls which influence 
highway safety are in the hands of 
state and officials, the 
institute believes that its efforts must 
be concentrated at the state, rather 
than the national, level. It plans to 
apply itself state by state, hoping to 
demonstrate that the adoption, 
within a state, of the right tech- 
niques of a balanced program will 
reduce accidents. 


community 


In determining whether or not it 
will undertake the work in a partic- 
ular state, it will have to explore the 
viewpoints of its public officials, 
from the governor on down. 

These questions are fundamental : 
Do they recognize that a highway 
accident problem exists in the State: 
\re they willing to come to grips 
with it? 

Do the State officials want help? 
Do they want the Institute to help: 
Will they support a full-scale effort 
and will they help mobilize public 
support for the measures necessary 
to success? 

\We find that more and more gov- 
ernors and mayors 


are coming to 


realize that traffic accidents in their 
states and cities are reaching baleful 
proportions, and are of a mind to 
welcome help in dealing with them. 

Having undertaken a program in 
a state at the invitation of its gov 
ernor—and, of course, that would be 


necessary since he has the ultimate 
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responsibility for producing real and 
lasting results—the institute would 
undertake a detailed evaluation of 
the existing traffic safety program 
at the community, county, and state 
level. In this activity, the institute 
will avail itself of the help that can 
be given by existing national or state 
organizations in the subjects in| 
which they have specific interest or 
information 

Once the appraisal is made of 
existing facilities and activity, there 
would be established a priority pro- 
gram giving primary and initial em 
phasis to those phases of an over-all 
program which need special em 
phasis. This can form the basis for 
an official state program, for again 
| repeat that the job which must be 
done can only be accomplished by 
those in authority. 





It is not expected that the insti 
tute will work directly on even the 
top priority jobs which may be estab 
lished within the program 


Rather, | 
it will encourage and support exist 
ing groups, qualified by knowledge | 
and experience in the particular 
field, to assist the state in getting the 
job done. 

For example, if one of the priority 
activities is local police training, the | 
institute will ask for the help of ot 
ganizations competent to undertake 
this training and will support their 
efforts, 


Chief Function 


The institute’s chief function will} 
be to supply the motivation to help| 
keep all phases of the program mov 
ing toward greater effectiveness and 
to assist in arousing public interest 
and support for the whole program 
The institute will stay with the pro 
gram ina state until significant acci 
dent reduction begins, and the re 
sults make certain that the work will 
continue in intensity toward greater 
etfectiveness 

Finally, as a part of any program, 
will be the institute’s self-appraisal | 
and a review of its own and others’ 
results at periodic intervals. Each 
element of the total program will be 
evaluated to see whether a variation 
in the emphasis or a change in ap 
proach would have improved the] 
degree of success of the over-all] 


program 
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DO YOUR 
PROSPECTS 
COMPLAIN: 


“INSURANCE 
COSTS TAKE 





TOO BIG 
A BITE?” | 


—. 


K.4.P. is your ANSWER! 


K. I. P. is the Kemper Insurance Plan for budgeting premiums 
on monthly installments available to both commercial risks and 
individuals. When a prospect complains about the high cost of 
insuring, you can point to this businesslike way of paying pre- 
miums (with a low, low service charge!). 

You'll like K.I.P. too. The plan was designed especially with the 
agent in mind. It is easy to understand and use. Plans even can 
be set up over the phone. And almost no office detail is required! 


Here's what K.I.P. can do for you: 
1. Help you obtain new accounts. 
2. Help you hold old business. 
3. Make it easier to ‘‘trade-up’’ present policies. 


Remember, your clients are accustomed to monthly pay plans. 
They will appreciate the opportunity to pay insurance premi- 
ums this way too. Be sure you’re the one to offer such a plan to 
them. 


The Kemper Insurance Plan is only one of the many advantages 
of representing a Kemper Insurance company. For information, 
write: Agency Production Department, Home Office, Chicago 
40. 


K.I.P. is not available in Ohio. 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FEDERAL MUTUAL INSURANCE COMPANY 


divisions of KEMPER Chicago 40 
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the 1960 National Mote rboat Show 
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know-how pleasure 
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motor 
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even 
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produce a “dryads vovage”’ 
challenges the Cal I Ip ol 
experienced skippet 
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‘ 1S 
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boating enthust 
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and controls four 
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button, steering 
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the 


losses 


Krom there, all that’s missing 1s 
When the operator 
Starter button, the Sail- 
orometer’s motor roars to life on the 
film’s sound track. 
the throttle, 
proportionately and the film moves 


wind and spray. 


presses the 


\s he advances 
motor noise increases 
faster, giving the illusion of speed 
and requiring the operator to regu 
situa 


rhe 


turns 


late acceleration to meet test 
tions developing before him 
of the 


in response to the steering wheel 


bow Sailorometer even 

The scorecard credits the operator 
with ten points for each situation 
handled, 
It also points out cor 
of the 
test and quotes the applicable boat 
“rule of the 4 
Phe 


bited at 


successfully 


score of 100 


for a p ssible 


rect responses for each part 


ny road 


Sailorometer will be exhi 


boat shows and_ national 


meetings throughout the country 


INDUSTRIAL SAFETY 


\los1 
Wisconsin 


operating without adequate safety 


accidents in 


occur 1n small factories 


programs, according to Chairman 
Matt 


state 


Wisconsin 
lhe 


ates be 


Schimenz of the 


Industrial Commission, 


the accident 1 


ditterence in 
} 
hi 


tween the large and small factories 


is directly attributable, he said, to 


the lack of safety programs in the 


smaller plants 


SAFETY AWARDS 


(,;OVERNOR DAVID 1 I NCI ot 
and 


ot Delaware have been awarded the 


\llstate S 


AWRI 
Pennsylvania 1. Caleb Boggs 
certihcate 


leader 


ufetv. Crusac 


onmnendation for their 
safetv programs in 
The ¢ 
satety pro 
1956 by Allstate 


encoura 


in traftic 


respective states rusade 


a countrvwide. trafti 
eram started in 
Insurance Companies to 


ge 


ndividuals to drive safely and to 


pport official agencies working to 


: fF 
uce trate accidents 


PHOTO TECHNIQUES 


PHOTOGRAPHY 


How 


enforcement officers in examination 


COLOR aids law 
of questioned documents was re- 
vealed by Harris B. Tuttle, Eastman 


Kodak Company's consultant on law 


enforcement photography, in an ad 


dress before the questioned docu- 


] 


ments section of the American 


\cademy of Forensic sciences 
luttle told of methods for determin 
ing whether a ballpoint pen message 
was written under or on top of a 
ypewritten message 

When a ballpoint message is writ 
ten over a typewritten one, the pres 
sure required to put ink on the paper 
leaves a groove over the type char 
acters that is visible under special 
ized viewing conditions. By using 
oblique lighting and low magnifica 
tion, the pressure groove can be 
photographed in color to provide 
evidence. 

Karlier methods of determining a 
superimposed ballpoint pen message 
involved study of deposition of ink 
Where ink from the typewriter rib 
bon paper 
fibers available to absorb the ball 


appears, there are no 
point ink and none appears over the 
typewritten However, 
test where a 

typewriter key or a worn 


characters. 


this would not work 
weak 
ribbon leaves unused paper fibers to 
absorb ink, 

Che 


message 


condition, when a 


has been typed 


reverse 
over ball 
point pen writing, is also detectable 
through the groove left by a 
When the typs 
page, this 
and the 


pen 
writer key strikes the 
flattened 


character 


groove is out, 


type leaves an 


inked impression in the paper that 


angie 


is easily visible under low g 
lighting. 

luttle also discussed other prol 
sucl 


as the 
length of time the groove will remain 


lems in the photography of 


documentary evidence, such 


in the paper, depth of field and mag 
nification for color photography and 
materials for making the pictures for 
use in court 
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fire losses 








every month | 











ideas | 


oo ee oe th at 

These estimated losses, from the 
National Board of Fire Under- 
writers, include an allowance for un a of f 
insured and unreported losses. p y 


1959 1960 





$112,983,004 SY? 949 0) e 
98.1 20.000 
99 610.000 in 
UD OSY OO 
81,597,000 
77,867 000 
82,334,000 
74,600,000 ° | 
83,027,000 
ee loss prevention! 
78,582,000 
96.444, 000 
$1,047 ,073,000 
— FOR YOUR CLIENTS . . . a subscription to SAFETY MAINTE- 
$648,909,000 1955 $885,218,000 NANCE is a monthly reminder of your 
1951 730,084,000 1956 989,290,000 : 
1982 815°134'000 1987 1.023'190.000 constant interest ...a source of 


1953 864,863,000 1958 1,056,266,000 tested safety methods and procedures 
1954 870,984,000 1959 1,047,073,000 which will speed production and cut 


costs. 


motor \ ehicle FOR YOURSELF . . . SMis a channel of proven aids to loss 
deaths prevention . . . a means of establish- 


; ing sound safety programs in plants 
lonth 957 TOSR 19 
7 aM where you have a stake. Your own 


nuary 2.882 


> SOR 


2.843 


» 933 


‘ebruary 2.360 


imprint and safety message can reach 
SHU . 
580 your clients each month. 


3.0605 3.010 


) 
> 
> 
> 


Ta 710 33. Write for special discount rates. 
uly > URS Zit 
August 3,635 3,450 


Septembx , 3.365 3,330 


Tune 3 WP 3.000 


October 3.000 


November 3 351 3 47( Single Subscription 
Decembet 3.775 3,620 } $4.00 a year 
7.000 37.801 $6.00 for two years 


the National 


SAFETY MAINTENANCE 
accidental AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


deaths another publication of 


Atf. 


\\ : 
Home 
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zone mail indeed 
results in speed 


The Post Office has divided 106 


cities into postal delivery zones 


to speed mail delivery. Be sure 
to include zone number when 
writing to these cities; be sure 
to include your zone number 
in your return address — after 


the city, before the state. 


110 


Enemy in Streets—fro 


The institute 1s not, and will not 
become, wedded to any single ap 
proach nor to any part of a program 
until it that 
effectiveness can be achieved 


maximum 
It will 
learn as it goes, and will not be satis- 
limited 
continue to 


is satisfied 


fied to accept success, but 


will strive toward 
greater effectiveness 
detail 


assistance 


| have described in some 
the nature of the direct 

program of the Insurance Institute 
for Highway Safety. The program 
It will 


not duplicate nor by pass the efforts 


is neither dramatic nor new. 
or activities of any organization 


making a real contribution in_ the 


highway safety field. The program 
is one of action, since we know from 
industry's safety 
efforts in the industrial accident field 
that action, not words, is required 


the success of out 


to get the job done. 
The insurance industry does not 


expect miracles from the activities 


of this new organization. It does 


expect steady progress toward the 


common goal by effectively using 
and co-ordinating all of the knowl 
edge and programs developed over 
This united 
approach on the part of all segments 
of the 
prove to be most effective 


None 
that our responsibility in the field of 


a period of thirty years 


imsurance industry should 


of us, however, can assume 


highway safety is discharged by our 
| participation, directly or indirectly, 
\s a matter of fact, 
of us can help immeasurably 


in the institute 


each 





|}in this effort, by taking leadership in 


four home communities and 


| 
j 
ty 
jand by acquiring an understanding 
f the trattic 


avoiding pet solutions o1 


States, 
elements of safety, 
intuitive 
approaches, and becoming familiar 
with the premises of the action pro- 
Highway 
\nd lastly—but 


by setting an ex 


gram of the President’s 


Safety Conference 
very importantly 
ample of responsibility at the wheels 


of our own cars 


The enemy on our streets—the 
enemy that pleases us with its con 
venience, beguiles us with — its 


streamlined beautv and seduces us 


into folly with its surging power 
need not be an enemy if each one of 
us does his part as a driver and as 
a citizen, 





HOME FIRE HAZARDS 


FIRE PREVENTION, like charity, be- 
gins at home, and the average home- 
owner, however generously he treats 
his favorite charity in other respects, 
is stinting himself and his family on 
vital protection against fire by fail- 
ing to observe one or more common 
sense safety rules. 

Most home fires begin in either 
the bedroom or the kitchen. The 
following tips are especially appli- 
cable to those two rooms, though 
they may apply to every room in the 
house : 

1. Never smoke in bed 
2. Don't electric 
cords around the room. 


extension 
Never run 
cords under rugs or over nails. 


string 


) 


3. If you use a portable oil or gas 
heater, be sure there is fresh air in 
the room and turn if off before going 
to bed. 

+. Place portable heaters where they 
cannot be tipped easily, tripped on, 
or over-turned. Never carry an oil 
heater while it is lighted, 

5. Do not use lighted matches to 
search dark closets. Use a flash- 
light. 

In the kitchen, observe these pre 
cautions : 
1. Clean 
avoiding an accumulation of grease. 


out oven regulariy, thus 


\nd keep grease containers away 
from the 
2 Make 


hanging towels can not blow 


stove. 


sure window curtains or 
over 
stove burners. 

3. 


stove, keep main storage of oil out- 


you use an oil or kerosene 
Never refill when the stove is 
lighted. 

+, Make it a habit to disconnect 
vour electric iron, when interrupted 
by a phone call, the door bell or 
caller. 


side. 


5. Never keep flammable cleaning 
fluid, 
Use safe cleaning fluids. 


such as gasoline, in the house 


6. Never put oily rags or cloths sat 
urated with paints, furniture polish 
or wax in closets or cupboards. 
Keep waxers and floor mops in cool 
open places. 

7. Never throw 


cereals or dust 


flour, 
from a vacuum 
cleaner or dustpan into a stove fire, 
or into a burning incinerator. Dust is 
explosive 


uncooked 


8. Never wear loose, flowing robes 


or negligees while cooking 
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PARKER-HANNIFIN 


aa 
keeps production. up-— 


costs down ~ 


WITH A oy PROTECTION 





The ADT System installed in our 
main plant has not only im- 
proved our protection but has 
made it possible for us to rear- 
range our patrols, with a conse- 
mm quent saving of $13,200 per year. 


mB €.c.4 
ty Plant Engineer 








Growing to meet the challenge of an ever- maintained by ADT protection specialists. 


increasing demand for fluid power by the Mace then 67 theussad ADT selssiae 


from coast to coast recognize the truth of 


Parker-Hannifin Corporation, manufac- My. Hartley’s statement. ADT protects bil- 


lions in property values — commercial, in- 


missile and electronic industries, the 


turer of fluid systems, must maintain unin- 
terrupted production in the interest of  gtitutional and industrial, from the smallest 


national defense. store to vast, sprawling plants. 


Their Cleveland headquarters-plant is 

guarded by a combination of ADT Central ADT can help you, ho 

Station Sprinkler Supervisory and Water- ita 

flow Alarm Service, and Watchman’s Re- Call the ADT office listed in your phone 
porting Service. This entire protection book, or write Department 948 at our 
system is under constant electrical super- | Executive Office for a descriptive booklet 
vision by the ADT Central Station and is _ of all ADT Services. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 


A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 


9-264 





FOR A CHECKUP 


A year ago, he was only reading 
about cancer, Just as you are now. 
But cancer was something that 
happened to the other fellow, No 


need for him to go toa doctor. 


Now that he knows better, it is 
unfortunately too late. He is one 
of the 75,000 cancer patients who 
will die needlessly this year be- 
cause they did not see their doc- 
tors in time, 


... AND A CHECK 


Nor could he see any reason, last 
year, for backing the fight against 
cancer with his dollars. 


But cancer always strikes close to 
home-— in two of every three fam- 
ilies, to be exact. This toll can be 
reduced by supporting the medical 
counterattack with a contribution. 


The other fellow? He’s always one 
of us. Some find it out the hard 
way. What will it take to con- 
vince you? 

Guard your fan il 

fight cancer u 

cher h ‘pa d a chet } 

Send your check to “Cancer,” 
c/o your local post office. 


AMERICAN CANCER SOCIETY 





AIR-FOAM SPRINKLER 


\UTOMATIC SPRINKLER Corporation 
of America’s theory of “equivalent 
was recently applied by 
installation of the world’s first air- 


isolation” 


foam sprinkler fire fighting system 


in a commercial airline hangar. 

Definition of the term “equivalent 
isolation’ —a_ long-sought solution 
for fire protection where large vol- 
umes of tlammable liquids are used 
or processed—was given recently by 
Edgar B. Rumble, manager of “Au- 
tomatic” Sprinkler’s new product 
development division. “It is the 
ability, through means of special fire 
protection methods, to establish, in 
effect, isolation of equipment and 
processes from spilled flammable 
liquid fire hazards which, by the 
very nature of these equipments and 
processes, cannot otherwise be re- 
moved before they are damaged,” 
said Rumble. 

“This mechanical foam-water sys- 
tem may be compared in its applica- 
tion to a candle snutfer. By cover- 
ing the candie the oxygen feeding 
the flame is cut-off immediately and 
the flame can no longer survive. Our 
foam-water blanket performs the 
same duty.” 

In a_ recent 
tance test in 


six-munute accep- 
Pacific 


Van- 


couver hangar, 450 of the system's 


Canadian 
\irlines’ 36,000-square-foot 
600 foam-water sprinkler heads 
were used to discharge 220,000 gal- 
lons of air-foam, covering the whole 
area with a six-inch-thick blanket of 
foam which remained until washed 
away with fire hoses. 


For fire prevention in case of fuel 
spillage, the system can be activated 
manually to blanket the endangered 
area with foam in thirty to sixty 
seconds, reducing the chance that it 
will ignite. The foam blanket will 
protect against ignition until the fuel 
is carried away by ordinary floor 
drains. 

“Automatic” engineers point out 
that, while the cost of an air-foam 
protection somewhat 
higher than that of a standard 
sprinkler system, total costs of fire 
protection including special drain- 
age and other construction features 
have been substantially reduced by 
installation of an air-foam sprinkler 
system. 


system is 


\ir-foam deluge begins automat 
ically whenever the system's heat 
actuated devices detect an abnorm 
ally rapid rise in temperature. Nor 
mal rates of temperature rise, caused 
by weather changes or operation of 
the heating system are ignored by 
No external 
power is required for fire detection, 
since the detection devices are actu 
ated—virtually instantaneously —by 
energy produced by fire. 

“Automatic” Sprinkler HAD 
(heat actuated device) detection 
units used in these installations are 
hollow metal air chambers, with no 
moving parts, connected via metal 
tubing to a 


the detection devices. 


diaphragm-operated 
valve release mechanism. As _ heat 
expands air in the HAD units, pres 
sure builds up and is transmitted to 
the diaphragm. At the diaphragm 
is a compensating vent which per- 
mits air flow in and out at a limited 
rate to relieve ordinary pressure 
fluctuations. 

However, when air in the HAD 
expands rapidly, due to a sudden 
temperature rise resulting from a 
fire, the vent cannot release pressure 
quickly This pressure 
moves the diaphragm far enough to 
trip a lever-and-weight mechanism, 
which in turn actuates the fire pro 
tection control valve. 


NEW COMMISSIONER 


WILLIAM M. 


enough. 


scott has been ap 
pointed insurance commissioner of 
\laska. Mr. Scott has been an agent 
in Los Angeles since 1951 and priot 
to that time was affiliated with The 
Canadian Fire Insurance Company, 
Manitoba 
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GROUP RATE INCREASE? 


] 
‘Aa , — _f) 
C ee Fe Halt d) 
I 


NSURANCE CORPORATION 


300 ST. PAUL PLACE ¢ BALTIMORE 2, MARYLAND 


Mr. E. D. Lister, Manager 
New Jersey State Office 
Newark, New Jersey 


Re: Rate Increases - Employer Sponsored Plans 
Dear Mr. Lister: 


No, we are not expecting to increase our rate schedules for either new or 
old business of this class. We have never done so. With respect to 
coverage installations on our books, I can't conceive of our raising 
rates. Here is our reasoning: 


(1) We don't use a plan sponsored by a well meaning employer for 
his people, to test new and untried coverage experiments, as 
we doubt whether he wishes to be a "guinea pig" for us or any 
company. 





We don't follow a practice of quoting a “first year rate" to 
get business, with the expectation of raising it later. My 
personal opinion of this practice is that it is not ethical. 


We don't believe that, from the employer's viewpoint, a 
"shifting" or unstable rate for coverage, adjustable each year, 
is a good thing. He can't know what his ultimate cost for his 
share of premiums will be. The past and present experience of 
an employer with companies that use a "temporary" rating concept 
indicates that "adjustments" are usually upward, sometimes 
substantially. 


Employee morale is damaged by arbitrary rate increases in the 
employee cost. In fact, we believe this may contribute to the 
sort of discontent that labor unions seek to ferret out and 
magnify. Of course, they suggest socialistic measures as the 
cure. 


We will continue to accept as an obligation, to any employer who sponsors 
one of our Employee Benefit Plans and pays his share of the premiums under 
our underwriting rules, the responsibility of sticking by the rate we 
quoted when we induced him to do SO. 


As you well know, we lose quite a bit in underwriting some groups where 
the law of averages doesn't seem to apply and the employees have more 
than their share of heavy expense we must cover. Regardless, we have 
never raised rates on coverage in force and we never expect to do SO. 
We, not the employers are the insurer. 


Does this answer your questions? 


Very truly yours, 


W. deV. Washburn 
wW.deV.W./he President 





A new concept is born, with an exciting word 


Insurance protection for your family Protection for your home A planned future for your youngsters 


This opening 2-page advertisement is now appearing in Look. SATURDAY EVENING Post and coronst, kicking off Nationwide’s 1960 campaign. 





Today, SECURANCE becomes a vital word in our language. 
It rhymes with insurance ...it adds to insurance. SECURANCE 
is insurance-plus. SECURANCE is Nationwide’s original new 
formula to help you plan the financial future of your family 
—according to your needs, according to your means. 


In 1926 when Nationwide was founded, a new insurance 
approach was born. Working together with its policy- 
holders, Nationwide decided it should provide, through one 
representative, al! kinds of insurance—at /ow cost. Then, 
other services, allied to insurance, were added. Today, most 
Nationwide agents can provide a// these services 


1 Insurance for your car, home, health, life, family, 
business ... even group coverages — 129 plans in all. 


2 Financing assistance for car purchases, home mortgages. 


. ~ SECURANCE is your first real opportunity to simplify your 
O Ce St il e lf. on security problems while you save money in the process. 
Now for the first time one agent can provide you with in- 
surance of all kinds 
plus financing facili- 
Se-cur'ance (sé-kiir’ans), n ; 
Seer ames (:0-kGr'das), ». A ure ties. In addition, with 
program for true family security } 
originated by Nationwide Insurance SECURANCE younave 
A method of providing through one the opportunity for 
representative all (or part) of one’s democratic partici- 
insurance — life, health, home, car, : 
pation in the affairs 
property; may include car and home - 
financing. Also refers to the unique of Nationwide. In 


system of democratic participation fact. our policyhold- 
through which Nationwide’s member ers helped dev elop 
customers help determine the direc 

tion and scope of company services this new SECURANCE 


concept through their 

representatives (on 
Nationwide Mutual's Board of Directors) and through their 
Own active participation in Nationwide’s unique Advisory 
Committees of Policyholders. 


SECURANCE Comes in many sizes—a full program to cover 
every last need, or just a single coverage or two. No matter 
how much SECURANCE you need, one man in your commu- 
nity—your Nationwide man—can provide the plan for you. 


You'll like the convenience of having one agent take care 
of all or any of your needs. You'll like the low rates on just 
about any insurance you purchase through Nationwide. 
And you have the added satisfaction of knowing that you 
can have a voice in determining future services. For like 
no other big business in America, Nationwide is committed 
to the ideal of economic democracy 


Call your Nationwide agent today and ask him about this 
new idea for this dynamic new era, developed by America’s 
most progressive insurance organization—or write direct 
to Nationwide for free Securance Catalog. 


x 


ATIONWIDE 


America's most progressive insurance organization 


% ’ 
Os pgo* 


insurance for your car. plus car financing assistance metionwide Life ta Home Office: Columbus. 0 


Be among the first to sell secursnce. For career opportunities, write Dean W. Jeffers, Vice Pres.—Sales, Nationwide, Columbus 16, Ohio. 





CHARLES F. ANDOLSEK 
Vice-President, Equitable Life 


\ ENTIRI CAREER with the 


Equitable Life has been spent 


in the claims department. In these 


circumstances, it would be pre 


speak as al 
the question of 


sumptuous of me to 
expert on why a 


life insurance company would or 


wouldn't desire to invade the prop 
held Rather, | 
direct myself to making some purely 


personal random observations on the 


erty-casualty will 


subject based on my experience and 


limited research on the subject. 
lhis question may be 
ditferent stand) 


viewed from 


three Monts lirst, 


the acquisition of a life company 


by a property casualty company. 


Second, the operation of a life line 


by a multiple line ce and 
third, the 
into. the 

the addition of this line 


It is to this latter 


| mpany, 
1 


entry of a lite company 
field by 
of business. 
that | 
More specifi 


cally, should a mutual life 


property-casualty 
possibility 
address my atention 
company 
add a line of casualty in 


property 


surance to the which it 


coverage 


offers to the public 


Our Standpoint 


t| ink the 
stand 


point of my own company. By 


I have attempted 
question through from_ the 

way 
is the 


writing 


of background, the Equitable 


largest of the non-industrial 
life companies whose assets at the 
billion 


end of last vear exceeded nine 


dollars ] 


nary 


ast yveat sale of ordi 


insurance app! the two 


billion-dollar mark wl sale of 
life imsuranet 


In addition, 


group 
billion. 
combined ordinary at 
nuity 
that of 


sales force 


business in force 
othe I 


exceeds ‘ 


any 


116 


kntering the 


Casualty Field 


managers. First-year commissions 
of Equitable agents in 1958 were 
almost double the first-year commis- 
sions paid in 1950, Ours, then, is 
a very successful company which has 
shown a highly satisfactory growth 
over the years. Moreover, we con- 
sider ourselves as an agents’ com- 
pany. Our agents are urged to de- 
their the 
We 


do not actively cultivate brokerage 


vote time exclusively to 


sale of Equitable coverages. 
business for ordinary life insurance. 
We do 


for the various group coverages. It 


accept brokerage business 
is our impression that our agents 
generally have little interest in prop- 
In the group and 
ordinary field we do offer many lines 


erty insurance 
of “personal” insurance to individ- 
ual or group purchasers. There has, 
however, been little eviden¢ e of pub- 
lic demand for “one-stop insurance 


service” in this area. 


What Would Happen 


Now let us see what would happen 
add_ the 
casualty line to our coverage, with 
the thought that each of our agents 


would sell the complete line. 


if we were to property- 


It seems obvious that if our pres- 


ent agency force were to do a suc- 


cessful property-casualty business 
with its much greater demands upon 
the agent’s time, our life business 
would almost surely suffer severely 
unless we were able greatly to ex- 


an ie number of agents under 
nd the number of agents under 


contract with us. Such an expansion 
would largely have to come from the 
ranks of those presently in the prop- 
Most. of 


well-established bro- 


erty casualty business 
these are with 
kerage firms or real estate firms. I 
leave it to your judgment as to 
whether we would be successful in 
full- 


maintain 


recruiting enough additional 


time Equitable agents to 


our present life insurance production 
and continued growth. 

Visualize the problem of the ac- 
quisition of a satisfactory volume of 
property-casualty insurance by our 
present agents. At this point it may 
he well to comment that life insur 
ance is something that has to be 
“sold,” whereas most property-casu- 
alty insurance is “bought” and is 
considered by the buyer as some- 
thing that he must have. If this 
assumption is correct, and I think 
it is, then it would appear that there 
would be literally little new market 
for this business and thus most of 
the business that we would acquire 
would be that we 
have to take away from present car- 
riers in the property-casualty field. 
It would seem that many many years 


business would 


would elapse before we would ac- 
quire a satisfactory volume of busi- 
ness. 

Consider the agent who does suc- 
ceed in acquiring a good volume of 
property-casualty insurance. In my 
view there is a definite limit to the 
number of property-casualty ac- 
that an agent 
since the demands upon the agent 
for service by the client are much 
greater in the property-casualty field 
than in the life field. In a real sense, 
the property-casualty business would 


counts service, 


can 


act as a governor on the life business 
of the individual agent. <As_ his 
property-casualty clients 
his new life business must inevitably 


decrease, and 


increase, 
ultimately reach a 
point of near zero. 


Threat of Transfer 


fire and 
theft lines, to mention a few, are 
relatively frequent. If the Equitable 
agent sells a client the complete 
line, including life, and a claim arises 


Claims in the automobile, 
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You’re a success... 
-». why not be a success in LIFE? 


You can write life insurance successfully and very prof- 
itabls even in the limited time you have to devote to 
it with Connecticut Mutual Life’s time-tested, experi 
ence-proved program for fire-casualty men. 

For 35 years CML fieldmen and home office staff have 
done the specialized job of helping fire-casualty men sell 
life insurance. As a result hundreds of these men sell from 
$50,000 to $250,000 in life insurance every year. By put 
ting into life insurance selling the time they formerly spent 
on small, unprofitable clients they add substantially to their 
income with no increase in overhead, Here’s what CML’s 
planned program offers 
1. How to find prospects and their needs for life insurance 

among clients and prospects who already know you 
This prospecting method is based on years of testing 
in fire-casualty offices, and it works 


How to publicize your life insurance service. Tested 
sales aids get inquiries. Others pre-condition clients 
and prospects so you'll get favorable interviews and 
reactions. Experienced life insurance specialists de- 
signed this material 

Personal selling procedures that «re easy to use and 
really work. Anyone who can make a property insur- 
ance survey can quickly learn CML’s sales methods 
and use them with competence and confidence 





Here’s What E. B. Wrote 


“For over 25 years I had been doing business with 


another life company the several cases we placed 
with you on a trial basis convinced us that 
Connecticut Mutual service was indeed unrivalled 
for an operation such as ours we look forward 
to many years of happy association.” 











4. Fieldmen with years of experience in helping fire- 
casualty men sell life insurance, including highly profit- 
able business life insurance and pension plans, are on 
call from CML’s 86 offices, countrywide 


VALUABLE FREE BOOKLETS 

Two booklets, “A Plan to Help General Insurance Men 
Sell Life Insurance” and “Seven Ways It Pays” tell how to 
increase your net income by thousands a year with CML’s 
help. We do the clerical work. You increase the average 
size of your accounts and make your relations with your 
clients even more secure. 

These booklets are yours for the asking, without the 
slightest obligation. They have guided hundreds of fire- 
casualty men toward bigger net profits. They can help you, 
too. Send for your copies, today 


( onnecticut /V\utual |ife 


ANCE COMPANY 


Connecticut Mutual Life Insurance Company B-3-0 
Hartford, Connecticut 


Please send me, without cost or obligation, your booklets, 


“A Plan to Help General Insurance Men Sell Life Insur- 
ance” and “Seven Ways It Pays.” 


Name 
PLEASE PRINT 
Street 
Town 
or City 
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LIFE OPPORTUNITIES 
FOR 
CASUALTY AND FIRE INSURANCE MEN 


If your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 
how to build it up quickly. It is an 
ideal solution now being used by 
hundreds. 


Cc. W. Arnold 
Vice President and Superintendent 
of Agencies 


KANSAS CITY LIFE 
INSURANCE COMPANY 
Box 139 
Kansas Gity 41, Missouri 











Do you know about 


BESTS 


WEEKLY NEWS DIGEST? 


Its two editions bring their readers, every Monday morning, fresh, 
concise authoritative reports on all current happenings in the insur- 
ance industry! 


Last week's legal decisions, policy changes, production figures and 
stock offerings are just samples of the kind of necessary, vital infor- 
mation you get continually from BEST'S WEEKLY NEWS DIGEST! 


Published in two separate and distinct editions, the Life and the Fire 
and Casualty, BEST'S WEEKLY NEWS DIGEST is a weekly must for 


outstanding company executives and forward-looking agents. 


A subscription to either edition costs twenty dollars annually. 


ALFRED M. BEST COMPANY, INC. 


75 Fulton Street, New York 38, New York 








Casualty Field—from page |16 


under one of the property-casualty 
lines, the client will look primarily to 
his agent for satisfactory disposition 
of the claim. Dissatisfaction with 
the claim settlement would raise the 
threat of the transfer of the entire 
line to another agent or company. 
Another aspect of this situation 
would be the constant pressures 
brought to bear on the claims de- 
partment for settlements more lib- 
eral than justified by the facts. The 
larger the individual property-casu- 
alty account the greater these pres- 
sures would be. 

The underwriting of life insur 
ance concurrently with property- 
casualty insurance, which is what is 
contemplated in the so-called “one 
stop” sale, presents problems of its 
own. If the applicant was found to 
be a substandard risk for life pur- 
poses, requiring an extra premium, 
this in turn may jeopardize the sale 
of the property casualty insurance. 
Che appeals and pressures on our 
underwriters could well become a 
real problem. Then too, the method 
by which property-casualty insur 
ance is put into effect differs quite 
radically from that of a life insur 
ance policy. A life insurance policy 
requires two “conditions precedent” 
before it becomes effective ; namely, 
payment of the first premium and 
the good health of the applicant, 
whereas it is not unusual, at least 
for certain of the more common 
types of property-casualty insur- 
ance, to have it placed in force by 
a telephone call to one’s broker who 
subsequently bills vou for the pre 
mium. These essential differences 
could be a source of much confusion 
and misunderstanding on the part 
of both the agent and the buyer 


Commission Scale 


Che concept of an Equitable agent 
selling the complete line and secur 
ing a large clientele who place all 
their insurance business with him 
raises some interesting questions in 
the area of commissions. Lite com 
missions follow the pattern of high 
first vear, diminishing, reduced com- 
missions in the following early 
years, followed by minimal renewal 
commissions. This recognizes that 


v 
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THIS MAN REFUSES 

TO STAND STILL IN 

THE LIFE INSURANCE 

¢ BUSINESS 


mel Ai 


Today, more than ever, A2tna Life 
representatives on their way up 
realize that sound training is 
vitally important in serving their 
clients. That's why so many are 
taking advantage of AEtna Life's 
intensive training program. This 
five-step course equips A®tna Life 
representatives for every phase of 
life underwriting necessary for a 
successful life insurance career. 


1 Basic Estate Control Plan School. A four-week 
course at the Home Office with expert instructors 
teaching proved sales plans. 


2 Career Course. Under the general agent's 
supervision, field work is combined with text 
book study. 


3 Advanced Training. Business insurance and 
tax courses at the general ‘agency supplemented by 
field schools and clinics. 


4 C.L.U. Participation. The company provides 
financial assistance for text books and examinations. 


5 Leaders Seminars and Regional Meetings. Men 
who qualify exchange ideas with other top salesmen, 
Home Office personnel and prominent men from 
business and industry. 


A tna Life Trains for Success 


ZETNA LIFE 


INSURANCE COMPANY 


Affiliates: Atna Casualty and Surety Compony 
The Standard Fire Insurance Company * Hartford 15, Conn 





“You want to talk to 
my uninsurables??” 
CG: Sure! 


about Life 
ents who is 


No talks to them 
take one of your good cli- 
uninsurable you make 
him very happy if we analyze his policies 
show him how to get more out of his 
premium dollars 


one ever 


YOU: So he's pleased 


CG: So he'll tell his friends what a 
great job you did he'll become a cen 
ter of influence that will bring you pre 
ferred leads friends at his level who 
are insurable! 


YOU: But this takes time! 


C@: Sure, our time! We have the techni 
cal knowledge and the staff to handle all 
the paperwork. It’s like adding a Life 
Department to a corner of your office 
without adding overhead. But vou get all 
the commissions in fact, you can 
increase your profits /5°% or more a vear! 


YOU: Well, that’s better. What next? 


so what? 


CG: Next, call your nearest C.G 
for the rest of this profitable story 
it today! 


CONNECTICUT 
GENERAL 


Life Insurance Compa? i, Harttord 


office 
Do 


| 
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| the initial sale involves a real selling 





job and that conservation efforts are 
frequently the earl) 
Property-casualty insurance, 


required in 
years. 
on the other hand, is characterized 
by level commissions. I see no pos- 
sibility of a 


uniform commission 


scale for all lines. What is going to 
happen to an agent's accounts when 
Someone has got to take 
over his accounts, primarily to serv- 
No 


other agent is going to do it unless 


he dies? 
ice the property-casualty lines. 
the property-casualty commissions, 
at least, are going to be diverted to 
If they 
death then 


cesstul 


him. are to be diverted by 


[ am sure that the suc 
has up a 


number of good accounts is going to 


agent who built 
figure out ways and means of trans- 
ferring these property-casualty ac- 
counts under some arrangement 
which will avoid this result 

Krom a purely claims standpoint, 
[ can visualize a dithcult problem, to 
say the least, in securing a proper 
staff for administering claims under 
the property-casualty lines. Since 
the life 
tomed to dealing with insurance 


we in business are accus 


which provides for payment of speci- 
fied amounts upon the occurrence of 
the event insured against, we do not 
have “adjusters” but rather investi 
gators whose function is to develop 
the factual 
sary. Accordingly, a large part of 


situation where neces- 
our claims personnel would have to 


be secured by “raiding” well-estab- 
lished property-casualty companies. 
This usually means that you must 
more than 


pay a man substantially 


he is getting in his present job, 
which, at the outset, would add to 
the cost of getting into the business 
and make our competitive position 
more difficult 

On a broader basis, the entry of 
a large life company into the prop- 
erty-casualty field on a substantial 
volume basis would involve the use 
of substantial surplus funds built up 
largely by existing policyholders of 
life and annuity contracts of 
mutual company 


our 


Prompted by Stability 


\s a final thought on the subject, 
there seems to be a reasonable una- 


nimity on the part of recent writers 


and speakers on this subject that the 
acquisition of life companies by 
property-casualty companies has in 
a large measure been prompted by 
the stability and profitable opera- 
tions of the life companies, which 
experience little fluctuation in un- 
derwriting over the 
the property-casualty 
have in ex- 
perienced substantial underwriting 
losses primarily as a result of in- 
flation. If are 
correct, it would seem that the prop- 


gains years, 


while com- 


panies recent years 


these observations 
erty-casualty companies might well 
consider the acquisition of life com- 
panies, but the very reasons which 
prompt this that a 
successful life company stay out of 


would 


suggest 


the property-casualty business 


ESP SPELLED SECURITY 


\ WOMAN’S INTUITION ? 
been said of it 


Much has 
in fun. But there is 
one California family who has lived 
on it for the past thirty-three years. 
It began in 1925, when their mother 
purchased $10,000 worth of life in 
surance from Mutual Of New York 
The three children needed the pro 
tection—their father was no longer 
This was not intuition. But 
her intuition that 
told her to add disability benefits to 
the policy. 

In November, 1928, she did be 
come disabled after paying only four 
years’ premiums totaling $1,536.80 
Her three children were too young 
to continue payments. But they 
didn’t have to—the premiums were 
waived, Her three children were too 
young to support the family. But 
didn’t have to—in November, 


living. 


it was woman’s 


they 
1928, the company began paying 
their mother $100 a month. This 
amount was increased in 1933 to 
$150 a month and in 1938 to $200. 

Payments continued until May of 
this vear when the woman who had 
wisely followed her intuition passed 
away. She had only paid $1,536.80 
in premiums. $10,534.20 worth of 
premiums had been waived. She had 
received $62,000 in disability bene- 
fits and her family received the face 
amount of her policy at her death, 
$10,000, plus $2,422.13 accumulated 
ends. A 


divid return over cost of 
83,419.53 


] 

~ 
~ 
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Republic Writes Direct 
Agency Business in the 
Following States 


Republic and Vanguard 
Write the Following 
Coverage 


verage 


at. 


4 


Ss. 
scvetoee 
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INSURANCE COMPANY 


DECEMBER 31, 1959 
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REPUBLIC INSURANCE COMPANY 


ASSETS LIABILITIES 








VANGUARD INSURANCE COMPANY 


A WHOLLY WNED SUBSIDIARY 


ASSETS LIABILITIES 








REPUBLIC insuRANCE COMPANY 


HOME OFFICE: - 2727 Turtle Creek Bivd., Dallas, Texas 


Pacific Coast Department Eastern Department Central Department (Chicago) 
675 South Park View 110 Fulton Street 6819-21 West North Ave 
Los Angeles 57, California New York 38, New York Oak Park, illinois 


OVER A WHWHALF CENTURY OF PROGRES 
121 





TED NILLES OF THE TED NILLES INSURANCE AGENCY, CHICAGO, ILLINOIS, SAYS 


T WAS ft rst to SUOU up « « « when Safeco came to Illinois. Since then I’ve saved a lot of expen- 


sive paper work and Safeco’s competitive price has brought in a great deal of new and desirable business.” 


Ted Nilles had used the full facilities of General Insurance Company of America for years. It was only natural for 


him to expect the same dependable service, up-to-date policies and fast claim service from General's companion 


company—Safeco. He hasn't been disappointed. 


Profit-minded agents throughout America now offer the combined advantages of General and Safeco! Are vou 


getting your share of the total market? If not, fill out the coupon below. 
; ] 


GENERAL INSURANCE COMPANY OF AMERICA 
SAFECO INSURANCE COMPANY OF AMERICA 


Home Office: Seattle. Division Offices: New York, Atlanta, St. Louis, Dallas, Denver, Los Angeles, San Francisco; Vancouver, Canada 


al 
GENERAL INSURANCE COMPANY of AMERICA 
General Insurance Bidg., Dept. 780, Seattle 5, Wash 


| am interested in the facts on both General and Safeco 
Agency Name 
Street 
P City Zone State 
Companion Company: LIFECO Insurance Company of America 


Signature 





the 
ight 
amount 


B. S. STAKE hu it tl v1 t w hould ownet 
Michigan Mutual Liability Co. recognize re two major assumed 
Detroit, Mich. ! nour consideration of the determinatio 


insurance : except to try 
quately of a loss, 
insured 


Llowever, we cannot pass oft the 


property urthern , 3 ments o rating matter by merely saying to the prop 
many will erty owner, “Go get an appratsal 
obvious tl here noth \ Facto | like a doctor saving, “Go find 
do to correc situation—t] out what vrong with you and | 


, : : ) ss 
there is no practical solution the will prescribe the treatment Not 
problem of effecting — the rht can we simulate any 


: ] + > +1 
amount ot msurance Certainly, knowledg f the value fessional counsel by unsubstantiated 


degree ot pro 


~ 


[ do not presume to submit a of property to n lis acom- street guesses regarding the 


tive solution Phe probl ! n ponent pat \ I gy consid value of property to be insured 
plex with many f ts and tl eratior 
sideration of the 1 


undoubtedly disclose certain obsta- Actual Cash Value 
cles, many of which may appear to | ably the most important 


be insurmountable. Therefore, | will prospective indemnity 


words in the fire insurance contract 


endeavor to present a compre! nsive ite neasured the loss are * tual casn 7% Ye Che tern is 


r 
view of the factors invol and I 1 test Ig fore a Senate the basis of recovery for most claims 


t 


ne nseuy - 1 ] 
hoy ulat res C l gating insur 


of prope rtv loss, as well asa princi- 
which : lex toa y ’ IPAanece pal component ot the coimsurance 


clause - New York Stand 


based, 


proportion 
I I 


| 
lit } 
citions 


Since 


“actual cas 

ponent of the 

we ll as an im 

establishing the 

| underwriters we 
cannot say at it is merely a matter 
to be considered by the claim depart 


ed the nex paae) 
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The Right Amount 


ment at the time of the \s the 
insur- 


ance effected and the ¢ omputation of 


loss. 

term is bound in with both the 
the premium, there exists an obliga 
tion which we, as underwriters, can- 
not 


ignore 


Thus, we are faced with the in- 


cumbency of giving more than cas 
ual consideration to the 


We must 


has no 


“actual 


term 


cash value.” realize that 
the term 


to the 


meaning 


practical 
' 
} 


insured. Taking the definition 


| 


of each word, | seem to mean 


PENSION 
CONSULTANTS 





JOSEPH FROGGATT & CO., INC. 
CONSULTANTS 
EMPLOYEE BENEFIT PLAN 
ACTUARIAL EVALUATIONS 
74 TRINITY PLACE, NEW YORK 6, N. Y. 
WHitehall 4-7440 








RUSSELL O. HOOKER, F.S.A. 
CONSULTING ACTUARY 
PENSION CONSULTANT 


750 MAIN ST HARTFORD 3, CONN. 








HARRY S. TRESSEL 
& ASSOCIATES 
CONSULTING ACTUARIES 
INSURANCE—PENSIONS 
10 SOUTH LA SALLE STREET 
CHICAGO $, ILLINOIS 
FRanklin 2-4020 








WOLFE, CORCORAN & LINDER 


CONSULTING ACTUARIES 
PENSION CONSULTANTS 


116 JOHN STREET, NEW YORK, N. Y. 








WOODWARD and FONDILLER, 
CONSULTING ACTUARIES 
PENSION CONSULTANTS 

200 West 57th St. NEW YORK 19, N. Y. 

417 South Hill St., LOS ANGELES 13, CAL. 








WOODWARD, RYAN, SHARP 
& DAVIS 
PENSION CONSULTANTS 
& ACTUARIES 


55 BROADWAY, NEW YORK 6 
Telephone HA 2-5840 











“real monetary worth.” Logically, 
we can expect the insuring property 
that the term 
means the amount of money he could 


obtain for the property—the market 


owner to assume 


value. 
But 
building 


held 


recognized 


that no 
market 


courts have 
has a 
value in the ordinary since 
theory 
The market value is bound 
up with the land and the location and 
presumes the availability of a pur- 
chaser with need for the property. 


sense, 
“each structure is in 


unique.” 


Although some juries have been per- 


mitted market value a 


factor in determining the actual cash 


to consider 
value of a building, the courts have 
consistently rejected it as a sole defi 
nition or standard of “actual cash 
value.” 

In other words, taking the words 
literally, the insurance buyer might 
well be expected to take the sale or 
purchase price of his property as a 
basis for effecting his insurance pro 
tection and compliance with coinsur 
ance requirements. Only at the time 
of loss might he become aware of his 
erroneous 
find 
amount of 


loo late he 


the 


because we 


conclusion. 


might he bought wrong 
insurance, 


failed to sell him the right amount 
Legal Definitions 


What, then, is “actual cash value ?” 
Many 


cost of repairing or 


courts have detined it as the 
replacing the 
damaged or destroyed property at 
the time of the loss, less deduction 
for depreciation. The courts which 
have accepted this definition have, in 
etfect, made it the substantive meas 
ure of ‘actual cash value.” 

that 
jurisdictions 


It would seem, therefore, 


property owners in 
which have adopted the replacement 
cost-less-depreciation test have the 
advantage of being able more accu 
ately to estimate the insurable value 
of the property at the time they in 
sure it. However, some contend that 
the inflexibility of the rule is also its 
most objectionable feature, holding 
that while it may be appropriate, as 
when the 


in the majority of 


property 


cases 


is being used for its im 


tended purposes, the test might re 


sult in excessive recovery where the 


prope rty is obsolete 


In other words, a building may 
have a high replacement cost due to 


Hated value of lke kind and qual 


ity of building materials, and still 
have low commercial value due to 
incurable obsolescence such as basic 
design, being situated in a deterior- 
ated neighborhood, low rentals, use 
fulness to the owner, etc. Thus, a 
situation would be created which 
would be contrary to the principle of 
indemnity by permitting recovery in 
excess of actual loss. 

Here let me say that in my opin 
ion moral risk should never be al 
lowed to complicate valuation prob 
lems. The underwriter must decide 
this point first of all. If he considers 
it a bad moral risk, there is no need 
to consider values. No rate can be 
computed which will compensate for 
a bad moral risk, nor can the moral 
risk be eliminated by 
warranties 


comsurance 


The real crux of the problem of 
computing value for insurance pur 
the the 
amount of depreciation to be al 
lowed 


poses is determination of 
The subject of depreciation 
is certain to lead to controversy, for 
the degree of depreciation Is always 
a matter of opinion and it is difficult 
to prove with any grade of accut 
acy. Depreciation has been defined 
as “the accepted opinion as to the 
loss of value, due to wear and tear 
and obsolescence, in relation to its 
current replacement cost.” 
Cherefore, 
tables is, at 
Such 


any set of rules or 


best, merely a guide. 
statistical facts regarding de 
preciation must be tempered by 
knowledge of the generally accepted 
depreciation of similar property and 
individual consideration of the fa 
tors relating to the particular prop 
erty under study. This, of course, is 
also 


true of underwriting rules and 


statistics \s sound underwriting 
judgment is based upon an opinion 
born of good judgment in evaluating 
each risk, estimating depreciation re 
quires the application of technical 
information with experienced judg 
ment and consideration of each item 
of property 

lf we accept the definition of de 
prec mation 


as being based upon the 


loss of value “due to wear and tear 
and obsolescence,” we can state that 
the cause of depreciation is divided 
Into two major 


2) obsolescence 


groups: 1) physical 
lepreciation ; 

Physical depreciation is caused by 
lack of proper maintenance, 
and teat 


physical 
ind structural deteri 


weal 
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oration. It must be recognized that 
such depreciation applies to each 
major component and should reflect 
the proportional wear or deteriora 
tion of each and the cost of repairing 
or replacing each such depreciated 
part. 

Thus, there might be a different 
depreciation factor applicable to each 
major component, such as the foun- 
dation, exterior walls, frames, floors, 
roof, interior finish, wiring and me 
chanical equipment used for the 
service of the building 


Obsolescence 


Obsolescence had never been con 
sidered a factor in computing insur 
able value prior to the famous case 
of McArnarney v. Newark Fire In 
surance Co. (159 N.E. 902) in 1928 
In this case the New York Court of 
\ppeals held that obsolescence was 
a factor in computing actual cash 
value. The case involved an old 
brewery which had a greatly reduced 
value due to the passage of the Na 
tional Prohibition act. Similarly, in 
1942 in the case of Board of Educa 
tion v. Hartford Fire Insurance Co. 

19 S.E. (2nd) 448) the West Vit 
ginia Court of Appeals held that a 
school building which had been 
abandoned for school purposes and 
was soon to be razed had depreciate d 
to the salvage value of its component 
materials. In each case there was a 
total loss and an extreme set of facts 
involved. 

The real importance of these two 
cases was clarification of the differ 
ence between physical value and 
functional or economic value and 
recognition that, quoting from the 
first case, “every fact and circum 
stance which would logically tend to 
the formation of a correct estimate 
of the loss,” including the economic 
and functional value of the property, 
should be considered in determining 
actual cash value. 

In general, it can be said that ob 
solescence is caused by changes and 
improvements in building design or 
other factors which make the use to 
which the building is intended no 
longer practicable Obsolete build 
ings may have such curable charac 
teristics as “gingerbread” trim and 
outdated lighting and plumbing fix- 
tures. Others may have antiquated 
basic design which may limit their 

(Continued on the next page) 
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The Country's 
Gone Overboard 
For Outboards! 


Outboard motorboating is the “‘boomingest” sport in 
the country. Sales are expected to be up as much as 
20% over last year’s record sales. 

To help you get vour share of this lucrative market, 
Reliance provides you with the most up-to-date Out- 
board Motorboat policies in the industry. Our rates are 
stable; our loss service prompt. 

Ride the crest of this profit wave. Your customer’s 
pride of possession in his boat . and his desire to 
protect his investment, will help you make SALES 

For additional sales aids, see your Fieldman for a 
colorful, informative Reliance Marine Kit, or write to 
the Reliance Head Office. 


RELIANCE INSURANCE COMPANY 


401 Walnut Street « Philadelphia 6, Pa. 


Symbol of American insurance integrity since 1817 


> 





The Right Amount—Continued In other words, only physical de- sured’s right to use the property. 

preciation is considered in the vast The improvements and betterments 

functional use or 1 have suffered majority of circumstances, with ob- are actually the property of the 

some degree of depreciation due to solescence considered in the extra- building owner and such value must 

the fact that tl are situated in a ordinary fact situation, be included by the building owner 

deteriorated neighborhood. How There are other situations which in determining the amount of insur- 

ever, neither of tl ises cited—nor further complicate the determination ance necessary to comply with the 

cases in other states approving the of the mght amount of msurance. coinsurance clause applicable to the 

principle—lays down a rigid rule for Take, for example, the improve- building. Often the building owner 

measuring tl ffect of obsolescence. ments and betterments endorsement is not aware of this fact and we may 

There is rend in the insurance which is now included in) most not sell him the right amount. of 
held to inelu hsolescence as a forms Here we are not actually insurance, 

situations msurmg property, but rather the in Suppose, lor example, a building 

las an insurable value of $50,000. A 

leases the property and in 

a new store front and othe: 

improvements and betterments cost 

ing $10,000, The value of the build 

ny has been enhanced tothe extent of 

such improvements and betterments, 

even though they were made at the 

expense of the tenant. Vhus, before 


The GENERAL ACCIDENT GROUP the unprovements were made the 


: , building had a value of $50,000 and 

. ri > 7@e > - 

provides authoritative field only $40:000 was uecccssy 6 com 

sas ) \ 1 < LO% “OINS Pe 7 . Ge e 

service, broad underwriting pl with an 80% coinsurance clause ; 

while after the improvements were 

facilities, smooth loss pro- made, the value of the building is 

: $60,000 and $48,000 is needed to 

cedures ... foundations for ae Tat Sn as aces 

meet the comsurance requirement 
profitable agency operation. 

The Tenant's Interest 


Successful agencies from But that ; . or 
jut that is only the beginning 

coast to coast look on Gen- The situation regarding the tenant is 
even more complicated. If the build 

eral Accident Group as their ing owner adequately insures the 


building so as to include the im 


major carrier. 


provements and betterments and at 
the time of the loss elects to replace 
such property, the company insuring 
the tenant’s interest in the improve- 
ments and betterments has no habil 


GENERAL ACCIDENT GROUP ity. However, af the bulldieg owie 
OF INSURANCE COMPANIES does not elect to repair or replac 


ved or destroved es 


GENERAL BUILDINGS PHILADELPHIA, PA. m and hetterments, then 


who has insure “d 


1 


improvements and better 


Tap vents has a big fat decision to make 
ey 


é 7 Gate %) >." he 1 pairs or replaces the dam 
i 7) ¥\ A. aged ¢ destroved property, within 
; a % fter t]} ) he 
{ PENNA sENERAI | “Potomac a reasonable time alter the loss, le 
) . il ; 
‘pee | ors IDENT Insurance vil paid on the basis of 


ive | Company ‘ash value at the time of 


Insurance \ ascuRaNct ISS 9 
Compan) CORPORAT on f . / ects not to repair o1 piace tl 
| tl 1 Nl bs t Upon it pro 


a 
cost ot the 


\ 


provements ; betterments 
“which the unexpired term of the 
he time of the loss hears to 
1(s) from the date(s) such 

1 


vements and betterments were 
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made to the expiration date of th 
lease.” 

However, in spite of the fact that 
if repair or replacement is made at 
the expense of the building owner 
in which case the tenant would 
suffer no’ loss and the insurer of the 
improvements and betterments 
would have no labilitv—and the fact 

ie tenant may elect not to re 
pair or replace the dar aged or de 
stroved improvements and _ better 
ments—in which case settlement 
would be based upon the original 
cost and the unamortized term of the 
lease—still the’ coinsurance require 
ment for the coverage is tied in witl 
the actual cash value at the time of 
the loss 


Now | k . what would be * ; a“ 
~-* ‘ ‘ . — oe 
the right amount of insurance to sell es “- \ 


; - i? £, “ 
the tenant wishing to insure his in 
terest In improvements and_ better 9 
ments? etter get out the crvsta A CLA A 
ball! 
Replacement Cost M UST PA N 0 UT i 
4 \ e 


In any comprehensive considera 


tion of property valuation, we cannot We can help you cut your data processing costs, and in many cases produce 


avoid taking note of replacement more and better information besides — Payroll preparation — Sales 
, ? Analyses — Insurance Accounting and Statistics Research Tabulation, 
cost coverage and the replacement any, or all of these are made short work of by our “mine” of MACHINES, 
cost extension contained in modern MANPOWER, METHODS. 

dwelling forms, including homeow1 This claim is staked upon the fact you only pay for actual time per 
, > application, costs are known in advance — results can be counted on. 








ers policies 

\ctually, replacement cost insut Proof of claim will be gladly supplied to companies 
ance ol o the lone-estahb ° ae ° one 
pil aplieracernenk lamar long-esta large or small without obligation. Telephone, or 
lished principle of indemnity main write Dept. B for a representative. 


tained in fire and other property 


Tamage forts, because the "RECORDING & STATISTICAL CORP. 


ment is to provide new tor old, su 


ject to certain restri Executive Offices: 176 Broadway * New York 38, N. Y. 
should Ye noter +} ere +< 7 ‘ . P J 
It should be noted that there is a Operating a nationwide system of regional service bureaus for data processing 


1 
ditference between replacement cost 


insurance and the coverage provided 

I aE New York: 100 Sixth Ave., New York 13, N. ¥. WOrth 6-2700 

- es Ke , Boston: 566 Atlantic Ave., Boston 5, Mass. Liberty 2-5365 

in the dwelling torms. In most war “ Chicago: 223 W. Jackson Bivd., Chicago 6, Ill. HArrison 7-7357 

re placem nt cost msurance on othet Son Francisco: 560 Sacramento St., San Francisco 11, Cal. EXbrook 2-434! 
han dwellings requires 100% coin Montrecl: 407 McGill St., Montreal, Canada. Victor 2-383! 


: —_ P NATIONWIDE 
surance—in New York 80% is mat SERVICE Toronto: 439 Wellington St., W., Toronto, Canada. EMpire 3-495! 
, 


under the re 


tT 


datorv—while the coimsurance re - - —_—_-_— 

quirement for dwelling 

R00 lecting a lo mt actual casl sured, Also, under the dwelling form 
The modern-dwelling form 1 basis Ww surance extension, there is full replacement 

placement cost extension provide S 1: cost coverage if the loss 1s both less 


full replacement cost coverage 1f the 1 fact, ut the amor nsurance than $1,000 and 5% of the insurance 


ul 


amount of insurance carried is equal han & f tl nent applicable 


to or better than 80% of the replace , tl Insured W ollect the So you see, in selling regular re 
ment cost. This, ot course, 18 nota l; Tr I CW : ne placement cost msurat 


ie where the 


coinsurance requirement and has no actual cash value; the pro coinsurance requirement is usually 
relation to the rating structur he f the 1 ‘ment « tf the 100%, the replacement of the 


} ¢ 


. ; ; : : 
ditference is that the insured, if ut damaged proy whicl property must be estimated with a 
I 


derinsured, has the option of ) of insurance high degree of accuracy—if we are 


ing the replacement cost feature and placeme nt ¢ r h | ' to sel] the right amount. ( bviously, 
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The Right Amount—Continued 
this can only be determined by a 
responsible appraisal organization or 
other reliable source 

In the case of the dwelling form 
replacement extension, the situation 
is different. 
broader coverage if the 


The insured will have 
amount car- 
than 80% 
but he 


not become a coinsurer if he fails to 


ried is equal to or greater 
of the replacement cost, will 
do so 

Now, let us consider our respon- 
insurable 


dete rnning 


sibility for 
values. It is my understanding that 


twenty-two states have statutes pro- 


viding that in case of a total loss on 
the 

conclusive as to. the alue of 

at the 

such sum is recoverable. The Mis 


realty amount oOf imsurance 1s 
the 
structure time of the loss and 
souri statute provides that the insur- 
ing company “shall not be permitted 
insured 


to deny that the property 


I 
was worth at the time of Issuing 
of the policy the full amount insured 
therein on said property ; and in case 
of total: loss of the property insured, 
shall be the 


which tl ame was 1n 


the measure of damage 


amount tor 


sured, less whatever depreciation in 
value, below the amount for which 
the property is insured, the property 
may have sustained between the time 
of issuing the policy and the time of 
the loss.”’ It also provides that the 
burden of proving such depreciation 
is upon the insuring company. | 
understand the Kentucky law is sim- 
the the other 
states make no provision for any 


ilar, while laws of 
depreciation 
The 


valued policy laws and the possibil- 


existence of such so-called 


ity of similar legislation being 
passed, puts a strong onus on the 
insurers to determine the value of 
property insured, 

Further to put 


some states, including Ohio, have 


the onus on us, 


adopted the amount of insurance 
clause for risks having values sub 
ject to the clause of not less than 
$100,000 
of the 
are risks rated as Churches, Educa 
Institutions and other Public 
Buildings; risks occupied as Banks 


Risks eligible for the use 
amount of imsurance clause 
tional 


or Offices and classified as contain 
light 


classified as 


ing exclusively occupancies ; 


risks multiple unit 


Your Choice for Convenience 
in PITTSBURGH 


JACKTOWN 
MOTOR HOTEL 


The very finest ac- 


commodations. 60 
nditioned 


, tele- 


air-co 
rooms with T 
combination 


Excelient 


phone 

tile baths 

dining room. Facili- 

ties for group 

IS to SOO 

Route Irwin, Pa. 

I mile West of Irwin Interchange 
UNderhill 3-2100 


KNOTr 


IK 


NOTE LS 


tile bath, 


port. 
Joseph F. Duddy, 


Gen. Mgr 


Teletype Service 
no charge 


Opposite 
Airport on beautiful 
Parkway West. 56 


air-conditioned 


telephone any Knott Hotel 


HOTEL PITTSBURGHER 


Right in the heart of the 
Golden Triangle 400 outside 
rooms with TV and every 
comfort of modern hotel 
design. General Forbes 
Lounge and Dining Room 
,.. Air Conditioning. Air- 
port Limousine and Taxi 
Service 

Forbes Avenue Below Grant 


ATiantic 1-6970 


HOTEL PITTSBURGHER MOTEL 


Pittsburgh 
Airport 
luxurious, 
with 


Greater 


rooms 


IV, private phone. 


Courtesy car to and from air- 


AMherst 4-5152 


For immediate confirmation of reservations at 


or teletype PG-29. 


Housing Projects, including five or 
more divisions containing 50 or 
more family apartments, and so cer- 
tified by the Bureau; and auxiliary 
buildings on the premises of and 
covered with the foregoing risks, 
The filing for use of the amount of 
insurance clause requires annual in- 
spection of the property to ascertain 
and 
engineering service. Values set forth 


changes requires specialized 
in the application are subject to ver- 
ification by the Bureau. 

Kither actual value or re- 
placement cost values may be filed, 
depending upon how the insurance 
is to be written, A satisfactory state 
ment of values must be submitted 
annually in connection with the re- 
newal of the policy containing the 


cash 


amount of insurance clause; when 
the filed amount changes during the 
term of the policy, adjustment of 
premium may be made accordingly 
on a pro rata basis. 

When the 
clause is used, a coinsurance clause 
must be attached to the policy. Not 
less than 90% 


amount of insurance 


is required under a 
and 80% 


policy 


blanket policy under a 


that 
items eligible to coverage on a re- 


specific form except 
placement cost basis shall be subject 
to the provisions of the standard re 
placement cost endorsement. 

Che amount of insurance clause 
dire ctly connects the value of the in 
sured with rating. The 
rates used under the form are 5% 
than the 
the amount of insurance 
However, the insured is not 


property 


higher rates applicable 
without 
clause 
“buying a pig in a poke’’—the mat 
ter of coinsurance compliance is set 
tled in advance of the loss 

In my opinion, it is certainly 
probable that the use of the 


of imsurance 


amount 


clause will be more 
widespread in the future and possi 
bly the eligibility list will be ex 
panded. To me the amount of in 
it the 
insurance to value is 
a part of the rate structure—a fact 


to which | believe we will all agree 


surance clause makes sens¢ 


pi ( portion of 


this clause establishes agreement 


on the point prior to the loss. Cer 


tainly, it provides a means for us to 
sell the right amount of insurance 

Perhaps we have felt that the coin 
surance clause in the policies has 
guaranteed that the will be 


adequate to conform with the rating 


value 
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But who would be so 
think that 
penalties are ever fully 
every 


structure 
coinsurance 
invoked 
coinsurance 
Further 
more, in effect we tell the insured it 
is his business to see that he has the 
right amount of insurance and, if at 


naive as to 
claim involving 
deficiency is compromised 


the time of the loss he has the wrong 
answer, we will penalize hin. What 
kind of a deal is that ? How long will 
competition let us hide behind a co 
insurance clause ? 
penalty of the 

will not be fully invoked, how long 


Knowing that the 
coinsurance clause 
will we wish to continue to rely on 
the warranty ? 

rherefore, realizing the intricate 
nature of the computation of the in 
surable value of the 


pre perty, can 


we presume to be selling the right 
amount of insurance if we leave such 
determination solely the problem of 


We know, of 


course, that not one property owner 


the property owner 


in a thousand 1s capable of estimat 
ing the insurable value of his prop 
recognize the mean 


“actual cash value 


erty few ever 
ing of the term 
We may advise the property owner 
and 
this 1s sound advice, for a detailed 


to have his property appraised 


appraisal will prove invaluable in the 
settlement of a claim 
However, too often such advice is 
disregarded and properties are in 
sured without regard to their true 


insurable value. Unless we can 


prove a coinsurance deficiency and 
fully invoke the full penalty for non 
been ort 


compliance, we have 


changed on the rate charged 

Furthermore, the property ownet 
may consider the cost of an appraisal 
cost of his 


id find 


trained ; or 


as adding to the msurt 


ance ; he may seek a tecl 


nically producer 


who will advise to estimate 
his insurable v: , provide him 
with an estimate based upon authori 


tative information, or actually insti 


\mount of Insurance Clause 


Certainly, we cannot sell the right 


amount of insurance, unless tl 


right amount has been determined 
If we sidestep the issue, 
playing into the hands 

Many 
cies employ technically trained men 


when 


petition 


petitio1 metropolitan 


to make valuation 
1eeded \ 


Stan k 


estimates 
number of fieldmen of 


and mutual companies 
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4 
DYNAMIC 
PARTNERSHIP 


between 
Company 
and 
Producer 








Both members of this partnership work closely 
together to build sales, render service, and 


operate on a profitable basis. 


PACIFIC NATIONAL 
FIRE INSURANCE COMPANY 


A MEMBER OF THE TRANSAMERICA INSURANCE GROUP 


San Francisco, California « Phil phia, Pennsylvania « Skokie, Illinois « Dallas, Texas + Atlanta, Georgia 


ire 
mates 

It is m\ beliet 
h 


companies 


videly 
training 

Seld r 
or held represe 
such training tered » aver I to give 


producers 


It 1s hoped that I h: 


tion, 


mount 


vdmiit 


to point out the importance of prop 





Executive Comment—from page |/7 


missions among such companies in 
than the past. Your management is 
keenly aware of and is meeting this 
competition when, in its opinion, the 
results will be profitable \ 
agement 


ur man- 
intend to enter 
into competitive practices which in 


dc es not 


its opinion, will lead to unprofitable 
results 

Competition is forcing the stock 
agency companies to find means of 
reducing the cost of doing business 
through the independent agent. We 
feel confident that this problem will 


be satisfactorily solved without vio 
lating the independence of the tradi- 
tional insurance agent. Your man- 
agement believes that the insured is 
entitled to and 
not only in placing his insurance on 


needs an advocate 
favorable terms but also in collecting 
and the independent 
agent fulfills this need. 

Your 


vital to be alert to changing condi- 


only 


losses 


management believes it is 
tions in the insurance business and 
to maintain an open mind on con- 
In solving 
these problems, your management 


stantly arising problems 


will be guided by the desire to main 


a tabular fashion. 





tain the unquestioned integrity of 
the company, to grow soundly and 
to make a profit—Roy F. Carr, 
president; Providence Washington 
Insurance Company. 


FORMAT OF THIS YEAR'S re- 
port has been altered in an effort to 


e TH 


present all pertinent information in 
\ review of these 
data will, I believe; slemonstrate that 
1959—though not a good year for 
did produce a 
much improved situation. Premium 
12.2% 
This growth has been accomplished 
any 
ganization’s 


us insurance-wise 


writings were increased 


relaxation of this or- 


traditional 


without 
underwrit 
ing standards 

\ review of the investment exhib 


“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA RocCHEFOUCAULD. 


its will reveal a further and marked 
betterment in this phase of our oper- 
ations substantially 
larger volume of investments with 


Combining a 


the highest interest rates in a quar 
ter of a century and with a favorable 
dividend climate, the portfolio, not 
including securities of The Colum 
National 
pany, produced a net 
12.1% preceding 
The estimated tax rate applicable to 
the investment income continues to 
show a favorable trend. 


A capable employee's loss was a hard blow, 


but the agent rediscovered his own capacities a po 
Nan Ate Insurance Com 
and became a better man than ever before. 


income up 


from the year. 


Investment policy showed no sig 
nificant change, with continued em- 
phasis 


primarily in tax-exempt 





bonds and to a lesser degree in com 








mon stocks. Some minor changes 


were made in the portfolio, with 
the liquidation of 


proceeds from 


certain common. stocks being in 
vested in other common stocks be 
lieved to offer more attractive long 
term minor 


bond 


potentials Some 


changes were made in_ the 


WA 


AND COMPANY INCORPORATED 


LOUISINE GaNSEQM AGENTS 
ESTABLISHED 1944 
G22 29 C.SOAR? 9 RAND OOARING 


BN ARBURY 


portfolio 

Since the acquisition of Columbia 
National the vear has been largely 
spent in making surveys and plans 
for the future. The consolidation ot 
the group insurance activities of the 
National and the Hart 


\ceident and Indemnity Com 


Columbian 


ford 





pany into a single integrated group 
the 


. - . 11 
careLluily 


department is proceeding at 


present time along lines 


RUSTON LOUISIANA worked out and studied for several 


months. Man-power to permit the 
life company properly to cover and 
service the Hartford representatives 
is a prime need and the selection and 
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training of the desired people is 
neither easy nor rapid. The officers 
of the fire company, the casualty 
company and the life company are Foreign 
working in close cooperation upon a 

rogram of planned expansion. This 
ulaitialides taking full advantage insurance 
of the opportunities over the years, 
but only at a pace that will permit a 
level of service in this field that will 
be on the same high plane that has 
characterized the Hartford organi 
Hullett, 
president and chairman of Finance | 
Hartford Fire 


ance Company 


is Your 
Opportunity 





zation in the past.—J. C 


Committee ; Insur-| =f 
| Be sure the companies in 
your area know that you 
| can handle their foreign 
insurance requirements 
through AFIA. With 
AFIA’s help it is as simple 
as handling a domestic risk. 


IN GENERAL, I feel that 1959 was a 
vear of considerable progress for 
your company. As you will note 
from the highlights of the 
activities, the underwriting 


mete "8 APTA into. 

pee Order a supply of Protected rig sey a ne 

AFIA’s folder, ‘‘Does Your . 

Overseas Protection Fit?’’, 

to mail to your clients and 

prospects . . . and expand 

your business into Se 

foreign fields. WIE foam to rent or broker our petions 
INSURANCE of Your bus! 


| = oe 
P| Z\ 


’ ee 
N. RANCE 


prof axe to hei 
pront 2 this uty will ‘be ona ure 
. YOu profit b y 

y 


M6 the overseas 


and the investment income for the 
vear resulted in a net operating in 
come compared with a substantial | 
operating loss in 1958. I am happy 
to report that our surplus to poli \ 
holders at vear end was the largest 
in the history of the company. Divi 
dends were paid at the regular rate 
during the year and were supple 
mented by an extra dividend follow 
ing the vear end. 


‘ OC TATION 
Despite 


A880 
ww ork 


ow York 3a, 1 


a decrease in premium 





writings, our ratio of expenses to 
This AFIA advertisement 
is currently appearing in 
National Magazines 


written premiums was maintained 
at approximately the same level as 
in 1958. In addition, actual costs 





were reduced 








This expense control 
is encouraging, and strenuous ef 
forts are continuing to further re proto co oon 
AFIA—161 WILLIAM STREET 
NEW YORK 38, NEW YORK 


duce expenses in 1960. The decrease 
in premium writings was primarily 


1 
| 
| 
caused by the elimination of certain Siaiai anal folders, "DOES YOUR OVERSEAS PROTECTION FIT?” ; 
unprofitable lines. 
During the vear there was a vir Agency | 

1 

| 

| 


tual revolution in the rating of Sneed Addon 


automobile lines. The casualty in 
surance industry in the last five City Zone State 


b eee ew aren ananananenanananamananananenenananenanenananasenananananndl 


vears has experienced a tremendous 





growth of the so-called specialty 
particularly the three 
larger writers of this type of insur-| 7 A 
ance. During that period they have | 


companies, 








siphoned off a very substantial por 
oes ol das tithe cldien oni teem AMERICAN FOREIGN INSURANCE ASSOCIATION 


161 William Street ¢ New York 38, New York 


acquired the major portion of the| 


new business. This, in my opinion, | 
has been the primary reason for the 
disastrous results in the automobile | 
lines for the stock casualty compa 
nies and for the serious loss vour| 
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CHICAGO OFFIC! Insurance Exchange B ‘ ™S West Jack ri ! ! 

DALLAS OFFICI 100 Vaughn Building Ce rce Street 1, Texas 
HOUSTON OFFIC! The Century Building ? rav treet ton 2, Texas 
LOS ANGELES OFFIC! $277 Wilshire Boulevard gele California 
SAN FRANCISCO OFFICE. . Russ Building, 235 Montgomery Street, San Fra 
WASHINGTON OFFICE 


}, California 
Woodward Building. 733 15th Street N. W., Washington 5, D. ¢ 


An association of leading American capital stock fire, marine, casualty and 
surety insurance companies providing insurance protection in foreign lands 





Executive Comment 


company these lines 


in 1958 


experi nce 


In an effort to recapture 
the lost 
reau of Casualty | 
the National 


mobile 


some of 
National Bu 
nderwriters and 
Association of Auto 
which we 
are subscribing members, introduced 
a Safe Driver 


fornia in May, 


business, the 


Underwriters, of 


Reward P 
1959 


in in Cali 
lhis plan pro 


vides for premium discounts up to 


INSURANCE. GENERAL AGENTS 


ARKANSAS 


drivers and 
with accident 
records and moving traffic violations 
by charging premiums up to a maxi- 


20 percent for safe 


penalized drivers 


mum of double the insurance rate 
The Bureaus 
subsequently filed similar plans in 


for av erage drivers. 


seven additional states and several of 
the larger Bureau companies filed 
their own plans in various states. In 
Texas there is a plan which is com 
pulsory for all companies. It is esti 
mated that there are fifty plans in 


UTAH 





Cioulirr Z sured 


peg GENERAL AGENTS SAE 
Jord Yonuith, Cphaneas 
SUnset 3-6147 . 214 North éth St. 
ALEX ARTZT 


Okla. Ark La. Texas 


COLORADO 


THE KOLOB CORPORATION 
Managing General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


241 South Sth East 
Salt Lake City, Utah 











WEST VIRGINIA 





RITTER GENERAL AGENCY 
Gas & Electric Bidg. 


DENVER, COLORADO 
COLORADO WYOMING NEW MEXICO 





ALFRED PAULL & SON, INC. 


Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 











LOUISIANA 


CANADA 





BUSHNELL and COMPANY 


GENERAL AGENTS 
BOLDEN BUILDING 


ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 








NEW JERSEY 





A. W. MARSHALL & CO. 


MANAGING GENERAL AGENTS 
744 Broad St. Nework 2, N. J. 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 
Tel.: Mitchell 2-0963-4-5-6-7-8-9 








Robert Howard J. M. Williams J. A. Carmody 
D. Oliver T. W. Litchfield W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 
INSURANCE BROKERS 


Canada Cement Bldg 67 Yonge St 
Montreal, Quebec Toronto, Ontario 














Stewart, Smith (Canada) Limited 


630 Sherbrooke St. West, Montreal 
Branches: Toronto, Vancouver 
Agents and Brokers for 
Insurance and Reinsurance 
Associate Offices at 
116 John Street, New York 
Board of Trade Building, Chicago 


also 
Stewart, Smith & Co., Limited, London, England 











TEXAS 





T. A. MANNING & SONS 
Insurance Managers 
Established 1904 
DALLAS 1, TEXAS 











A. E. WILSON & COMPANY, LIMITED 


Lumsden Bidg. Toronto 


Insurance Service 


Throughout Canada 








operation, and more in the filing 
stage. We are using the Bureau 
plans wherever approved. 


A disturbing feature of these 
plans is the apparent lack of pre 
mium balance for risks. 
panies will retain the discounted 
risks with their small profit poten 
tial, while the penalty risks can find 
homes in other companies at stand 
ard In addition, the current 
plans also involve a_ considerable 


some com- 


rates. 


amount of detail and expense. 


While it is impossible to predict 
the ultimate success of these plans, 
it should be noted that similar plans 
have been tried in the past and dis 
carded. At the present time, how 
ever, these plans are extremely 
popular with the insurance buying 
public, which is a powerful force 
favoring their continuation.—4. L 
president; Massachu- 
‘tts Ronding and Insurance Com- 


Peirson. Jr., 


© UNDERWRITING CONDITIONS dur- 
ing 1959 reflected general improve 
ment in the claim and loss expert 
ence on all major classes except 
automobile bodily injury and surety 
\utomobile business continues to be 
a source of concern. Your manage 
ment is giving strict attention to this 
class and our best efforts will con 
tinue to be directed toward correc 
tive this 
well as to all other classes written 


measures on business as 


During the year we embarked on 
a program to reduce our holdings of 
low yielding common stocks to take 
advantage of prevailing higher yields 
in bonds. We look forward to a con 
tinued improvement in our income 
as the full effect of our reinvestment 
program in higher yielding securities 
is fully reflected in the coming vear 


Increased premium writings, 1m 


proved underwriting results, sub 


stantial increase in investment in 


come, and material reduction in 


expense ratio, characterized our op 


erations during 1959. Although un 


derwriting continued unprofitable, 


there is much indication of a deh 
nitely improving trend. We are con 
tinually exerting every means to 
refine our writings and believe that 
the outlook is more favorable than 


has been the case in the past few 
irs.—James L. Dorris, president: 


> fianowe 


Insurance Company, 
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One of a series of Great Mutual Efforts: 





































































































: 
3 (Northweste rn, 
that is) 


Robinson Crusoe and his man Friday set up their own suburban community on a far-off 
jungled island by mutual effort. It still works. Wherever you live, an agency agreement 
with Northwestern gives you added tools to build your business — the extra advantages 
of modern policies, prompt claims-handling and 
proven mutual savings to match the extra service 


Jon’t wait for 
of your own local independent agency. Dor Jor 
Friday to write 


+ Northwestern 
or d ils 
fs ORTHWESTERN jor deta 











\ : 1c 
MUTUAL INSURANCE COMPANY aS oy an agency 


FIRE - CASUALTY - AUTO agreement. 
Sta €-+-we . “ ’ N I 


HOME ef ‘ 





what is adequate ? 


PAUL H. JONES, C.P.C.U. 
President 
National Association of Ins. Agents 
New York, New York 


NE OF THE MAIN objectives of 
()ii. administration of the Na 
tional Association of Insurance 
\gents is and has been fot the last 
year O1 


so to interest the individual 


association member in participating 
in the problems which face our busi- 
ness 


Whether we 


or the 


agree with one side 


other of many points 1s not 
he fact that they de 


as material as the 
careful consideration of 
all of us Phe 


pomt ot 


serve the 
need for an objective 
view by the many 1s very 


inportant because, as | have re 


peatedly said, these are not simple 
solved just by the 
local, state and na 


problems to he 
leadership of 


tional associations. They are very 


complicated problen s which can be 


solved only by a step-at-a-time pro- 


t 
cedure, and such procedure can only 


be implemented by the bulk of the 


agents 


Study the Problems 
Wi have 


members to study the 


rep ited] urged our 


business and 
and form thei 


its problems own 


conclusions, based on the combina 


tion otf experience in thet 


home 


knowledge “uC The by 


own 


agencies and mixed 


with listen 
ing to others and ibout th 
problems 

Certainly 
problems in 
system in whi 
terest, such as « 
and means of dist 
and the state regulation 
ness. | am proud ot 
agency system, al 
insurance agent Ww 
good msurance protect 
motest corners of out 


weathered 


having 
catastrophes 
achieved for 
a very honor: 


munity. 


134 


We in the business should also be 
proud of the record of state regula 
tion of insurance, which ts one of the 
matters now being discussed on sev 
eral fronts. 
of NAIA 
committee last August it was said: 
“We live in mortal fear of 


In testimony on behalf 
before the Senate sub 
federal 
Knowing the complexi- 
ties not only of the business, but its 


legislation. 


myriad independent segments, the 
words ‘federal regulation’ bring to 
mind at once a picture of a regula 
tory bureau the size of which would 
dwarf anything as yet conceived, 
with its tentacles having, of neces 
sity, to reach into every state.” 


Federal Regulation 


| hardly need to explain that we 
in the insurance business fear Fed- 
eral regulation, not because of any 
belief that our Federal government 
is not fair, but because our member- 
ship represents one of the largest 
groups of “small businessmen” who 
tvpify our American free enterprise 
system. We are typical of the small 
businessmen historians 
credit with providing the biggest 
part of the dynamic economy of 


who some 


which this country is so proud. Be- 
cause we are small, we do fear fed- 
eral regulation; while it is difficult 
the insurance 
agent to participate in regulatory 


enough for average 


problems at a state level, it would 
be a virtual impossibility for most 
of us to take our problems to Wash 
ington, both from a point of view 
of expenses involved, and from the 
the federal 
would be necessary 


size ot bureau which 
to handle such 
regulation, 
Therefore, one cardinal principle 
which agents’ associations have is 
that of states’ rights in the regulation 
of insurance. The very nature of out 
business requires the most rigid ad 
herence to sound methods of opera 
tion, and therefore there are few who 
will argue the need for its regulation 
(ur business promises much in the 
wav of protection for the payment of 
a comparatively small premium. The 


security of our policyholders re 


quires safeguards in the custody of 
these funds, which must be available 
losses that will occur in the 
future. Therefore, those persons en 


to pay 


gaged in the business of selling and 
servicing insurance must be compe 
tent and trustworthy. It is 
essential that such regulation pro 
vide rates that are neither inadequate 


also 


nor excessive, and by common ac- 
ceptance they must not be unfairly 
discriminatory. 

Few could question the impor 
tance of insurance in the country’s 
economy and in the lives of its citi 
zens. For over a century this needed 
regulation has been performed effec- 
tively by the states. Very important 
to most of us, due recognition has 
been given to the peculiar and par- 
ticular problems and requirements of 
the respective states and geographic 
regions. I believe that insurance 
agents can and must continue efforts 
to maintain and improve the quality 
of state regulation. By so doing, we 
are continuing truly to represent 
the interest of the buying public. We 
are all much aware of the in 
creasing complexities of this busi 


very 


ness of ours and the constantly in 
creasing responsibilities placed on 
the insurance 


and their staffs. 


state commissioners 


Best-Qualified Personnel 


The best interests of the public 
and the 
business will be served by obtaining 


therefore of everyone in 
and keeping the best-qualitied regu 
latory personnel. We must make it 
our business in every state to see 
that adequate funds are appropriated 
to fulfill this objective. 


maintaining a continuing 


Chis means 
interest, 
because what was adequate five vears 
age is not today, and what is ade- 
today will not do the job at a 
later date. 


We 


bility as members ot this industry of 


quate 


also bear a grave responsi 
ours to see that progress in our busi 
ness is not shackled. 


tory of the American agency system 


rhe 1 mg his 


and its members has shown an ability 


( tinued nA VA 
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NOW rs 10 TIMES EASIER TO SELL 





... MANY... MANY..... MORE MEN... 
when you DIVIDE and CONQUER 


When that “lump sum premium” is your Waterloo with a hot 
prospect, you can divide and conquer with the Phoenix Monthly THE 
Premium Payment Plan. Your client pays premiums in 10 easy 
monthly payments — and the bugaboo of “lump sum premium 
payments” is gone forever. You sell more prospects more easily 


. and enjoy all these additional benefits, too: 


Offer choice of 2 plans 10 payment for 1, 3, 5 year policies, MONTHLY 

30 payment for 3 and 5 year ‘policies. Only 1 10 or 1 30 PRSEOM 

: : ; PAYMENT 

down payment required. 

You forget about handling collections. Insured pays 
ee ee ee od | — me som cs ow of 
oe agirectly. 


You run no risks Phoenix does all the financing. Interest 
is only 6%, down payment only 10°%. (,) rh 


You get your commission right away on the total coverage we hoenix Ha ord 
sold. No waiting. 4 


TH 
So, if you’re a Phoenix of Hartford Agent, make hay with the INSURANCE COMPANIES 
new Phoenix Monthly Premium Payment Plan divide and Hartford 15, Connecticut 
we) or > k > S - . ll > oc + r th THE PHOENIX INSURANCE COMPANY 
conquer new markets. Start collecting CommMiussions right away. soils: cemesdidhantedans: toils caiman Geceaibidiioal 
Send for Your Phoenix Salesmaker Kit EQUITABLE FIRE AND MARINE INSURANCE COMPANY 
¢ c (fi acre a iit c c i 
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What Is Adequate—from page |3 | have repeatedly stated that | did ticular pattern. Neither are the in- 
not believe in ‘‘sacred cows” because dividual members machines, able to 
to adapt to changing times in the in | know the important thing is what turn out, or expected to turn out, 
and to trate continu- the public likes. [ agree that chang- similar services in every instance. 
wort! t system under ing times bring about a survival of | There is, in fact, no “average” agent 
ertainly no one _ the fittest. The fittest are often those any more than there is an “average” 

in a time of endowed with the qualifications and _ set of fingerprints. 
historical velopment in the ability to adapt themselves to con 


1 
| 


There are, in my opinion, three 
surance business, but I have only form to the unavoidable, to accept types of agents, and right here per 
1 for those who question the — the inevitable to fit in with the exist- haps I should make clear that | speak 


scort 


1 


ability of the system to survive. I ing or changing conditions only for the third type 


have the greatest confidence in our Our organization is not a union, 


rhe first type, of course, are the 
ability to continue to meet the needs and, therefore, does not expect all 


captive agents. The second type are 
of the public through this system its membership to conform to a par what | call “the 5-and-10¢ store 
agents’ who handle every type of 
company just so they can offer every 

Financial Statement of the type of cut-rate policy available 
The third type are the profes 
KANSAS CITY FIRE & MARINE sional, independent insurance agents. 
INSURANCE COMPANY | do not assume responsibility for 


As of December 31, 1959 and 1958 the actions of all types, but | would 


December 31, Percent to December 31, like to point out that my tvpe. of 
ASSETS 1959 Total Assets 1958 2 ‘I 


agent and our type of company have 
$ 2,475,808.34 21.64% $ 2,599,046.72 ‘ ; 


pioneered in many ways. Not the 
least of these is the fact that our 
kind of companies pioneered, de 
veloped, and offered through the 
\merican agency system the home 
owners and comprehensive dwelling 
type of package policy at a reduced 
rate, which offering has been of sin- 
cere benefit to the buying public. 
The direct-writer type of company 
came into this field later at various 


deviated rates 
Total Admitted Assets 


LIABILITIES 


507,561.3 Competition 


806.35 


200,012.3 | do not mean to overlook the 


900 e e 
9.253 competitive situation because we of 


the American agency system have 
lived with competition for many 


vears, and | am sure all of us expect 


to meet it for as many more vears 
Total Liabilities, Capital and Surplus as we individually have left in the 
P e ks at Dece business 
ibed yt | tior f Insurance ¢ r : 
aaa | have been an agent for twenty 
OFFICERS DIRECTORS 5 a Kea aie : 
<—ipsetisiaa ses five vears and day after day | have 
Chairmon of Board C ¢ Fred H Calvin a - 
President Exec V-President R. 8. Jones & Sons, inc been in the midst of competition, 
Underwriting Milton McGreev ta . ; 
Moviton Green _ Partner, Herris Uphom sometimes giving and sometimes re 
Chem Eee Comm © Gana : 5 : 
Chee C ones Dovid Neiswanger “el a » rece 
rae dy , ceiving. Competition in recent years 
Chtt C. Jon Jr Topeka, K s . } a P > . > 
fig er jwee has had more emphasis on price, but 
RB. Jones & Sons, Inc Industriolist , . 
& Asst Trea Morton “grated : ohn WS . the imsurance industrv is not the 
President ‘ ress 
wort Jr 
yson R Crosby Kemper Vics Peastians 
Assistont Secretory Alfred J. Hottme Chm. of Bd., City Not | io: seine Sis ten ‘ket place. Att sit seem sif 
partmental Secretory Bonk & Trust Co Wheaten A. Willtaon, market place mes 1 eems as 1 
ihemarenisonal Tea Neat Churcnme Minneapolis, Minn 
Eugene K 


Assistant Secretory 


only one to feel this change in the 


2 we are faced with a national hysteria 

ealty Co 

regarding price, and there appears 
- little probability that this: situation 
° ° ° i will change 

Kansas Ci Y Fire and Marine 1 We must have the greatest of 


Aewtawce Coore any cee YE pride in our product, which includes 


not only a promise to pay, but se 


curity throughout the term of the 
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policy 


ing the 


Our role is not just in sell- 
product, but also in providing 
a continuing service during the term 
of the contract. My clients purchase 
with their policy an option on the 
amount of my that 
at an unknown future date, 
that need develops, and that option 


a twentv-four-hour 


time they need 


in Cast 


is collectible on 
week 


term of the 


a-day basis, seven davs a 


throughout the 
}* icy 


entire 


Price Important 


Much emphasis has 
been placed on the subject of price, 
and | readily concede that the 
of insurance is extremely important 
to the public, but let us 
nize many other factors in this highly 
\Ve must 
fit the need of the people in our in 
dividual 


frequently 
price 
also recog 
complex field of insurance 
communities and in. our 
atford to 


that 1s 
just because of an 


client’s interest we cannot 


insure him with a 


likely 


occurrence 


carriet 
to cancel 
which was actually the 
intent of the protection when it was 


Si id 


portant, and we 


Preservation of a market ts 


have a moral 
obligation to provide such a marke 
for all insurable just for 


driver or property owner? 


people, not 
the lucky 


Phe promiscuous cancellation 
| 


automobile policies in certain geo 


graphic areas in recent months has 


been a serious problem to thos 


respective state imsurance depart 


ments, and was even given the at 


tention of one large state’s legisla 


ture, This seems to me 
the fact that 


tl ose 


to pomt uD 
automobile rates im 
territories had been cut to a 


point where those particular carriers 


could not live up to their obligation 
for a substantial seg1 


lhe 


In our business the principle that 


nent of the pub 


premiums of the many shall pay the 


losses of the few 1s still sound, and 
to ignore this principle is to invite 
state other 
intervention to 


“ANCE lled 


1} wre are 


funds or governmental 


accommodate — the 


needs of drivers 


many factors besides 


surface values of lower rates and, 


any seasoned insurance veteran 


knows, there is real danger in carry 


e price-cutting philosophy 
a point where the competition | 


comes only an attempt 


cream at the expense 
minority of the public 
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Critical Comments. . 


) A \ 
i | 


. Ratings. . . Facts. . 


Analyses 


Fire and Casualty 
Insurance Reporting 
Service 


Price 5110.00 

Meaningful insight . . . facts, critical comments and ratings 
covering the financial condition, management and opera- 
tions of all FIRE and CASUALTY INSURANCE institu- 


tions in the U. S. and All important Canadian Companies. 


Individual Company listings completely cover latest financial 
statements, investment exhibits, stockholders gains, profit 
and loss exhibit, summary of stocks and bonds owned, 
dividends paid, and many others. Each company is assigned 
policy holder's and financial ratings, and is completely 
analyzed and carefully considered comments are made. 


Coverage of the operations includes company’s yearly operating 
results for the past five years. The FIRE AND CASUALTY 
INSURANCE REPORTS also contain the history, manage- 

ment, reputation, officers, directors and other valuable in- 
formation on each company . and included in your sub- 


scription ALFRED M. BEST COMPANY, INC 


. offers you: 


Unlimited privilege of inquiry entitles subscribers to facilities 
of an extensive library of confidential files, plus highly 
integrated research facilities and the coordinated skills of 
a staff of experts. Authoritative special reports and confi- 
dential letters are sent out in direct answer to inquiries on 
listed and unlisted companies. Indexing facilities insure 
automatic forwarding of additional information related to 
your inquiry. 

@ Complete MONTHLY coverage of the insurance field with a 
one year subscription to BEST’S INSURANCE NEWS. 


@ Complete WEEKLY coverage of the latest fire and casualty 
news with a one year subscription to BEST'S WEEKLY NEWS DIGEST. 


ORDER NOW! 


ALFRED M. BEST COMPANY, 
75 Fulton Street, 


INC. 
New York 38, N. Y. 











It is 
industry 


true that the giants of the financial giants at the 
could exist on such a basis the future existence of small com 


ra long time, even panies 


some. classes being entire This would seen is to tend to 


quate, but what about the reduce competition IMsurance 
panies? The public and the indu 
ved by the presence 


business over the I pull, rather 


ire best ser than to encourage 
many soundly 1 


inanced companic 


sound] in advance ¢ 
providing 
role in existence of 
compant emphasizes 
tion in danger to tl 


dustry 





expense ol 


Isiness 


ours, 


| ges 
change 


structure 


ent competitive 


ready pointed out that the 


What Is Adequate? 


It is a simple fact that the Amer- 


still has the ma- 
written in 
but there 1s 
sounded 


being 


must be 


long established agency 


m if it is to prevail in the pres- 


I have al 
he long his 
gives ample 

to make 

In my 
business, 


hanging 


one, 


our type of 
ad- 


our 


in its firm 
that 


rima&©ry obliga 


wmtion 


tant as making 
tion to serve, 
enience ot the 

long as that 


nT books 


portant and 
ly important 
citizen; and 
ire citizens to 
ore paramount 
Y iWsurance 

ll he pre- 

he big cities and 
captains of 
orner of out 
blest citizen 
svstem has 
as ot today. 
Vstem are prim 
hardworking in 
remain that 
reasonable 


their 


There was a day when a man be- 
came an insurance agent just by 
saving he was one and getting a 


company to represent, but that day 


forever. Today an inde 


is gone 


pendent insurance agent must be 


trained and have specialized ex 
perience with which to do his job, 
and, in the true sense of the word, 
ranks with other professional men. 
When anyone talks about rates and 
what they should cover and how they 
are made, he would be forgetting a 
most important cog in the wheel if 
he forgets to provide proper incen 
short 


sighted is the making of competitive 


tive for the agent. Equally 


rates which can comply with the rat 


ing laws only by taking a big bite 


out of the part paid an agent who 


must provide the service on the 


policy, in addition to getting 


reasonable incentive for 


] 


] 
and making the sale 


place 


Proper rating is not 
to do justice 


price-cutting if we are 


to the public and the other 


of t 


COM) 


] 
} 


ponent e industry. 


segments 


1 am convinced that our system 
has done and will continue to do the 
job, and because it 1s a better job, 
we will in the long run be paid ade 


quately for a job well done. 


What is “adequately 
I had 
commissioner 
talk 
their new law, which requires that 


Very re 
hear the 
Vir 


operat m of 


cently occasion to 


from the state of 
vinia about the 
all insurance policies include the un 


insured motorist endorsement It 


further provides that all uninsured 


motorists at the time thev buv a car 
license must pay a special fee, which 
accumulated by the state and 


the cost of 


will be 


used to defray the un 


insured motorist endorsement  at- 
tached to the policies of the motorist 
who is paving his own by buying in 
surance 

I am not trying to explain tl 
law itself, but | believe that the facts 


ih 


here are significant, because it 1s 
indicative that others cannot do our 
job for less money. During the past 
vear, the state of Virginia has col 
lected $1,169,730 at a 


per car on approximately 


rate of S15 
78,000 un 
insured automobiles. The law 
that the Motor Vehicle De 


partment may deduct its actual costs 


pro 
vides 
of collection, and such costs were 
$271,255.93, leaving a net fund to be 
paid to the insurance companies for 
providing the coverage in question 
of $898,474.07. The significant fact 
is that the bare costs of colle 


to 23.2% of 


here 
tion amount 
this is 


enough to be credible 


collected. [I admit 


boards and bureaus b 
ant to me 


This only for collecting 


le who must bv law 


Pp Cone 
apply for license plates and 
s Isn't 1t close 


interesting how 


this percentage resembles our pet 
centage of over-all commission rate 
for not only collecting money, but 
the many other services which we 
provide ? 

The public will be best served by 
rates which in addition to the im- 
mediate price also take into consid- 
eration maintenance of the market, 
continued solvency of the industry, 
reasonable compensation — for 
SET VICE provided and, last but not 


least, sufficient incentive to cause 


It takes 


a salesman to make people want in 


someone to sell the product 


surance 1n most instances. 


WOLVERINE’S Comproheniive form Linhility Pouicy 


Offers more insurance protection per premium $. Every farmer needs Farm Liability cov- 


erage. Why sell him less than the best . 


. Wolverine’s Comprehensive Farm Liability 


Policy provides basic coverage of $10,000. Liability and $500. Medical Payments for as 
little as $10. for 1 year, $25. for 3 years or $40. for 5 years, for a farm of 180 acres, 1 
residence and 1 set of buildings. In addition to providing coverage for the usual basic 
hazards, Wolverine’s policy affords protection, at no additional cost, for: 


(1) Automobile Non-Ownership Liability 


. (2) Neighborly Exchange of labor... 


(3) Watercraft with any size outboard motor and inboard motors up to 60 h.p... 


(4) Fire, Explosion and Smoke Legal Liability . . 
dwelling regardless of who performs the work 
. (7) Custom Farm Work up to $600. receipts . . 


while in the employ of others 


. (5) Construction of a 1 or 2 family 
. . « (6) Business Pursuits of the Insured 


(8) Livestock Coverage — up to $300. per animal. 


Every farmer appreciates the extra broad cov 
erage provided by Wolverine’s Comprehen 
sive Farm Liability Policy. For further infor 
mation write the Agency-Sales Department 


WOLVERINE INSURANCE COMPANY 


BATTLE CREEK, MICHIGAN 
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sales success ad ur time on 
ALES gS the correction of tho nals which 


from other fields 


The Scientific Approach 


By Charles L. Lapp, Ph.D. is the me: 


and prac ti 

op level salesmen have learned it effective sel 
he factors 
ir 


pays to experiment. They are t 
continually learning more about aintain 


their profession because they are constant] 


\ 


willing to experiment with selling sales 


techniques. Experimentation may Having an 

not alwavs be the answer to more vou are lik 

effective selling, of course. Blindly everything 

trying new sales strategies can lead wards 

to costly errors and buyer 1l-will 
If there was only one way to sell 

} 


' Danger Signals 


a scientific approach wouldn't be 
necessary, Different buyers must be Recoaqn 
sold differently and even the same of the 
buyer may from one call to the next be on 
call have to be sold differently. It is follows 
the salesman’s responsibility to ad- Deere 
just to the idiosyncracies, whims and larly if cor 
moods of a prospect. Failure to or increasi1 
recognize and do something about Decreasing 
this basic fact can result in serious indicating 
conflicts. be selling 
Anyone can know al ie rules, customers 
fundamentals, and principles of sell- Increasir 
ing and still not be a salesman wit} tomers 
out practice. Just as a person can Increasing 
learn the theories behind music a complaint 
able to play, a pe! I at Lower 
> theories behind selling a Fewer 


1 


not be able to sell. And 1 he past perf 


analogy, a person can 
pretation of a piece 
without theory, every 
will 
av. 
\nvone who 
r science of sell 
methods will be limited and repeti- 
tive and therefore unacceptable to 
customers Knowing the 
without practice o1 ri- 
mentation will lead 
Paderewski once said. 
practice for one day, 
fail to practice for 
knows it: and if | 
davs, my audience knows it 
\ scientific appr ach to vot 


problems and _ se 
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“Would you have spotted this coverage 
flaw that won me a *1,000,000 account?” 


by a Philadelphia insurance agent 





“For some time, I handled a small part of a large 
manufacturer’s insurance program, and kept my eye 
peeled for bigger things . . . without much success, 
I’m afraid. 


“Then one day I happened to be talking with Tom 
McLaughlin, an Underwriter for The American. As I 
described my client’s program to him, Tom ques- 
tioned the need for the separate Profits and Com- 
missions policy which the manufacturer was carry- 
ing, through another agent, to cover loss of profits on 
his finished stock inventory. 


“Checking further, Tom and I discovered that the 
values being reported by the manufacturer, under a 
Stock Reporting clause policy, included the selling 
price value of his finished stock. By attaching the 
selling price clause to the Reporting Form policy, 
we could completely drop the separate Profits and 
Commissions policy and save my client $500 on 
premiums annually! 


ACCIDENT & HEALTH 
GLASS - 


* ALLIED LINES » AUTOMOBILE 
INLAND & OCEAN\MARINE - 


MULTIPLE PERIL e« 


“As a result, I wrapped up the entire fire line... 
$100,000 on buildings and contents, and $900,000 
Stock Reporter. That’s why it’s such a pleasure to 
do business with Tom and The American. It means 
more business for me!” 

You, too, can help yourself to extra income by 
taking advantage of The American's fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 


BUSINESS FOR YOU. B® 
NEWARK 1, NEW JERSEY 


The American Insurance Company « American Automobile 
Insurance Company « Associated Indemnity Corporation 


* BONDS + BURGLARY « FIRE « GENERAL LIABILITY 


WORKMEN'S COMPENSATION 
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DENZIL STUART 


MARINE AND AVIATION INSURANCE 
REPRESENTATIVE 
STEWART, SMITH & CO., LTD., LONDON 


MARINE PROBLEMS 


repair costs 
a consid 


apo 


} 
aerwritet 


ny accou | I 1 i ft t tenders 


, 
I 


eCCOnOn 


itiol 





News from London 


d This ad- 
dress is an annual event of quite 
and Mr. 


two-year 


can be better appre late 


considerable 


Hopwood, winding up his 


signihcance, 


term as chairman, again indulged in 


1° 


frank speaki over-riding 


message was | pite the im- 
proved economi climat this is not 
the time to enjoy a spree of undue 
competition or of 1s “Realism 
is needed ratl in pious hope,” 
hie said 

Referring to tl teadving of re- 


odd 


states, 


pair costs, he 
country out 
here costs ; contin 
bered that 
substantial pre rho f the bills 
international underwriter 
had te { 1 tro. the United 
state three 


which an 


overt 
million tons gross per-war and war 
built tonnage was scrapped in 1959, 
nillion tons 
1945 tor we atioat 


underw had found 


there were 
In recent 
them 
ind sus 
ceptible to damag » both hull and 


machinery 


¢ Xp TsSIVe 


VEesst 


Slight Improvement 


ve been an 


re cord 
albeit 


directly 


MMS u 


Hopwood 


ocean 
interfer 
Is the 
personnel 
quipment 
he 
a means 
navigation 
tion, in these 
speed ships 
ticularly in bu 


ted 


ges waters 
h Ist 


times mamtamed 


arbours 


conditions with rel 
entihe equipment 
, 


many cases. thre 


questions would 


142 


thought, and yet the circumstances 
of so many casualties gave cause to 
wonder whether they would be so 
in general. 

Specialized vessels built for cer 
tain trades so often had little or no 
deck equipment for unloading cargo, 
and should the vessel run aground 
she could do little to assist the sal- 
vage craft in lightening operation 
before attempts could be made to 
refloat, and very few salvage vessels 
were equipped to discharge bulk ofe 
cargoes 
still concern 
and there was little doubt that both 


Che rating of new tonnage 


gave much cause for 


carriers and 


the 


ore ‘super’ vessels 


were most inadequately rated 


of all tonnage 

Mr Hopwood said that the no 
ticeable firmness in the market dur 
ing the past twelve months needed 
to be maintained: even given stable 
would 


still depend on the future casualty 


economic conditions, a lot 
record. It would be idle to pretend 


that the full etfect of years of in 


| 
flation had been overtaken by such 


premium adjustment as might have 


been obtained 
there 
seemed to be little, if any improve 
world 


\s for cargo underwriting, 


~ 


ment, as wide competition 
tended to keep rates down to an 
almost uneconomic level—so often 


“competitive” in a form which ap 


peared to be senseless. He noted a 


widespread tendency for under 


writers to obtain 


business without 


proper regard to previous statistics 
or by greatly extended conditions of 
insurance without appropriate ad 
ditional premium for the extra cov 
erage; and, perhaps more under 
standably, to retain business against 


such competition 


Construction Risks 


subject of construction 


that 
al 


said modern ship 


id the develop 
nt of prefabrication hi caused 
Joint Construction Risks Com 
reconsicdet 


3, scat 


nese TISks 


mittee to underwriting 


ispects ot 


and to bring 


Construction Risks Agreement 


with modern needs and 


This had meant considet 
and compilation of 


\ small 


1 and 


sub-committee was 
as a result of their work 


} } 


“Oposed New agreement Was 


now before underwriters, It was 1m- 
portant, he added, that construction 
risks should be 
selective basis with proper regard to 
each vard’s record. 


undertaken on a 


Mr. Hopwood, who is succeeded 
as chairman by H. M. MacDiarmid, 
dealt at 
nuclear lability, and it 
include a 
month 


also length with 
is hoped to 


this 


some 


reference to next 


CASUALTY RECORD 


lite REFERENCE in Mr. Hopwood’s 
review to a slight improvement in 
the casualty record in the last eight 
this 
claim is not supported by the statis 
tics compiled by the Liverpool Un 
derwriters which | 
have been looking into. In the Sep 
tember, 1959, issue of Best's I re- 
viewed experience during the first 
half of the year, showing that an 
unfavourable trend was emerging 
compared with 1958. The L.U.A.’s 
statistics, which are recognised as 


een months is interesting, for 


Association, 


being as authoritative as one can ob- 
tain, refer to ships of 500 tons gross 
and over. They reveal the following 
position: 


No of 
Year Casualties 
1959 7359 
1958 
1957 
1956 
1955 105 
It will be seen that, following a 
both 
and the 
number of total losses show gains 
Moreover, the 


slight improvement in 1958, 


the number of casualties 
situation tonnage- 


wise has also deteriorated : 


Tons ( TOSS 
\ eal 


1959 


of lotal Losses 
338,070 
280.477 
282,919 


290,033 


> 


L958 
1957 
1956 


1955 27 8.863 


~/ 


\n analysis of 1959's total losses 


shows that twenty-two were attrib 


uted to founderings and abandon 


rorty ne 


ments ; 


to strandings; fif 


teen to collisions; five to contact 


damage; thirteen to fires and explo 


sions; two recorded missing: and 
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two to damage to machinery, shafts | 


and propellers. The biggest individ 
ual losses were accorded to the 
British Commonwealth (six ships 
of 29,085 tons), Panama (ten ships 
of 48,871 tons), United States (six 
ships of 53,803 tons), Liberia (six 
ships of 44,760 tons), and Greece 
(seven ships of 23,944 tons). In all 
these figures total losses include cot 
structive total losses 

One favourable aspect of 1959 ex 
perience was that only one ship was 
reported to Lloyd’s as a mine cas 
ualty—the British steamer Ben 
vrackie sustained slight damage 
from a magnetic mine in the North 
Sea. 1958 was the first post-war 
vear in which no ships of 500 tons 
gross and over were damaged ot 
lost as a result of mines. The mines 
risk reached a peak in 1947 when 
there were over thirty-four casual 
ties. Then came periods of slight de 
creases until 1951 when casualties 
fell from nineteen to five 


THE AVIATION SCENE 


PROBABLY WE HAVE all been reading 
and hearing too much about aviation 
losses just recently, and the Oc 
tober—February period was certainly 
a bleak one for aviation insurers 
However, underwriters cannot turn 
a blind eve to events, and there is 
always the hope that out of adver 
sity will come knowledge or facts 
to prevent or reduce future occur 
rences. The recent batch of casual 
ties included the loss of a Caravelle 
jet airliner and the crashes of two 
American airliners which started 
the front-page F.B.I. investigation 
stories. In fact, newspapers on both 
sides of the Atlantic made capital 
out of the fact that within the space 
of a few weeks 199 people were 
killed in aircraft accidents in the 
United States, compared with 300 
in the whole of 1959 

Depressing as this fact is, many 
observers, particularly the Washing 


ton Wags, preter to 1gnore the avia 


T 
tion record as a whole. In the course 
7 


of a month it 1s unlikely that fewet 
+1 ] 


, > 
tian . 


million people are carried 
on commercial air services. The In 
ternational Civil Aviation Organiza 
tion estimates that during 1960 some 


For March, 1960 


has taken the question out of 
whether or not YOU can handle your clients’ 
overseas exposures—through 


Prompt underwriting and rating decisions 


American companies and policy conditions geared 
to assureds’ local requirements 


On the spot adjustment of claims 
Offices and affiliates throughout the world 
40 years’ overseas insurance experience 


For more answers, contact the AIU office nearest 
you. Ask for Dept. ©. 
ja 


= \ 
T . 


GN) AMERICAN 
yj. INTERNATIONAL 
UNDERWRITERS 


Boston e¢ Chicago ¢ Dallas « Denver ¢ Houston 
LosAngeles ©« Miami «¢ NewOrleans «¢ New York 


Portland « San Francisco « Seattle « Tulsa * Washington 


Des at a 





News from London t ea be charged at this Stage ol he jet tehan \irlines : Constellations 
program. It is also possible that cet (Trans World Airlines and 


he car tam urlines which have not 1 ovia Na ionale > ce ( olombia ) : 


in addi ried out their threats of sel 7 Bs—two ( Delta Air Lines and 


thousands ance moves will think again National Airlines) ; Caravelles—one 
It is useful perhaps to indicate Scandinavian Airlines System): 


briefly the aircraft totally lost or Viscounts——-four (Capital Airlines, 
destroyed, though only the more; uth American Airline, and two 
important losses since last October european Airways); Bel 


losses as are listed DC-3s three ( India helicopter one { Spartan \n 
dies, but \irlines Corporation, Garuda In rvices ) 


it to the donesian Airways, and one privately 


should whned): ( Ariana 


"Write-offs"’ 


\s far as I can estimate, 302 lives 


re lost as a result of the above. 


is believed that hull insurances on 

o e at least five of the airliners listed 

a Were placed directly in | ondon, and 

most ot the other cases involved 

london in reinsurance or excess 

lines. Some parts of the two B.E.A 
Viscounts were salvaged, but essen 


from our 58th Annual Report tially the aircraft were “write-offs.” 


I 


(ne of the B.A. Viscount inci 


to Policyholders we Nyda it 


ing gear. The airliner was com 


t 


to the end of its landing run, 
ONS 6 So isi Sc SS . . $30,757,958 at London Airport, when the nose 
Liabilities ae oe SE eS Se uk eee 17,869,728 wl | 1¢ Ided. 


Hee 


Surplus to Policyholders . . . . 12,888,230 dan 


The propelle TS were 
wed and a small fire broke out 
Above totals from Financial Statement, as of December 31, 1959, ICI : ” e passengers and <¢ = 
; P ) 1¢ 1 > «jl ] SI) “AC 

as reported to the Indiana Insurance Department. aped, but the hre qut kly spread, 

destroving the fuselage. After the 

ASSETS increased by $1,426,637 or 4.9% over 1958. dent the chairman of a_ big 

“TT ; , ‘pe: q icals compan as quoted as 
SURPLUS TO POLICYHOLDERS increased by $1,009,105 icais company was quoted a 

ot 6.3% over 1068. aving that the fire emanated from 


; he hvdraulic fluid used to operate 

NET PREMIUMS WRITTEN totaled $18,366,825 for the the undercarriage and othe ‘.. oune 
year, an increase of $1,090,296 or 6.3% over 1958. said the accident dhswed the tn 
LOSSES INCURRED (including Loss Expenses) during ‘tance of modern aircraft using 
1959 were $8,788,911. Ratio of incurred losses to newer type of fire-resistant 
earned premiums was 47.8%, as against 46.6% for 1958. hye tic fluid which the chemical 


eee , ; industry had developed 
SAVINGS of $2,868,633 were returned to our policyhold- 


ers as dividends during 1959. This total compared with 


dividend savings of $2,798,079 returned during 1958. Landing Gear Failure 





\ amnqcl 
| 


Business since organization in 1902: Net premiums written, 
$234,440,500; net losses paid, $87,020,545; savings returned 
to policyholders as dividends, $36,808,630. 


incident, two airliners of Eastern 
nes came to grief through 


\ Constellk 


é al ig damage to two engin 


1 landing 
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THE STANDARD INSURANCE COMPANY 


Tulsa, Oklahoma 


COMPARATIVE FINANCIAL STATEMENT 
As At December 31, 1959 


December 31 
burned 


in the Lond 


£400,000 whi 


Assets 1959 


owners, B.1 


Liabilities and Surplus 


Re SCT 
Re SCT 
Reset 279) 


van ‘ . 
Reset for 116 0634 
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Ir ¢ SET tor ) r to tie ; P03 “i? 
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He is distributing a questionnaire danger signals, and good ideas alike, 
seeking information on (1) the back- who prescribes, who puts his pre- 
ground and qualifications of state scriptions to work, and who then 
insurance commissioners: | the analyzes his performance, is certain 
salaries they are paid; (3 staff to become an outstanding salesman. 
qualifications and their sal - (4) 
nature of state insurance commis 
sion’s functions, including audits and 
examinations of companies; (5) ASSIGNED RISKS 
whether or not the publi iterest ; 

, THE PRESENT POPULATION of the 
New York Assigned Risk Plan is 
approximately 350,000 persons, dou 


11 


ble what it was when compulsory 


1! 
is adequately protected in the dis 
position of rate filings; (6) amount 
of surplus and capital required for 


the formation of new companies; 


te ' cides ' insurance became. effective three 
and (7) the relationship between : , 
vears ago, Superintendent Thomas 


Thacher told the New York State 
Bar Association recently. One out of 


premium taxes collected and_ the 
amount spent by the respective states 
for insurance regulation 
hive private passenger cars registered 
in the New York Citv boroughs of 
Manhattan, Bronx and Brooklyn is 
Scientific Approach—from page |39 insured as an assigned risk. Mor 


‘ - 


than 70° of the class 2-C risks in 
Don't try too many ideas at one these three boroug! 


time, of course. If you do you won't plan during the t 
know which ones are good. Then, — ] 


too, as you are perfecting an idea or 


sales strategy you may see variations AVIATION INQUIRY 


and adaptations which may be use 


ful if you don't try too many at one ASSOCIATED AVIATION Underwriters 


time \viation Insurance Rat 

Develop ‘our Own Program! ing Bureau, which were served with 
Set aside a few minutes every day subpoenas in the Fedegal govern 
for self-improvement. Read some nent’s investigation of possible 


thing about vour work every day monopoly in the aviation insurance 


When vou get an idea, jot it down busine SS, have initiated court action 
in a handy notebook. actice to block the investigation. They 
and rephrasing what maintain that since they are ade 


' 
dea, phrasing 


you want to say quately regulated by the states, the 
\n open-minded salesman with a = MeCarran Act excludes the Federal 
desire to do better, with a willing- government from jurisdiction in the 


ness to experiment, who recognizes matter 


Placing Marine Insurance Since 1897 


STEWART, SMITH & CO., INC. 
116 JOHN STREET + NEW YORK 38, N. Y. 
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Home Office and Field Appointments 


Aetna Life Cos.: Daniel P. Cavar 


has been promoted to general counsel 


and will head the law 


advanced t 


Bardo was 
troller’s dept 

Aetna Casualty & St 
pointments: John C. G 
counsel. Special agents 
Wilson Allen and Re 
Atlanta: R rt J. Clemer 
R P Minneapolis Mi 
Daile San Francisco; Rodne 
Newark: R 1 1. Ga 
phia: Dean M. Grog 
Vl é St Louis: D 
Detroit: HW FOR 
S. Srmpmons, New York 
/ Nf 


and 


Allied American: 
othioe has 


\ve 


con 


Allstate Cos.: © 

with Virginia 
and Gene bk. M 
Lllinois 
named 
! 


mers State 
Sion 
Inspection Bure: 
assistant state fil 


ome othice 


American Casualty: /' 
l been named manage 
dept and R re ] 
moted to auditor-safety eng 
Los Angeles 

Named to new posts: Her 
Richmond Ja 
safety enginecr, New 
Murray W i 
Kansas City 

Loren D. Wa ind 1 


as 


surety 


enhyuinect 
Orleans (ine 


enginecr-audi 


have een promoted ft icait insurance 
managers at Los Angele Washington 
1. ¢ respectivel 

Lhe Portland Service 


expanded into a full service 


branches 
Othce | 

UTP te 
branch othce under the direction of Le¢ 
! R resident 
Mye named 


manager; Ri 


underwriter 


casualty 
American Credit: ‘ s E. Har 
has been promoted manager 
Marshall F. Rus .) 1 
ot New Jersey agency d Newark 
American Home Group: Special agent 
named: Jame r. ht for New York 
territory k ( 


promoted 


suburban 
Cure 


succeeding Ja 
to manager of Pittsburel 


and 7 mas 1... Donne 


Pennsylvania 


brancl western 


American Ins. Group: lromoted: G 
J. Doyle and W rd FE. S e? to sup 
intendents in 
Mave to 


and 4 


superintendent 


claim dept 
assistant 
bond irglary claim div ill 
othice ] es I Cu { ond super 
Houston; and John TF Hauff 
supervisor, Indianapolis 
Internat'l Undrs.: / 
ir 


is been named 


American 
Me } 
ngton, D. ¢ othce replacing G 
Rosse retired 


American Mutual 
district office is 
Delaware Ave 


o head tl 


Liab.: [lx 


] ted 
now rocaled 


For March, 1960 


American Surety: 
has been 
branch othee 


Atlantic Mutual Cos.: 
W. Gre to Bos 
Live kd iN 


hamed 


perintendent o 

at home othe 
placing him 
Philadelphia | 
Newark S casula 
ing Mr. Freeman 


Casualty of Cal.: 
claims supervisor at Los 
tpPpornte 1 Sipe i 


Diego othc 


Commercial Union-North British Group: 


The first major step toward consolidation 
of the groups took pl ru vhen 
the metropolitan and broket % serv 
ice dept of North British Group 
150 to 156 William St. joinin 


metropolitan 


moved 
from 
with 
Union Grouy hich 
a a 


forces 


nercia 


Continental Casualty: 
ind ¢ ¢ lan Wass 
pointed issistant 
dept. with 
act as sul 
organization 
methods 
data 

Named 

lL ennessec 
Nashville: § 
Indianapolis; and 2B 
dept Kansas 


Cook, Inc., Leslie H.: 


formerly secretary 


liability 


ance, has been 
in charge 

othce 

surplus line firm 
Despard & Co.: / 1 
J. Gibbor ] nad 
been appointed 


William H. 17 


sistant 


Dixie Auto: [rc 


been appointed = clatt 
| 


secretal 


Employers’ Group: //: 


is been appointes ISS 
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Fidelity & Deposit: |! 
and Ralph O. Barr l 

inal 
Spectuy 


! been 


manager of Minne 
Fidelity & Casualty: 
operations have er alizec 
Atlanta under tl per on of 


president and ma I 1 Hlu 


i 


production 


respons! 
bilities are vision of 
ssistant 


claims dept 


COMI nsation-| 


IS Scho 


Mi 


Clalmis ail 
The Fund: Group 
‘ ? J nas « 
York metropeo 
New York Cuts 
110) William S 
(sé ? ‘ 
to fire m 
lacin 
ippomted 
iy special 
s D. Al 
Nass 


hatter 


General Fire: 
New York ( 
general agents 
Glens Falls: 
promoted 
Ange les 
intendent 


t ayven 
Buttal 


o 


Guarantee Mutual Ins.: / 
formerls th John Ro 


for Ol 


Hartford Group: 


has been promoted to resident comptroller 





| 
ie 
NEW DIMENSION 


ORDER TODAY 


erie IN ACCIDENT AND 
INJURY PREVENTION 


nly 


A COMPLETE SAFETY PRODUCTS AND 
SAFETY INFORMATION SOURCE... 


COMBINED for the first time with... 


THE MANUAL OF MODERN SAFETY 
TECHNIQUES... 


in ONE all-comprehensive work! 


The only work of its kind in existence — the most 

comprehensive and authoritative fund of accident pre- 

vention and safety. NOW coupled with techniques, 

practices and methods to cut down accident and re- 

held placement costs, reduce insurance premiums and keep 
accident pre production rolling. 


THIS ONE-SOURCE GUIDE WILL: 


¥ 
show you how to prevent costly accidents before they 

EDITION happen 

show you how you can get big plant safety with small 

plant economy 

Covers all accident causes and pin-points recom 

mended precautions for specific hazards 

Locates principal sources of accidents in your plant 
tinds practical ways to eliminate them with econom- 

ical, tested and instantly effective safety measures. 


HERE ARE ONLY A FEW OF THE MANY IMPORTANT FEA- 


THE ONLY WORK TURES COVERED IN THIS ESSENTIAL SAFETY MANUAL: 
“HOW TO INVESTIGATE AND ELIMINATE THE CAUSI 
OF ITS KIND IN EXISTENCE OF ACCIDENTS.” “THE CARE AND MAINTENANCE Of 
SAFETY PRODUCTS AND EQUIPMENT,” “CHECK LIST OF 
@© COMPLETE @ CONCISE MATERIALS HANDLING HAZARDS,” “DO'S AND DONT’S 


OF FLOOR MAINTENANCE,” “HAZARDS OF FLAMMABLE 
® ACCURATE ¢ UNBIASED np kong 


and innumerable others. In addition, vou'll find a 


yuMper crop of grap -harts and tables on such vital subjects as 
© AUTHORITATIVE bumper crop of graphs, charts and tables « c t jects a 
inspections, records, materials handling, accident and fire prevention, 


@ ILLUSTRATED ’ ete 


tices for eliminating common hazards 


plus detailed studies covering the rules, methods and prac- 


In addition to the incalculable benefits you will receive from this 
ALL NEW MANUAL OF MODERN SAFETY TECHNIQUES... 


you'll also have 








Answers to your Safety-Maintenance Problems— 
ON THE SPOT 


The only work of its kind in existence... =... EVERYTHING THAT'S NEW AND 
completely describes essential SAFETY and ALL THAT'S STANDARD TOO! 
MAINTENANCE products and equipment for Produced with the active collaboration of the 


. : ‘ : nation’s leading experts in their respective fields 
vour industry—for ALL industry and includes: manent iii ee een 
; . : In addition, a large, tull time staff has been con- 


tinuously evaluating the thousands of new prod 

. IMPARTIAL, ucts on the market and checking all existing 
INDEPENDENT ANALYSES equipment tor continued usefulness 

The criterions for all products listed are: Will 

they reduce accidents, production delays andcom- = *** CONCISE DESCRIPTIONS 

pensation costs—keep your men on the job? Con- PROFUSELY ILLUSTRATED 

troversial products and materials are thoroughly Covering all essential products including the 
screened and checked where necessary with au most recent technical developments literally 
thorities such as the U. S. Bureau of Standards, hundreds of detailed photographs and drawings 
U. S. Labor Dept., Underwriters Laboratories Shows WHAT to use, and WHY WHEN and 
and many other reliable testing organizations HOW to use it, WHERE to get it 


This unique safety product reference has been greatly expanded. You now get... 


@ MORE Safety and Maintenance products information in over 700 pages—the biggest yet! 
@ MORE Manufacturers Names and Addresses. @ MORE NEW Major Industrial Categories such as... 


In-Plant Communications Equipment; In-Plant Feeding Equipment; Waste 
Disposal Equipment; and In-Plant Vehicle Maintenance Equipment. All 
new sections cover the most recent developments in their respective fields 


¢ MORE descriptive product information—cross referenced by Product and Category for your con- 
venience, plus a complete list of Trade Names. 


NEW! NEW! NEW!—A DISTRIBUTORS INDEX . every major section now includes a Distributors Index to provide 
you with quick, convenient access to the nearest manufacturer's outlet. No more costly long distance delivery delays 


d 
The new Eighth Edition contains the biggest, most comprehensive collection of safety information ever offered 
the equivalent of LITERALLY LONS OO} LITERATURE! This all-comprehensive work delivers more mn 


| 
swers to your safety problems in seconds than you could expect to find in hours—oltten days—without it! 


Nowhere else but in BEST'S SAFETY-MAINTENANCE DIRECTORY combined with THE MANUAL OF MODERN 
SAFETY TECHNIQUES will you find the kind of information you need to effectively help you cut accident costs and 
insurance premiums .. . reduce production delays . Increase production efhiciency . . ind keep your men sale 
on the job! 


Make the MANUAL-DIRECTORY your private safety research staff for two full years. The cost? Only $7.50! 


DOUBLE THE VALUE — TWICE THE INFORMATION — NO INCREASE IN PRICE 


TO: BEST'S SAFETY-MAINTENANCE DIRECTORY 


Alfred M. Best Company, Inc 
75 Eyiton Street. New Yor 


ORDER TODAY 


AFETY MAINTENANCE 


edition limited to one printing 


$7.50 


only per copy 





Field Appointments— 


and is 
Webhlt 


ision of tl 


of Pacific dept 
by Ronald f 

supers 
territory pre viously 
Stevenson Cumm 
of Houston with 
representation of the 


suce 
assumed 


ings ¢ 
the lattes 
Hart 
direct’ business 
Hartford 
L. Picke 
office en 
eral 
SUperViso! ot 
1. Airkham 


eastern en 


its 


Accident Ippo 


ch 
operations control \ 


yinecrin h 


technical sea 
lil 
FINE 


Ssupecrint 
" 


lar en become supe 


bngl 


ron 


casualty dept New 


ceeding A. J. 1 
writing 


superintendent of t 
Cine 
placed is supervising 
pensation-liability dept 
Sumpter ( (i ert 


central dept it inn 


uncle 


superintendent — of 
at Cleveland, Ohio 
special agent in 
C. Barber; 


fidelit 
IS SUCE 


Connecti 


© eagle 


ON INDEPENDENC 


covered 


by Richa 


and John L. Holt 


147 


ceeded in Dallas 
I he 


e south 
1} 


group has 
Texas 
1y Houstoun 
yveneral Agency 
continuing its 
ford Group for 


intments John 


ns named superintendent of home 


ll handle gen 
[ n A. Snell, 
ind John 
endent ot new 
Champe G. 


intendent ot 


} 


ind othce, suc 


oted to under 
he sroups new 
iti and is re- 
rwriter of com 
rd E. 
made 
dept 
as bond 
Richard 
er promoted 


B rch 
y- surety 
ceeded 


ut by 


Ladag 


to superintendent of fidelity-surety dept 
at Bridgeport, Conn. 


Industrial Indemnity: frank WW. Adams 
has been named administrative 
for Angeles div. 
underwriting manager 
Hugh Fisher has been 
writing manager at 
ing Mr. Pratt 


manager 
and is replaced as 
by Floyd 8. Pratt 
appointed unde 
Long Beach succeed 


Los 


Johnson & Higgins (Mich.): Richard 1 


Henshaw, Jr., was elected president. 


Boiler engineer 
Thorpe 
to northwestern 
Raymond ] McGlade from Charlotte 
(N. C.) to Roanoke servicing southwestern 
Virginia flexander C. Coufos and ( 
Edward Lawless for northern New Jersey; 
and Richard J. Olen, northeastern Penn 
sylvania 

Peter Van Cleave, vice president of 
James S. Kemper Agency, Inc., has been 
named manager of personal service dept 
for the agency 


Kemper Group: 
ments: Courtney 
Puerto Rico 


appoint 
transferred from 
Virginia 


Kinnett-Edwards-Boyd: / Mills, 


formerly with Florida Inspection & Rat 


We sley 





From AZusa. to ZAnesville, 
insurance producers tense 
over old Z-A ads, clocks in 
hand, racking brains from 
A to Z. 


Mr. Za, too, watches time. 
(Object beside head is a 
time. Other objects are 
ZAvory emergency rations. 
To tide him over as he 
awaits your entry.) 


For it is time to send in en- 
tries in BIG CONTEST being 
run by Zurich-American. 


See February issue of this 
magazine. Quick! Entries 
must be postmarked by 
March 20. 


100—VALUABLE PRIZES— 
100! Fun! Merriment! 
Biased judges! No serious- 
ness! Enter now! 


Booth, Potter.,Seal & Co. 


Public Ledger Building 


Philadelphia 6, Pa. 


REINSURANCE 


E SQUARE 


ing Bureau, will assist special representa 
tive Barney Dunlap in Virginia. Wilf 
Rosier replaces J. Richard McDermott in 
Orlando, the latter being transferred to 
Jacksonville, Fla., to work throughout the 
state on special lines 


fon 


Liberty Mutual Ins.: Assistant vice presi 
dent Clifton W. Jacobs has been promoted 
to newly-created post of director of re 
search and planning for the personal lines 


dept. 


London & Lancashire Group: Henry 1 
Hausmann has been appointed state agent 
for Connecticut succeed William S 
Davis, transferred to Virginia, and Donald 
iW McQuade named special agent, as 
sociated with Mr. Hausmann. Vincent B 
Hurlbut has been placed in charge of 
agency service dept. Mr 
McQuade 

Special 


to 


succeeding 


agent Emil L. Barberich has 
been appointed agency superintendent of 
San Francisco ofhce 


Mather & Co.: Charles EF. Mather, Il 
elected president by the board of directors 
succeeding Mather 
Others elected are: John W Kelley, ex 
president; C. H. Grotefend 
president James (¢ Garon, assistant 
president; and Jose ph Budd, 
tary-treasurer, 

Charles I 
president of 
Citv. Other 


was 


Gilbert deceased 


ecutive vice 
vice 
vice secre 
Mather, II, was 
Mather, Ltd 
officers elected the board 
are Leonard Wonnacott, vice president 
secretarv; Edward 8S. Blackwell, Jr.. and 
John W. Kelley, vice presidents; Joseph 
Budd, treasurer; Joseph T. Carboy and 
Marie Hennenlotter, secretaries 


also elected 
New York 


by 


assistant 


arene Mutual Liab.: Claims manager 
am J. Warren has been promoted to 
dra metropolitan regional office and is 
succeeded at Chicago by frthur F 
Busselle 
Mutual of Omaha: Fugene F. Galley 
been appointed eastern re 
sentative 


has 
repre 
and custom 


cional 
of student insurance 
coverage division 

and I nited 


Ronald Miles ad 


Changes for this company 
Benefit: Group dept 
vanced to regional group manager in 
Omaha Denver area, and Walter Maitland 
promoted to regional manager for Detroit 
area; Robe Phillips and John Pe 
become district managers at Atlanta 

Angeles Richar l 

n elevated field age supervisor 
of West Coast region, and Delbert Hi 
mer named benefits manager at Chicago 
Gary Hild put in charge of office in 
St. Louis Ken Moore named = general 
agent in Huntington, W. Va... succeeding 
B. OW Chambers, 


othen 
and 
Nam 


Los respectively 


to 


new 


retired 


Rettenet of Hartford Cos.: Haulin © 
been ady anced hail 


Iowa, Kan 


Has to crop 


Neb 


SUPeryVIsol ol and 


New Amsterdam Cas.: (. 1. ‘ 
been promoted to 
of Chicago branch office 


has 


resident) manager 


New Hampshire Group: Diiro// BI) 
has been appointed spec al iv 

1 with state agent Cliffon H 
Blooming Ill 


sociated 


gton, 


Northwestern Mutual: Role! G. / 

has been named claim manager at Fresno 

ind in the same department C. W. Best 

moves from Los Angeles to Westwood 
Wade S. Thurmond has been appointed 

manager at Houston. Willis Wood and 


Best's Fire and Casualty Nets 





Carl Purcell have been appointed special 
igents for Fresno and Sacramento offices 


Norwich-Scottish Group: Fdgar Ii 
illaway has been appointed New York 
metropolitan manage! 


Ohio Farmers Cos.: Harold V. Eastin 
has been promoted to assistant comptroller 
and Donald M. Wilder advanced to chiet 


accountant and cashier 


Orange Coast Adjusters: \ {th office has 
been opened in southern California; tl 
Long Beach office will be managed 
Frank Ert 


Pacific of N. Y. Group: George P 


has been appointed assistant secretary 


Peerless: The Washington, D. C.. brancl 
office has been moved to 618 N. Wash 


er ee ene ee AMERICAN FIRE & CASUALTY COMPANY 
a fe) HOME OFFICE + ORLANDO. FLORIDA 

Phoenix of Hartford Cos.: Harold B 

Ingebretsen, superintendent of casualty © SuRery BONDS ° op ag WIbE 

bonding div. in Mountain States, has SERVICE 

been promoted to manager of Denver 

district — office succeeding Henry HW 
Schwartz, retired. State agent Jack I 
Stregelmeter has been transferred from 
Albuquerque to Denver district office 





Producers Fire & Cas.: Gordon Shoat “§ e 8 Th T ‘Ti 
formerly chief deputy director and rat ond t 
supervisor of Arizona’ Insurance Dept ervice ey e rea y 
has been appointed to take over tl 

management of this company at 4450 N 


a. a Intelligent Reinsurance Analysis 


Public Service Mutual: = Jos D FIRE - CASUALTY - TREATY - FACULTATIVE 


Murphy, branch claim manager in Buffalo 
has been appointed special agent there 
and James fF Mact im named special 


wate rt» gos oy nag | C REINSURANCE 4. Sue 


claims secretary replacing Ha M 


ilker, resigned. In his new position Charles A. Pollock, President 


Read will serve as claims secretary 
American Fquity Group 
CHICAGO 4, ILLINOIS - 141 W. JACKSON BLVD. - WABASH 2.7515 
Reliance (Pa.): Warren 4. Bre 
Jr. has been appointed state agent tor 
Minnesota 

















Resolute Group: / «0 R. S§ 
elected resident vice president for 
of Columbia 


Standard Accident: /) 
has been promoted to 
neering dept 
Assistant managers named 
Vahratiar claim dept Detroit , 3 ' 
Ralph E. Cor eastern div bond clair ss / ne nteg , r : United Pacific: |! 
dept. Claims adjuster Rohe KM é Doty ; : awe rae , 
dept aL , ssistal wurance Dt t } 
has been transferred from Detroit ears “ ; . j , . " " 
Pittsburgh SeCECes ; , _ . iin 5 
necring pt 
Special agent s been U.S. Underwriters: \ 

: he \ oO ! o De : 

State Farm Cos.: | I ? ‘nnateieena XN; aiid 3 iia ce eden i 


rt la Se 1 1 1 i ina Wa for 


’ yx s rier n M 
under the management decentra tle 

2 ‘ \rkansas 

program / B Johns i " 

Bi ippoimnted 


othice at Dallas will gain autonomy 


regional agency director I Volpe Co., W. A.: 
‘ CN\AS 
new operation as regional ( 1 1 ‘ 
His deputy regional vice president v1 
he Sumner Rol s (resident vi resi Travelers: 
dent at Texas) othe ind ©O Gs. Frie 
orth assistant Texas state director sistant 
R. H. Rhamey, Texas state director, will dept 
} 1 


Weghorn Agency, John C.: / 


i } 


ecome director of educatior and 1 I Promotes 
ing for the region, which also includes Wald Dul 
Okla. and N. M ve 

Winnipe 
Stewart, Smith & Co., Inc.: d ind 
officers: Charles W. Cif ina f R 


Johnson of reinsurance 
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Field Appointments—Continued 
Whitehill Agency: City 


firm of been 
ippointed general agents for General Fire 
Casualty Co 


I his 


under 


New York 


insurance vriters has 


Wolverine-Secured-Riverside Cos.: Dui 
Faple former] in ndependent con 
sulting 


named 


actuary in St. Louis, has been 


actuary succeeding James ( Wil 
administrative 


planning ind 


on, named consultant to 


dept. on advance program 


iniy 


Zurich-American Cos.: / J. Kowal 
ki has been promoted to superintendent 
of claim dept., New Haven branch, and 
John Hy. Schissle idly assistant 
superintendent of Los 
Richard C.G ind J. Perke 
been appointed ile representatives for 
Nebraska 


spectively 


inced to 
Angeles claim dept 
Stone have 


and San Francisco branch, re 


Supervising underwriters appointed: F 
WwW. Ss Jackson; H F. Cowen, Pitts 
burgh; Gerald ¢ Hutchinson, Buttalo 
Thomas J. Me Cleveland: Darrell R 
Velson transterred from Grand Rapids to 
Chicago head office Bernard ( Bea 
] and Ri wd D. Pe 


Detroit: and 


“'als 
promot dat 


head offs respectively 


ARBITRATION AGREEMENT 


COM MITTEI 
ittees of the 


and Surety 


Companies, the National Association 
of Mutual Casualty Companies and 
the Canadian Insurance Claim Man 
agers Association have approved an 
International Reciprocal Arbitration 
the United 
The new 


\greement between 


States and Canada agree 


ment makes arbitration — tacilities 


available to signatory companies 


from the Mexican border to the 


northernmost part ¢ f Canada 


MEDICAL CARE 


CHARGING voluntary healtl 


insurance has not and 


CHAT 
cannot do the 
rob, senator 


John Kennedy — of 


a bill 
pro 


services 


Massachusetts has introduced 
the Ball to 
ospital 


I 


for Social 


similar to leorand 


] } 


vide and nursing 


Security beneficiaries 
Coverage would include ninety davs 


ot hospital care per yeal thirty 


more than provided by the Forand 
Bill), 
nursing home, diagnost« 
and 


SOG ial 


nursing care at home or in a 
outpatient 
services coverage tor the dis 

payments by 


abled 
] 


workers would be increased 16% on 


security 


up to $4,800 of earnings with an 


equivalent increase in employer con 


tributions to finance the benefits 


TV COMMERCIALS 


IN VIEW OF THE increasing interest 
of independent agents in advertising 
National 


\gents will 


locally on television, the 
\ssociation of Insurance 
four 


commernrc ials 


make one-minute — television 


available to members 
who subscribe to the 1960 advertis 
ing program 
In making this 
Arc] ie 


\dvertising 


announcement, 
Slawsby, chairman of the 
Management Commit 
com 


made 


tee, pointed out that the four 
nercial films that 
avallable had 


and an 


being 


received high ratings 


were 


enthusiastic rece 
they 
part of the national advertising pro 
The TV commericals f 


from well 


ption 


trom 


members when were used as 


Yran 


¢ ¢ 1 | 

estrnonlals KHOW per 
baseball 
Donald |] 


Pribune 


walities such as. fan 
Stan Musial and 
Na Xs 


Full details on the 


SOM 1OUS 


stat 


Kogers of the 


~ and the Messages the \ 


advertising 


contam 
be ivailable in the 
will be sent out the 
NAIA 

1960 


kits that 
middle 


Thi mbers who 


ulve 


t1 7] 
l 


part of January to 


subseribe to the 


ruising program 





NORFOLK and DEDHAM 


A non assessable-Multiple Line Company 


Homer says... .‘It's No Secret — 


that 


since 


1825 Norfolk and 


Dedham Mutual has etfected sav- 
ines of MILLIONS of dollars on 


millions of 


policies, covering 


BILLIONS in property values.” 
Are you keeping this secret from 
your policyholders? 


MUTUAL FIRE INSURANCE COMPANY 


222 AMES STREET = 


DEDHAM, MASSACHUSETTS 


BRANCH OFFICE 3024 SANDAGE ST., FORT WORTH, TEXAS 
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Edited by R. M. MacArthur, Miami. Florida 


Marine Insurance—Whether Indem- 
nity Insurance—Damage to Yacht 
from ‘Handling Fittings" 


nson by wt i 


Fire Insurance—"'Collapse’’ of Build- 

ing—Word Held Ambiguous—Build- 

ing Need Not Fall Nor Be Un- 
tenantable 





INSURANCE 
HENRY DIMLING - ys RANCE 


3505 W. 6th St., Los Angeles 5, Cal. 
DUnkirk 8-961) 
* 24 Hour Service + 
Service Offices 
Pomona, Ventura and Bishop, Ca 
Refer all Losses to Los Angeles. it's faster 
by Wire or Air Mail 
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The Judge Says 


in its charge to the jury the words 
render it 


so as to unsuitable for 
ite court in the as 
rejected “the 
tion” of the 


would Te- 


a dwelling.” 


AIR TRIP COVERAGE 


and 


oll ipse 

foundation PROBLEMS AFFECTING air trip insur- 
ance an 
the 


National 


superstruc and will be resolved within 
the 


Insurance 


down in a framework of state laws, 


urt defined \ssociation of 


policv “as mumussioners stressed in its report 
\ntitrust 


depart- 


hy, crac k senate Judic wary 


Che 


insurance | 


miitte¢ state 


lave encouraged 
broader coverage and higher benefits 
‘ve the underwriters will 

luntary action in the near 

long these lines, the report 
principal obstacle to higher 
is noted, is the high rental 


and com n ichine Space 


Calling all agents and brokers 


YOUR ADVERTISING 
MAY WIN 
AN OSCAR 


NO MATTER HOW LARGE 
OR SMALL YOUR 
ADVERTISING BUDGET 


So save your 1959 advertising 
materials — and remember it’s 
not how large or small your budget 
but how effective your advertising. 


A %2 
r—. ( - 
na 
alll 


Fill out and mail the | 8tn 
coupon today for AD 
VERTISING AWap 


complete informa 


tion and entry blank 


DS PROGRAM 
vertising 
nce 


Insurance Ad 
Confere 


Robert H. Gott, Chairman, 8th Annual Awards Program 
640 Temple Ave., Detroit 32, Michigan 


1959 


| want to enter my 59 advertising. Please send me complete information. 


Name 
Agency 
Address 
City 


IN ALL SERIOUSNESS 


[HE SECRET of the 


fearless 


\Ztronauts—the 
from Zurich- 
American, was revealed in the Feb 


balloonists 


ruary issue of this magazine. They 
were looking for tell 
them where to use the Independent 
Insurance Agents’ “Eagle on the I” 
n Zurich-American’s 
\nd the man 
Neville Piling, 
ager for Zurich 

But now the Chicago-based com 
pany reports a problem. Both the 
company and its advertising agency, 
Wade 


eived 


someone to 


advertising. 
Mr. Za 


states 


with 
United 


TWAS 


Man 


\dvertising, have re 


“The 


contest sounds like fun, but are the 


Ine ‘ 
numerous inquiries: 
prizes really real ?” 

We now have it on no less author 
itv than | 
United 


red = Qviver, 


assistant 
States al 


manager, that “The 


prizes are even if the 


; , 
| certainly real, 
ulges are going to be some cross 


eved and = near 


sighted ex-baseball 
pires now attempting to make a 
living as art directors.” 
‘There 


prizes 


will be one hundred 


Olivet “which 


from valuable to hilarious 


continued, 
vary 
W hile the me thod ( 


the contest 1s light 


ft pre sentation of 
earted, the 
and 


\merican, be 


sub 
matter 1s very lear 
heart of Zurich 


it expresses Oul 


dear 


confidence in 


dependence upon the American 


icy svstem.” 


Po qualify tor the prizes listed in 


1 
+} 


e Zurich-American ad in the Feb- 


uary issue insur 


of this magazine, 


nee producers must submit entries 


postmarked by midnight March 20 


GEORGIA CODE 


O REVISE the 
le 


(jeorgia insur 
ode which has the stated pur 


ot bringing together and 
rifving “the present hodge-podge 
law 5” has been 


and 


insurance passed 
Vv the House sent to the Senate 


ttle OppositiONn 1s 


measure, which is a. substitute 


} 
] 


e proposal which failed to 


I 

ar 
e Georgia Senate Rules Com 
ittee has favorably re porte da state 
self-insurance bt 


\ New York Senator 


I , Lot 
\ssemblyman = ( both 


ll for property in 


surance and 
Democrats ) 
ive urged an increase in maximum 


weekly workmen's 


} 


compensation 


venefits from $45 to S60 
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Just as the U.S. Arsenal is made up of specialized missiles for all types of pro- 
tection, so too should a progressive agent have MERCHANDISABLE insurance 
coverage that competitively meets every need of family protection. 

The Security-Connecticut Group offer complete personal and business insur- 
ance service, including life, accident, fire, casualty, group, automobile, marine, 
bonds. You can sell insurance plans that can be merchandised — modern in 
scope and priced to meet the direct-writer competition. Sell family protection — 
and protect yourself with Security — the multiple-line company pledged to the 
American Agency System. 


This fascinating booklet contains every important missile in the U.S. arsenal — 
each one in full color, identified by name, mission and manufacturer. And it’s a 
treasure-trove of facts about up-to-date, streamlined insurance for every need 


too! Your clients will want this dramatic, useful booklet — tuned to our times, 
tailored to their needs — send for it now! 


Multiple line stock company handling all forms of personal and business insurance including 
Life « Accident « Fire « Casualty « Group » Automobile * Marine « Bonds. 


THE SECURITY-CONNECTICUT INSURANCE GROUP 


SECURITY INSURANCE COMPANY OF NEW HAVEN 
A THE CONNECTICUT INDEMNITY COMPANY 
Pray onlbed SECURITY-CONNECTICUT LIFE INSURANCE COMPANY 


HOME OFFICES: NEW HAVEN 5S, CONNECTICUT 


r 
Rance @ 
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assn notes 


American Foreign Ins. Ass'n: Leon H 
Doman was president and 
general counsel. Kent G. Tyler has been 
promoted to manager at San Francisco 
tifred EF. Lampe 
dept. at head office. 
John M. Lyons, Manila manager, has 
been made supervisor for Southern Africa 
replacing Fred J. Parmen 
head office. The 
has been opened in 
Shizuoka with Ichiro 


elected vice 


succeeding assigned to 


Il S. brokerage 


(Johannesburg 
fier, assuming duties in 
ith 


post al 


branch office 
Japan at 


Gi 4 aS manager 


American Society of Ins. Management: 
Othcers of new Alabama chapter = are 
President, M. G. Ja Vulcan Ma 
terials Co vice president, John R. Hall 
(Southern Services secretary -treas 
Harold Wilsor Birmingham News), 
il Birmingham 


and 


ure! 


Cos.: 
Com 
were 


Association of Cas. & Surety 
American Central Ins. Co. and 
Assur Co Ltd 
elected to membership which now totals 


Ass'n of N. Y. State Mutual Cas. Cos.: 
Milton L. Baier, president of Merchants 
Mutual Ins., was elected president suc 
ceeding William F. D president of 
N. ¥ Mutual Casualty ind Emanuel 
Morgenbesser (Cosmopolitan Mutual Ins.) 
replaced Mr. Baier as vice president. Re 
clected were Treasurer, Fdwin A. Cook 
president, Interboro M Indemnity), 
md) = veneral om Michael 


;. M 


mercial Union 


itual 


ihager-secretary 


Baltimore Ins. Adjusters’ Ass'n: Officers 
installed: President, Ernest W. Brinkman 
(America Fore-Loyalty Group); vice pres 
ident, William A. Higgins (Calvert Fire); 
secretary, Shelton D. Bosley (Leizure As- 
sociates); and _ treasurer Edward 1 
Meister, Jr., (Home Ins.). 


General Adjustment Bureau: 2. ©. Old 
ham has been promoted to manager at 
Decatur, Ala., succeeding O. -M. Hutche 
son, Jr., ill health. M. B. Kinsey has been 
transferred to Miss., as resi 
dent adjuster Matthews, 
Armed Services 

Locations changed 
burg, 1925 Wakefield St 
Grubb Bldg.; and Dyersburg, 
E. Court St 

H. W. Rutledge has been advanced to 
executive general manager in New York 
effective April 1. 


Pascagoula 
succeeding J. J 


Virginia—Peters 
and Wytheville, 
Tenn., 1205 


Honorable Order of Blue Goose, In- 
ternat'l: Empire State Pond Harvie 
Manss (state agent, Hartford Fire, Syra 
cuse) past Most Loyal Gander, was ele 
vated to Deputy Most Grand Gander for 
northern N. Y. and New England territory. 


Indiana Cas. & Surety Mgrs. Ass'n: Of 
ficers elected: President, William F. Koch 
(American Ins. Group); vice president, 
R. FE. Aurelius (St. Paul Cos.); and secre 
tary-treasurer, ]. R. Morford (Great Amer 
ican Ins.) 


Insurance Brokers Ass'n of Ill: New 
officers Wirt W Stafford, president; 
LeGrand A. Flack, \st president; 
Edward T. Thilman, 2nd vice president; 
Glenn H Koch and Hf. H 
Holcomb, treasurer. 


vice 


secretary 


























_ 


YOUR nde pendent 
AGENT 


staves) vow Piast 


/asuram 


ARE YOU IN A 


QUEEZE 


ON 
SLOW 
COLLECTIONS? 


Save Time, Bookkeeping, worry of col- 
lections and personal financing with 
Commercial Standard’s 


BUDGET PAYMENT PLAN 
~ WE CARRY THE NOTES! 


Se COMMERCIAL STANDARD 


INSURANCE COMPANIES 
FORT WORTH, TEXAS @wukcar, 
RAYMOND E. BUCK AX: 


PRESIDENT & CHAIRMAN OF THE BOARD 


Insurance Information Institute: Re- 
elected: President, Roland H. Lange (vice 
president, Hartford Fire Group, and as 
sistant to president); and vice president, 
Paul B. Cullen (manager, information 
education dept., Aetna Casualty) 


International Ass'n of A. & H. Undrs.: 
James Berry has been appointed editorial 
specialist and associate magazine editor 
replacing Darrell Strong, resigned. 


Life Saving Benevolent Ass'n: Officers 
re-elected: President, Franklin B. Tuttle; 
vice president, Miles F. York; secretary, 
W. Irving Plitt; treasurer, Maurice D 
Stack; and assistant secretary-assistant 
treasurer, Norman Howe, Jr. 


Mutual Agents Ass'n of N. Y. State: 
Richard O. Jones has been appointed to 
newly-created position of field representa 
tive working throughout New York and 
New Jersey. 


National Ass'n of 
Washington, D. ¢ 
Warner Bldg., 13th 


Ins. Agents: Thx 
office has moved to 


and “E” Sts., N.W 


National Bureau of Casualty Undrs.: 
Miss Joan Berkman has been promoted to 
assistant actuary. 


New Orleans Ins. Exchange: Officers 
elected: President, Paul W. MclIlhenny; 
vice president, FE. Patrick McCioskey; sec 
retary, Milton F. Hilbert, Jr.; and 
urer, Charles L. Rittenberg. 


Reins Club of N. Y.: Officers elected 
President, Harry J. Moles (vice president, 
Pilcer & Frank); vice president, John D. 
Smyth (Great American Ins.); treasurer, 
Carmine A. Ponella (America Fore 
Loyalty Group); secretary, Thomas P. 
Madine, Jr., (Pacific Ins., N. Y.); and 
welfare officer, J. Anderson Stafford (man- 
ager, New Hampshire Group). 


Society of CPCU: Howard D. Shaw, who 
was director of public relations for Amer- 
ican College of Life Undrs. and American 
Society of CLU, has been appointed pub- 
lic relations consultant to handle national 
publicity in connection with 1960 CPCU 
annual meeting and seminars to be con 
ducted in Detroit at Statler Hilton in 
September. He is president of the recently 
organized Institute of Management Serv 
ices, an education service with head 
quarters in West Chester, Pa 

Officers of Chicago Chapter: President 
Charles T. Burney (Transportation Ins 
Rating Bureau); vice presidents—Frank 
{. Hohenadel, Jr., (Frank A. Hohenadel 
© Sons) and Edward D. Bou (Stewart- 
Keator-Kessberger & Lederer); secretary, 
Lewis R. Plast (Cook County Inspection 
James S. Kemper & Co 

Officers of new chapters Southern 
Connecticut—President, William A. Sherry 
William T. Beazley Co.); vice president 
Richard D. Knott Thompson & Peck 
secretary, Robert H. Hold (Home Ins 
and treasurer, Ronald I, Zimmerman 
(Padoloff-7Zimmerman Ins Agency) 
Shreveport— President ] B Harris 
(same); vice president, Dudley V. Snow 
(Snow & Smith Ins. Agency secretary 
treasurer, Robert FE. Feron (Feron & Page 
Ins. Agency) 


treas 


man 


Undrs. Club of Philadelphia: Officers 
elected: President, Truman D. Green, Jr., 
(Agricultural Ins.); Ist vice president, 
Robert H. England (Travelers); 2nd vice 
president, James B. Cortright (Aetna 
Group); secretary, Frederick |]. Schober 
uU. S. F. & G.): and treasurer, Far! 7 
Scottish-American Group 
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obituaries 


Jennings: Thomas F. Jennings, former 
vice president of the Royal Indemnity 
Company, died February 4 at the age 
of 81. Mr. Jennings joined the Royal in 


1911. He had been retired since 1941 


Morse: Mrs. Laura K. Morse, assistant 
treasurer of the Excelsior Insurance Com- 
pany of New York, Syracuse, died January 
17th after a brief illness. Mrs. Morse 
joined the Excelsior in the Accounting 
Department in 1923. She then 
cashier and was elected assistant treasure 
in 1942. She active member and 
former treasurer of both the Syracuse 
Insurance Womens’ Association and Na 
tional Ofhce Management Association; a 
member of Bona Fide Chapter 567, Order 
of Eastern Star; Ilderin Chapter 15, 
Daughters of the Nile and the Lieder 
kranz Auxiliary. 


became 


Was an 


Lyle 

sud 
Mr 

with 


Lyle: ( Bruce Lyle, founder of 
Adjustment Company, Fl died 
denly lith at the of 63 
business 


Paso 
January 
Lyle’s early 
Fave srothers 
brokerage ind 
Angeles and San 
to the position of branch manager. In 
1929 he moved to Phoenix, Arizona, to 
establish an independent insurance adjust 
ing office In 1930 he opened a branch 
office in Tucson, in 1936 a branch office 
in Flagstaff and shortly later a branch 
office in Winslow and Kingman, Arizona 
In 1938 a branch was opened at Yuma 
Arizona after World War II another 
othce at Mesa, Arizona and one at Bisbee 
In 1950 Mr. Lyle entered into a part 
nership with Lee Kious and opened of 
fices at Albuquerque, Gallup and Farm 
ington, New Mexico. Shortly thereafter 
he entered into a partnership with C. I 
DeWitt and DeWitt and Lyle Adjust 
ment Company opened with offices in Fl 
Partnership with Mr. DeWitt 
1951 and a new partnership 
formed with John W. Foltz, at El Paso 
and the name of the company changed 
Lyle Adjustment Company. 


age 
was 
insurance 
firm in 


association 
and Martin, an 
finance Los 


Francisco, where he rose 


and 


Paso was 


dissolved in 


to the Sub 
sequently offices were opened in Roswell 
Hobbs, Carlsbad Alamogordo and Las 
Cruces, New Mexico. At the time of his 
death Mr. Lyle was supervising the open 
ing of the newest office of the organization 
at Clovis, New Mexico 

In 1957 Mr. Lyle 
participation in the 
ment Companies and 
estate field. However, in summer of 
1959 he returned to Fl Texas, to 
iSSISt John W. Foltz, the president of the 
New Mexico 
Corporation of Lvl Adjustment Com 
August 1959 the southern New 
ind Texas Corporation put 
interest of Lee Kious in the 
northern New Mexico operations thereby 
the New 


one consisting of 


active 
Adjust 
the real 


from 
Lyle 
entered 
the 


Paso 


retired 
various 


southern ind west Texas 


pany. In 
Mexico 


chased the 


west 


consolidating entire state of 
Mexico into 
nine offices 
Mr. Lyle charter member and 
past president 1946-1947) of the Na 
Association of Independent Insut 
Adjusters. He had also been af 
the Phoenix 
ation; Independent Ad 
Calitornia 


Ope ration 
was i 


tional 
ince 
filiated 


Adjusters 


with Casualty 
Assoc 
Association. of 
Association of Independent Insurance Ad 


the Elks Lodge; the Arizona 


puUSLeTS Lexas 


pusters 
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He 


and a 


the ona Country Club 
Mason 


Club: and 


was 


sation state 


also a Te levree | und wh 
abit ii 
Shriner 


Sillery: F. Russell Sillery 1ims attorney 
for the American Mercury ince Com 
pany, Washington, D lied unex 
pectedly January 15th at ve of 42 
Mr. Sillery Seaboard 
Surety ica Fore 
Group before joining Mercury 
in 1959. He served S.A 
the R.A.F. during rl ll 

became active lunitv and 
Rivet N. ¥ 
he made his home. He was a mem 
the America and New York State 


(ssociations 


Was Assen 


Company and 


and and 


later 
political 
whe re 
ber of 


Bar 


atlairs otf 


agents 
nant 


?1 


the 
forty 
Insurance 
20th 


general 


Levan: Charles V. Lava veteran of 
insurance for mo than 
vears and a 
Board of Cleveland 
He 


ivent 


business 
member 
January 
issociated is a 
Aetna Athhiated Company 
student of Civil War history 


had been 


with the 


and was a 





STATE LEGISLATION 


Pat 


ing and insur 


Sot rH CA 
ported favor 
establish a 
commission 
a chief comn 
of the 


three 

( pposition 

sidered certain 
senator Cre 


man ot the ‘ 


Legislative Cor 
surance Plan 
comprehensive 


will 


seek to 


ry 


, 
LsSOoTY 
$20 /40,000 


The New 


sponsoril 


' 


Op ration 





(,0vernor 


rate — 


CASUALTY CHANGES 


compensation 
unced the 
vision of the 


lel I SuUTance 
The cl 

ise oto and become 

ve on March 


} 
announced 


Rating Com 
result in an 
Wicre 
The division 
also res in compre 


hensive pers and farm 


| 


ers comprehensive | ial liability 
also 
and theft 
dlords’ and 


There are 


policies 
munot anges in burglary 
rate 
will in 

23° and 
contractors’ 
ol 16.9% 


tor prop 


AUTO RATE CHANGES 


LITY and 
by the 

Itv Under 
\utomobile 
became 


lhe 


tes result) in 


lation 


IN ilsas 


for 
for 
for 
broad cover 
e rate re 
Viston IWHIIW ird 
Revised utomobile insurance 


hiled | { Hhnow Bureau ot 


rates 
e etrective 
> 
4.) Phe 
£* de 


} 
amage 


estimated represent an annual 


saving t C1 ldet f $2,300, 


changes 


enger cars, 5.96 for commercial 


vehicles and 2.4% for varage risks 


buving the broad coverage 

Revised automobile collision rates 
filed by the National Automobile 
Underwriters Association became ef 
fective the same date in Arkansas 
The changes are downward for both 
and commercial 


private passenger 


vehicles 


DEDUCTIBLE BLUE CROSS 


\ BLUI 
that 
Py 5% 


service 


CROSS DEDUCTIBLE policy 


would offer rates averaging 


full 
filed in 


the current 


been 


less) than 


program has 


Marvland. Under the proposed con 
tract, a subscriber would pay $25 
for the first day of his hospital stay 
He then would pay $5 a day for the 


next fifteen days with a maximun 
in-patient care deductible of $100 for 


each contract, either individual or 
family, in any twelve-month period 
Maternity 


benefits would not be 


provided and care rendered in a 


hospital out-patient = department 


would be subject to a deductible of 
25°¢ of the charges per service 

In a ruling expected to be ap 
pealed to. the 


Virginia Supreme 


Court, the State Corporation Com 
mission directed Blue Cross to adopt 
a $50 deductible provision — tor 
effective 
atfect 


1c hard 


hospitalization 
March 1 
Blue 


contracts, 
loes not 
ve 11 
| \ckart, le Cross 
director, charges the 


Ss 


The orcle r 
Shield covera 
eXeCULIVE 
provision 
would decrease enrollment by 50 


and “wreck” the 


organization 


WORKMEN'S 
COMPENSATION 
RECOM MENDATIONS ON WORKM 


compensation legislation 
1] 


ud 
cluded DV a number ol 


thei 


were 
governot 


| egislatures 


New 


messages to t 
Mevner 
Rockefeller ol 
\lmond 


mended 


(,overnors 


Jersey, 


Governors Williams of Michigan 
and Clyde of Utah called for modern 
industrial safety laws, and in Rhode 
Island a bill has been introduced to 


broaden the application of the work 
men’s compensation act 


COMPACT CARS 


DHE NATIONAL BUREAU of Casualty 
Underwriters, the National Automo 
1 


le Underwriters Association and 


Insurance Rating 


10% 


on bodily injury and prope 


the Mutual 
Bureau have filed a discount 
rtv dam 
age lability and collision coverage 
on compact cars nationwide to 


March 1 | 


will not be 


effective 


CONN 


1 


count eliminated 


there is a 25° credit already 
ble because of two or more 
the family and will also be 
to automobiles eligible for 


driver education rate credit 


re are 


Fe Phe 


si 
available where — the 


under 


drivers age 


1 


made in the District 


and all states 


ing was 
Columbia except 
Louisiana, Massachusetts, New 
Hampshire, New York, North Caro 
lina, Texas and Virginia 
\merican 
Company, New York, and the Farm 
rs Mutual 


any, Madison, have 


Insurance 


he Great 


1 


\utomobile Insurance 


ny joined the 
ranks of companies writin 
| 


Y automo 
damage 


Mle lability. and physical 


coverages on compact cars at a 10% 


discount. The Great American has 

1d had approved the discount 
Connecticut and made = similar 
ina number of other states 


DISAPPROVES INCREASES 


COMMISSIONER LONG of Tennessee 
has rejected a 25% in 


proposed 


ise in auto liability rates for 95 
| 


stock companies doing business 
é : é 
He also disapproved a 


he National 


] | 1 ‘ 
I naerwriters 


\ 
\ssocration 


which 


BURGLARY RATES 


RGLARY 
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AETNA LIFE Affiliated 


f=) 
Cc \ L 


Harttord Connecti T 


Stock Split and Dividend 


Executive Appointments 


AMERICA FORE L 
New York, New Y 


1959 Results 


S1.588 485 804 


| — 
1YSY. a 4 


m4 


AMERICAN GENERAL 


Stock Dividend 


For March, 1960 


Uc 


ry 


r 
kh 


+ 


THE AMERICAN SHIPBUILDERS & 


. 4 \ 


Named President 


AMERICAN STATES !n 


Stock Dividend 


AMERICAN SURETY COMPANY 


Stock Control 


ATLANTIC NATIONAL 


Moves Headquarters 
New Vice President 


CIVIL SERVICE EMPLOYEES 


Stock Dividend 


































CONTINENTAL CASUALTY COMPANY lhe company has increased by 2060 the face amount 


Chic ago, Illinoi: of its individual airline passenger insurance without 


an increase in premium. Under the new program, 

a eedictiaA gistius anneeun th eae &TE tee we 
Dittend Qedeced scheduled airline passengers will pay $.25 for each 
Increased Coverage $7,500 of insurance instead of for $6,250 as formerly. 


The maximum amount, sold for a premium of $2.50, 


has been increased from $62,500 to $75,000. 


Directors of this company declared a quarterly divi- 
dend of $.25 per share payable March 1 to stockholders 


of record February 16, This is the first dividend on the CRAFTSMAN Insurance Company 


greater number of shares outstanding since the 100% Boston, Massachusetts 


stock dividend paid December 10. In 1959 the company 
paid quarterly dividends of $.35 plus a $1.00 year end Changes Name 

Ktr: F , es 
: , lhis company changed its name to the Craftsman Life 


Insurance Company, effective October 14, 1959. The 
company has been writing health insurance exclusively. 
\lthough its charter has been amended to permit it to do 
a life business, it is not presently writing such lines. 








EASTERN CASUALTY Company 
New York, New York 





UNITED STATES Moves Headquarters 
CASUALTY COMPANY This company has moved its principal office from 123 


William Street to 99 Park Avenue, New York 16, N. \ 


EASTERN Insurance Company 


Wilmington, Delaware 


Pays New York Claims 


\s conservator of the assets in New York of this 
company, which is in receivership in Delaware, New 
York Superintendent Thacher has announced a final 
distribution of checks totalling $43,771 to holders of 
allowed claims. With earlier distributions of $59,865 
Marine this comprises 100°> payment to all holders of allowed 
claims in New York. The Delaware receiver has dis 
tributed payments to non-New York claimants. Al 





though not licensed in New York State, Eastern wrote 
Home Office <anite ; : 
most of its insurance business through excess-line 


60 John St. New York 38, N. Y. brokers, principally in New York City. It Was found 


to be insolvent in 1951. 




























FIREMAN'S FUND Insurance Companies 


San Francisco, Calif. 











Ellis Retires 
Raymond L. Ellis, retired as vice president of these 
companies on January 31st after nearly twenty-five 


REIN vears of service. His duties will be assumed by vice 
SUI Rc AY NCE. president James R. MechKay, directing automobile and 
casualty operations and vice president Kenneth T. King, 


heading the newly created nationwide disability depart 


ment, 


FRANK GEORGIA CASUALTY and Surety Company 
BURNS INC. Atlanta, Georgia 


Stock Fraud Charged 


STUART BUILDING SEATTLE, WASHINGTON Paul Temple, Roy E. Bishop and Miss Eva Woodall, 


all of Chicago, have been arrested on charges of fraud 


Best's Fire and Casualty News 


in connection with the acquisition of a very substantial 
stock interest in this company. It is charged that they 
used false promises of a merger with the Eagle lire 
Insurance Company, Jersey City, to persuade Mr 
Dominey of the Dilbeck-Dominey Insurance Agenevy, 


in which management of the Georgia Casualty is vest 
to sell his holdings in the company 


board of 


\ spokesman 


the Eagle Fire states that the directors of 


company never entered into any arrangement for 
purchase of or merger with the Georgia Casualty. Mr 
Dominey has appealed to a trial court of equity seeking 
to rescind the s: | his stock with the hearing set 
= — iry 12. Temple and Bishop became chairman 
j ‘ board and president respectively of the Georg 
Casuz following the stock purchase. Shortly after the 
first of this vear they are alleged to have drawn $400 
000 in cash from the “merger” funds; given $500,000 
in the Atlanta companv’s municipal bonds as collateral 
on a $300,000 bank loan: and cashed a $50,000 gover! 


ment bond. 


GLENS FALLS 
Glens Falls, New 


Additional Interest 


This company has now purchased 60.2‘ 
shares) of the stock of The National Life Assur 
Company of Canada and expects to expand its hol 
slightly. Mr. Wallace MeCutcheon, chairman 
board of The National Life, 1 | 


board of the Glens Falls 


GOVERNMENT EMPLOYEES Insurance C 
Washington, D. C. 


Stock Dividend 


Directors have voted a 50% stock dividend subj 
stockholders of an increase in the 
1,600,000. sI 
to 2,500,000 shares of $4 par value stock. The divid 


to approval 
thorized capital of the company from 


would be paid April 30 to stockholders of record April 
It would increase the outstanding capital stock 
1,361,262 shares to 2,041,893 shares, and the | 
from $5,445,048 to $8,167,575. The 

524 would be transferred from sur 

remaining 458,107 shares of stocl 

as authorized and unissued shares 

to continue the present annual divid 


on the increased number of shares 


HOME MUTUAL | nsurance Co 
Appleton, Wisc 
Vice President 


Lawrence M. Speel, cont 


president of this company 


INCOME INDEMNITY 
Rockford, Illinoi 
Merger 

The Commerce Insura 


Tefferson Life Insurat 


For March, 1960 


HARTFORD'S 
ONLY 
PROFESSIONAL 
REINSURANCE 
COMPANY 


FIRE. MARINE 
ALLIED CLASSES 


METROPOLITAN 
FIRE ASSURANCE 
COMPANY 


J. B. CARVALHO, President 
95 WOODLAND STREET, HARTFORD 5. CONN 











Appleton & Cox, Inc. 


111 JOHN STREET °* 


NEW YORK 38, NEW YORK 


Insurance Managers and 


Underwriters since 1872 


FOUNDERS AND MANAGERS 
OF THE 


Washington General : 


INSURANCE CORPORATION 


FIRE AND ALLIED LINES 
AUTO PHYSICAL DAMAGE - INLAND 
AND OCEAN MARINE - YACHTS 
AIR CARGO 











QO OOOLLLOE 


REINSURANCE BROKERS : 


vy 


z 4 
Exclusively i 


y 
4 
4 
Y 


More than a quarter century of constant 


progress and growth through unexcelled 


service to insurance companies. 

* FIRE 

* CASUALTY 

* BONDS 

* WINDSTORM 
* ACCIDENT 


* AVIATION 
* LIFE 
* MARINE 
* HAIL 
AND HEALTH 


A. E. STRUDWICK CoO. 


810 Baker Buildir 208 South LaSalle Street 


Minneapolis 
FEderal 9-584 


Minnesotz Chicago 4, Illinois 
CEntral 6-9141 


Large En 1 to Serve You Well... 


Small Enough to Want to 


qj 


) 
OOOO OOOO OOOO OPIOID OOO OIL QO ODIO DOL ILL 


IS YOUR SIGN CREATING THE 
PROPER FIRST IMPRESSION? 


America Fore 
loyalty Group 


Boost prestige and confidence in your company with a 
distinctive, dignified U. S. Bronze plaque. 


For almost 35 years, U. S. Bronze has created and pro- 
duced distinctive designs in cast bronze and aluminum, 
including individual metal letters, agency signs, safety and 
award plaques, emblems and sculpture. 


Each design is unique, and the quality of the finished 
product is unsurpassed. Yet all are available at modest cost. 


AWARDS : Large Selection of 
Award Plaques, 25-Year Employee 
Plaques, Honor Rolls, etc. 

SEND FOR FREE CATALOG 
of new ideas and helpful suggestions. 


United States Bronze Sign Co., Inc., Dept. Bl, 
101 West 31st Street, New York 1, N. Y. 


Income Indemnity Insurance Company, Rockford, have 
been merged with the Commerce as the surviving com 


pany. Management feels its growth potential will be 


enhanced by the combination of life and health business 


INSURANCE COMPANY of North America 
Philadelphia, Pennsylvania 
Dividend Actions 

Stockholders of this company will vote at the 
March 16 on 


capital of the 


annual 


meeting a proposal to increase the au 
thorized company from $50 million to 
$75 mi If the increase is approved, the directors 


1OO% initial 
quarterly cash dividend of $.45 on the increased number 


to declare a stock dividend and an 


plan 
of shares. The cash dividend would be payable July 15 


to stockholders of record June 30, Before the stock 
dividend the stock has been on a $.75 quarterly dividend 


basis 


INTERNATIONAL AUTO Insurance Exchanae 
Indianapolis 
New Vice President 

James FE. Duduit 


surance Department of Indiana, has been named vice 


Aiang 
Indiana 


formerly chief examiner of the In 


president in charge of sales of this exchange 


INTER-OCEAN Insurance 


ndianapolis, Indiana 


Company 


Moves Headquarters 


his company has moved its headquarters from 910 


Hhinois Building to Suite 1510 Merchants Bank Build 


} } 
ANAYOTIS 


MAINE Insurance 
Portia; 4 


4 


Company 


Maine 


Correction 


compilation of company changes during 1959 
d 


last month the capitalization of this company 
(| Phe | 


apital of $134,000 mac uy 


Was erroneous PMOorle COMMpAany as a paid in 


} 


» of 134,000 shares of 


MASSACHUSETTS BONDING and Insurance 
Company, Boston, Massachusetts 
Offer To Buy Stock 


| ndisclosed pre spect 


e stock 


purchasers tendered j 
for shares of this comp: at S45 per share 
itional on accey nee by holdet 


s outstanding 


was cond 


OOO of the S00.000) si 


the company 


irket with 


$41.50 and $34.75 
New York, acted as 
\ccording to A. | 


nv, neither the officer 


agent tor 


Person, 


thet 


MERCHANTS FIRE GROUP 
New York, New York 


Elections 


4] 
holdimys 


lohn anders. tormerly a vice presid 


nt and Willian 


1 ‘ } 
CTEC LCE 
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1C¢ 


( of 


nity Corporation, New York 


MICHIGAN SURETY COMPANY 


) M “NiaaNn 
1G ' L GU 


Further Developments 


Lnderwritet 


as al 


THE MILLERS MUTUAL 
Company of Texas, Fort Wort 


ale) 


NK ( » 4 y 


Executive Elections 


‘ 1 
Veet 


Gslen-Walket 


ett trot 


resident 


MOHAWK Insi 


i 


»w York, New 


ork ( 


in Ney 


For March, 1960 


lismissed Mar 


} 
iN 


] 


ine 


Useful to you 
and your clients... 


M*** BROKERS and agents use our 
4 brochure, “Appraisal Procedure,” 
in discussions with their clients. It ex- 
plains the step-by-step procedure fol- 
lowed in authoritative appraisals of 
industrial, commercial and institutional 
properties. 

“Appraisal Procedure” also answers 
the many and frequent questions about 
appraisals your clients may have 

Our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information) 
will also be appreciated by your clients. 

A supply of these brochures and 
booklets is available to you without 
cost or obligation. Write Dept. BIN 


Recognised Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 


THE LLOYD-THOMAS co. KB 


fy e 
f v 
ts 


Vor 


First for Factual Appraisals Since 1910 














Handsome neu 
Binders for your BEST’S NEWS 


Immediate Gold-embossed on 
Delivery 2 tones of rich 


maroon; sturdy 
a 


leatherette 
$3.00 each, Bae xl2va"x2% 
postpaid holds 12 issues 


These rich-looking binders put your year’s 
supply of The News in one convenient place 
—making a dignified display and a useful 
reference in your office. 


Alfred M. Best Co., Inc. 


75 Fulton Street, New York 38, N. Y 








Mail rO Alfred M. Best Co., In 
Convenient 75 Fulton St... New York 38. N. ¥ 
Please send Best’s News 
Binders at $3.00 each 
} Name 
* Company 
Street ees 
CN ese acuis Zone 


Coupon 
TODAY! 








State..... 














THE NORTH RIVER Insurar 
New York, New York 


Increased Dividend 


Directors of 1 mmpany have declared a quarterly 
dividend of $.42'% a share payable March 10 to stock- 
holders of record Fel 


ruary 17. This is an increase of 


$.0714 a share over the quarterly dividend paid in 1959, 


NORTHERN ASSURANCE Company, Ltd. 
EMPLOYERS' ASSURANCE Corporation, Ltd. 
| ondor Ena na 


Plan To Merge 


\ holding company 


Northern 


name of the 


RETARDED 
CHILDREN 


CAN 
BE 
HELPED 


SUPPORT YOUR 
LOCAL ASSOCIATION FOR 
RETARDED CHILDREN 


OUSTON FIRE «so CASUALTY INSURANCE CO. 





ENERAL INSURANCE CORPORATION / 


RT WORTH 


TEXA 


4 


and Employers’ Assurance Co., Ltd. to effect the 


merger. 


PACIFIC INDEMNITY Company 


Los Angeles, California 
Trip Accident Policy 


his company, Los Angeles, has introduced a new 
trip accident insurance policy it describes as having 
coverage comparable to the most liberal on the market 
and with rates among the lowest. Sold on a “cash only” 
basis the policy 1S basically designed to provide short- 
term, all-around accident insurance protection for vaca 
business trips. It 


tions, recreational trips and “routine” 


may be written in multiples of $5,000 principal sum up 


to $50,000 and for any length of time between three 


davs and six months 


THE PORTO RICAN and America: 
Company, San Juan, Puerto Ric 
New President 


Jorge Lz 


elected president of this company 


Cordova, formerly vice president, has been 


He succeeds Gul 


. ‘ 
lermo lk, Gonzalez, deceased 


PREFERRED RISK Mutual Insurance Company 


Des Moines, lowa 
Executive Elections 


Bernard Mercer, formerly vice president and general 
manager, has been promoted to executive vice president 
and Fred Hagen and Don Paulsen elected vice presi 
dents of this company 


THE QUAKER CITY Insurance Company 


Philadelphia, Pa. 
Named President 


Charles EF. Mather II] has been named president of 


succeeding Gilbert Mather, deceased 


this company 


THE REPUBLIC Indemnity Company 
FRANKLIN FIRE and Casualty Company 
Co Ohio 


mbus 


Merge: Approved 


, 1 
Stockholders have 


approved the merger of the 
Franklin Fire and Casualty Company with and into The 
Republic Indemnity Company with the name of the sur 
Viving company changed to the Republic-Franklin In 
surance Company. Headquarters will be in the present 
North Third 


} 


it it will operate in Ohio only 


offices of The Republic Indemnity at 12 


Street. For the preset 
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SOUTHWESTERN FIRE and Casualt 


Company, Dallas, Texas 
Executive Elections 


Harold F. Volk, 
company and president 
elected preside nt 
Erle C. Patrick, forn 
company, and manager of \ 
rs for the 


1 
heen succeedins 


Yancey erly a secretary 
Manning 
manage and © 
been named to 


vice president 


TRANSPORTATION MUTUAL 
Philadelphia, Pa. 


Named President 


Mather 


succeed 


TRAVELERS 


Hartford, Connect 
Named Vice President 


Tames ( Smith, ¢ 
dent, has been appointed vice president 
; 


mond C. Dimon, retired. M1 


] 


sponsibility for underwriting 


both the life and accident departn 


ZURICH-AMERICAN COMPANIES 


Chicago, Illinois 


Auto Plan Filed 
hee nN appl 


3 1960. ; ha in 





new directors 


Blackstone Mutual Insurance 


Company, 
R. I.): Maurice L emen traqcurar of 


(Providence, 


Hardware Mutuals (Stevens Point, Wisconsin): 


AA..4 - _— Cc ¢ p 


The Insurance Company of the State of Poaneyivenia 
tegen eene — Arthur ear ; 


+ 


For March, 1960 


topflight agents are swinging to Indiana Lumbermens 
in growing numbers! 


1. Prompt claims service. 2. The best in coverages. 
4. Solid 


departments—these plus factors can make your selling job 


3. Planned advertising aids. support from all 


easier and more profitable. 





eo FIRE « CASUALTY 
e INLAND MARINE + AUTO 


write to Home Office for Detai/s 





INDIANA LUMBERMENS MUTUAL 


mm a n Y- 





429 NORTH PENNSYLVANIA STREET . INDIANAPOLIS, INDIANA 








OSEGUARK' 


Whitten ce 


bY 


206 SANSOME STREET, SAN FRANCISCO 





Mutual 
Conn): 


Insurance Company of Hartford (Hartford, 


ny 


Trinity Universal Insurance » Company (Dallas, 


AA 


Texas): 


MA -y r n+ + . A MA 


Washington General insurance dene. pies York, 
N. Y): ercel, a \ 








Financial Statements 


sona ve 
premiums of 
any ma 
monthly 


business on a 


unearned premium 


much 


work 


} 


write 


mais! no 


reporting 
habilit 


equity 


three times as 


has 


is the second carrier 


and 


] 
has no equity nuit, t 


uld be ch irged al 


business 


inearned premiums 1s 
ium volume is either 
underwriting results 

the major portion. of 


icv Is written and sucl 
te premium taxes apply 


ption whether it be a 
Une 
lated 


1] 
! un 


one 
underwriting 
mm equity 
lerstated when 


en 


Combined Ratio Basis 
the statutory und 
the change in equity in 


} 


the combi 1 loss and 


premiums al al rat 
We SSCS 

1 

‘Npenses ) earned 


\s has already 


is incurred 


bee 1 


mentor 


expenses 


when tl 
the expense 
100 


incurres » obtain 


less than 
an 100 there 


he 


100 
Turi 


hereby ‘duces sur 
and over-emphasis 
leterioration 


the 


© oat 


1 
} 


CSSaT\ 


net retentions he 


should be judged in relation to gross 


mly upon its Operating results of t 


primary carrier 


rather than net writings 
there 
Some 


hazardous than 


In evaluating a company are 


nificant differences to c« nsider 


ness are inherently more 


ject to a catastrophe hazard or to rather wi 


loss experience. One company mav have an 
spre | of by territory and by class, wl 


busine ss 


eclalize or concentrate its risks in a single 
Varving reinsurance arrangements will 


Ditter 


other may s] 
class or 


7 
materia 


locality 
1 


ly alter the impact of catastrophe losses 


ent investment policies mav be followed ranging fron 


the ultra conservative to the more speculative 


Differences Among Companies 


There are participating companies and non-pat 
ticipatiny, those which obtain business direct and those 


which operate through agents. In addition, some in 


surance carriers operate on plans which vary widely 


from those in general use. Finally, regardless of classes 


of busine SS 


written, territory served or plan of operation 


1 


followed, final operating results mav varv widely 


Pwo companies may present nearly identical 


statements of asse Ls. li 


abilities, unearned premiums, pre 
| \t lance 
Howeve r one oper 


below 


written and total 


NwWuMIsS first gv 
s 


surplus funds 


they may appear of equal strength 
a combined loss and expense ratio well 
while the othet The 
only has a higher estimated equity in 
adds to its surplus 


Ws progressive 


ates at 


LOO”, exceeds 100% first com 


pany not 


earned premium reserve but 
le the 


11i¢ 
ubipre 


] ly 


vear wl second company gtr 
weaker as fitable Operations eat into its surplus. 


‘or practical purposes, the profitably operated carriet 
other el 


1) 
IS PMOSSTDILN 


and mav satel 


to 


strong as the 


twice as 


write a larger volume of business in relation its re 


showing poor results 


differences anong 


the many 


companies, results 


] 


adjusted underwriting 


and tren quahtv of assets, liquidity 
posit 
panvsa 


the 


average, 


rest 


iW Opmion 


we report upon 


Summary 


has grown to impressive 


+] ] 
comptes ana 


hovemen 
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INSURANCE COMPANIES REPORTED ON (FROM MAY, 1959) 


Hartford 
Mar. 159 
Mar. 150 


Aetna Life Affiliated Co 
(Stock Split and Dividend 
(Executive Appointments 
Agricultural Ins. Co., Watertown 
(Exchange Effected) 
(Stock Exchange) 
Airway Underwriters, 
(New Reciprocal) 
Allied Western Mutual Ins. Co 
(New Title) 
Allstate Insurance Cos Sk« 
(Truck Fleets) 
(Swiss Subsidiary) 
(Women's Division) 
(California Rates) 
(New York Rates) cae 
(Enter A. & H. Field in N. Y.) 
(Compact Cars) 
(To Write Reinsurance) 
(Holding Company) 

(Buy Mexican Interest) 
(New Life Subsidiary) 
Alliance Assurance Co. Ltd., 

(Merger Proposed) 
Alltrades Ins. Co., Los Angeles 
(New Company) : 
(Named President) 
(New Vice President) oct 
Amalgamated Mutua! Automobile Cas, Co., 
New York 
(Change in Name) 
Amalgamated Mutl. ¢ 
(New Title) 
America Fore-Loya 
(Merger Proposed) 
(Merger Voted) 
(Branch Office) 
(Executive Changes) 
(Executive Appointment 
(Executive Elections) 
(1959 Results) 
American ¢ 
(Specified Disease Polic tes) 
(New Policies) . 
(New Auto Program) 
(Appointments) 
(Eastern Casualty Purchased 
American Credit Indemnity, Baltimore 
(Executive Electior ..Jan 
American Economy Ins Indianapolis 
(New Subsidiary) Nov 
American Fidelity & Cas. C« Richmond 
(Leaves N. Y.) Aug. 
American General, Hou 
(Dividend Action) 
(Stock Dividend 
American Independent Reins. Co., 
(Stock Dividend) 
The American Ins. Co ewark 
(Executive Change Feb 
American Liberty Ins. Co., Birmingham 
(Stock Exchange Rejected) June 161 
American Manufacturers Ins. Co., Chicago 
(Executive Elections) Oct. 169 
American Motorists Ins. Co., Chicago 
(Stock Increased) June 161 
(Increased Capital Jan. 137 
American Reinsurance ‘ ork 
(Dividend Actions) 

The American Road It ’ ar 
(New Company) 
American Sentinel, 
(New Address) 
American Sh pbhuilee & Shipowners 

Philadelphia 
(Named Pre 
American States Ins. Co 
(Executive Promot ons) 
en zing Subsidia 
ock Divider 


in Surety Get 


July 119 
Aug. 115 


Dec. 143 
, Kansas City 
Jul 2 


Arbor 


Ann 


I ondon 
'N 


Sept. 
New 


151 
York 

.. Sept. 151 
ew York 


‘asualty Co., 
tv ¢tsrour 


.Aug. 
Aug. 
. Nov. 
Jan 
Feb 
Mar. 


isualty Co., Read 


143 
116 


Jan 

Mar. 159 
Orlando 

Oct. 169 


143 


Jan. 137 
irborn 
Feb, 1438 
Harrisburg 


Jan. 137 


sident Mar. 159 
Indianapolis 
June 161 
Nov. 143 
Mar. 159 
ioe ric 
(Stock Dividend) 
(Stock Exc hs ings ) 
(Stock Cor 

American Title th S 
(Sales Agreement) 

American Select Ris 
(New Subsidiary 

American Universal 
(Stock Dividend) 

Anchor Cas. Co 
(Exchange Effect 
(New Chairmar 
(Stock Exchange) 

(Additional Financing) 
(Executive Appointments) 
The Anthracite Mut. Fire Ins. Co., 
(Merged) 

Associated Hospital Serv 
(Garside Resigns) 
(Heads Blue Cros 

Associated Lumber M g 
(Elected President Tu 

Atlantic Mutl. Ins. Co., N. ¥ 
(Executive Vice President) 
(Expand Casualty Operations) 
(New Coverages) 

Atlantic Natl. Assurance, M 
(Moves Headquarters 
(New Vice President) 
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143 


Nov 
Columbus 

Dec 

Jan. 137 

St. I 

July 119 
July 119 
Aug. 115 
Nov. 143 
Nov. 148 
Shamokin 
Sept. 151 
if New York, N. Y. 
..Sept. 151 

Jan. 138 


161 
July 119 
July 119 
Feb. 143 
Mar. 159 
Mar. 150 


168 


Auto Mutual Fire Ins. Co., 


Phila 
(Moves Office) Oct. 169 
Bankers Fire & Marine, Birmingham 
(Change in Capitalization) 
fZankers Mut. Ins. Co. of Adams 
Gettysburg 
(Merged) ee Sept. 151 
The Beacon Mutual Indemnity, Columbus 
(Organizes Subsidiary) Dec. 143 
Beneficial Fire & Cas. Ins. Co., Los Angeles 
(Named Manager) .Sept. 151 
(Purchases Company) Jan. 138 
Birmingham Fire & Cas. Co., ham 
(Stock Exchange Rejected) une 161 
Blue Ridge Insurance Co., Charlotte 
(Name Changed) reer 


143 
County, 


Birmin 


138 


Cascade Insurance Co., 
(Monthly Billing) 
Carpenter Mut. Ins, ¢ 
Curwensville 
(New Address) 
The Casualty Ins. 
Angeles 
Ca Seeeee Oe UEP: cncceccccvescsl Aug. 116 
The Celina Group, Celina 
(Executive Elections) 
(Claim Free Discount) .. ; 
Central Natl. Ins. Group, Omaha 
(Executive Promotions) 
Cherokee Ins. Co., Nashville 
(Incorporates) 
(Stock Exchange) és 
Citizens Cas. Co. of N. 
(Stock Dividend) 
Civil Service Employees Ins., 
(Stock Dividend) .. 
Combined American Ins. Co.. 
(Executive Vice- president). i ; 
Combined Ins. Co. of America, Chicago 
(Expands Operations) ...July 119 
Commercial Union Assur. Co. Ltd., London 
(Proposed Acquisition) June 161 
(U. S. Direction) July 119 
Consolidated Mutual Ins. Co., Brooklyn 
(Named Treasurer) 
Continental Casualty Co., Chicago 
(Injunction Dent 
(New Accident Policy) 
(New President) 
(Dental Insurance Plan) .. 
(Sponsoring Bank) 
(Stock Dividend) 
(Special Risks Division) 
(Executive Promotions) 
(Increased Coverage) 
(Dividend Declared) 
Continental Ins. Co., New York 
(4 Million Dollar Verdict) Dec. 143 
Continental-National Group, Chicago 
(Consent Injunction) Aug. 116 
(Elected Secretary) -Aug. 116 
Cornbelt Ins. Co., Freeport 
(Named Vice President) July 120 
Craftsman Ins. Co., 
(Changes Name) Mar 
Cream City Mutual Ins. Co., Milwaukee 
(Control Acquired) . a Feb 
Crum & Forster, New York 
(Named Vice President) 


Tacoma 
Jan. 138 
of Ci urwensville, 


.Feb 
‘Los 


a 143 
Co. of ¢ ‘allt. 


Oct. 
..Feb. 


149 
144 


Aug. 116 


-Aug. 116 
Oct 169 


Feb. 
Feb 
Mar 
Mar 


144 
144 
160 
160 


soston 


160 
148 


Nov. 144 


Dixie Auto Ins. Co., Anniston 
(Executive Vice President) 

Delta Fire & Casualty Co., 
(Placed in Receivership) 

The Domestic Mut. Fire Ins 
(Merged) 


June 162 
Baton Rouge 
Sept. 153 
, Shamokin 
.. Sept. 151 


The Eastern C 
(Purchased) 
(Moves Headquarters) 

Eastern Ins. Co., Wilmington 
(Pays New York Claims) Mar 

Empire Mutual Ins. Co., Philadelphia 
(New Address) ..... ° Feb 

hmplovers’ Assur — London 
(Plan to Merg 

The Employers’ Beni 
(Merit Rating Plan) 

Employers Mutual Group, Wausau 
(Executive Vice-president) 


asualty Co., Reading 
wer Feb 
Mar 


143 


160 
Wo 
144 


Mar. 164 
soston 
Sept 


153 


Oct. 169 
Farmers Ins. Group, Los Angeles 
(Co-Chairman) 
(Heads Truck Exchange) 
(New President) 
(Heads Mid-Century) 
(Heads Fire Ins. Exchange) 
Farmers Mut. Automobile Ins 
(New Vice presidents) .. 
Farmers’ Mut. Fire Ins. C 
(Deviating Basis) ... 
Federal Ins. Co., New Y ork 
(Executive Elections) 
Fidelity & Deposit Co. of Md., ; 
(Stock Split & Stock Dividend) ..July 120 
Fidelity Southern Fire Ins. Co., Houston 
(Stock Dividend) Sept. 158 


June 162 
.June 162 
.June 162 
June 162 


, Madison 
‘ . Oct. 169 
2 “Wilmi neton 
170 


Financial General Ins 
(Executive Elections) .... ; 
Fireman’s Fund Group, San Francisco 
(Announces Merit Plan) 
(Credit Account Plan) 
(Safe Drivers Plan) 
(Executive Appointments) 
(A & H Credit Card Plan) 
(Stock Dividend) 
(Increased Dividend) 
(Ellis Retires) re 
Florida Home Ins. Co., 
(New Vice-president) 
(Elected President) 
Forest Ins. Co., Atlanta 
(Merger Proposed) 
Frankford Mutual Fire Ins. Co., Phiia. 
(Changes Title) 
Frankford Mutual Ins. Co., 
(New Title) ...... 
Franklin Fire and ¢ asualty, 
(Merger Approved) ... 
Freeport Ins. Co. Freeport 
(Forms Subsidiary) eek mene enes N 
Founders’ Ins. Co., Los Angeles 
(Exchange Offer) piewnsseemerteun 


Group, 


Miami 


Phila. 


U 
Columbus 


General Reinsurance Corp., 
(Appointed Secretaries) 
Georgia Casualty & Surety, 

(Stock Fraud Charged) . 
Germantown Fire Ins. Co., 
(Capital Change) . 
Gibraltar Mutual Ins. 

(Moves Head Office). 
Glens Falls Ins., Glens Falls 
(Additional Interest) . M 
Government Employees, Washington 
(Compact Automobiles) 
(Dividend Actions) ............s.¢ Jan 
(Stock 
Grain Dealers Mut. Ins. Co., 
(New President) 
(Executive tc i 
Granite State Fire Ins. Co., 
(Title Changed) 
Granite State Ins. Co., 
(New Title) 
Graphic Arts Mut. 
(New Title) 
Great American Group, New York 
(Competitive Auto Poitey) 
Great American Ins. Co., New York 
(Budget Plan) 
(Organizes Life Subsidis ary Ds : 
Great Southwest Fire Ins. Co., Phoenix 
(Executive Vice-President) . 


New York 
Atlanta 


..Mar 
Philadel phis 


eh ee ES Jan 
0., Philadelphia 


Indiana 
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Ins. Co. 


Guaranty Security Ins. Co., 


Des Moines 
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. 116 
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i 


138 
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New York — 
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.June 162 
(Reins. by Merchants & Farmers) June 
Minneapolis 
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(Merger Completed) ... Aug. 


Gulf American F. & C. Co 
(Merger Proposed) 

Gulf Ins. Co., Dallas 
(Capital Change) 


+ Montgomery 
Aug. 


Harbor Insurance Companies, San Diego 


(Stock Sale) 

(Moves Headquarters) 
Hardware Mutuals, Stevens Point 

(Vice President) ...... 

(Elected Treasurer) 
Harleysville Mutual Ins. 

(Safe Driver Plan) . 
Hartford Fire Ins. Group. Hartford 

(Business Development Dept.) . 

(Elected President) 

(Building Chicago Office) 

(Vice Presidents) 

(Capital Changes) 
Hastings Mut. Ins. 

(Merged) 

Holland America Ins. Co., Kansas. City 
(Executive Vice President) 
The Home Ins. Co., New York 
(Executive paged 
(Smith Resigns) ia 
(Increased Dividend) 
Home Mutual Ins. Co., 
(Viee President) . 
Home Owners Mutual Ins. 

(Flected President) 
Horizon Ins. Co., Freeport 
(New Subsidiary) ' 


Cos., 


>. *‘iasiinegs 


Fet 
ee Fet 
Appleton 


, Chicago 


Ideal Mut. Ins. Co., New York 
(Executive Election) 
Indemnity Ins. Co. of N. A., 
(New Auto Policy) 
(New Vice Presidents) 
Illinois Ins. Co., Chicago 
(Stock Dividend) 
Income Indemnity 
( Merger) 
Industrial Indemnity Co : 
(Monthly 
Insurance Company of N. A. ¢ 
(Executive Appts.) 
(Executive eeeneene) 
(Foreign Operations) 
(Dividend Actions) 


Phila. 


Ins., Rockford 


San Francis« 
Payments) Fet 


. Fet 


Best's Fire and Casualty 
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Mar 


Nov. 
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146 
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os., Phila. 
.. June 
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120 
». 146 


Mar. 162 


News 





Ins. Corp. of America, Indianapolis 
(Increased Stock Dividend) 
International Auto Ins. Exchange 
apolis 
(New Vice 

Interocean Insurance, Indianapolis 
(Moves Headquarters) Mar 
Inter-Ocean Reinsurance, Cedar Rapids 
(Dividend Actions) Ji 
Interstate Fire & Cas., Chicago 
(Stock Split) .. 
(Stock Split) 
(Senior Driver Coverage) 
(Additional Stock) 
(Executive Promotions) 


Nov. 145 
» Indian 


President) Mar 


Jefferson Insurance Co., New York 
(Ocean Marine Managers) ......... Jan 
(Increased Capitalization) n 


Kemper Insurance Group, 
(Executive Elections) 

Keystone Ins. Co., Philadelphia 
(Vice President and Secretary) 


Chicago 
Feb 


.Aug. 


Liberty Mutual Insurance Co., Boston 
(New Dividend Class) 
(Senior Vice President) 
London Assur. Group, New York 
(Vice President) 
——— Mut. Ins. Co., 
ney Vice President) .. 
me amber Mutual Fire Ins., 
(Direct Billing) 


J 
Mansfield 
...June 
soston 


163 
144 


Maine Bonding and Casualty Co., 
(Exchange Offer) 
(Exchange Effective) ‘ 
Maine Insurance Co Port 
(Correction) ° . 
Marquette Cas. Co., New Orleans 
(Executive Appointment) 
Maryland Casualty Co., Baltimore 
(Executive Elections) 
(Executive Elections) 
Mass. Bonding tSoston 
(Offer to Buy Stock) 
Merchants & Farmers Mut. 
Worcester 
(Reinsures Guarantee) .... 
Merchant Fire Assurance © ‘orp., 
(Stock Dividend) 
(Elections) re 
Michigan Mutual Liability, 
(Merit Rating Plan) 
Michigan Surety Co., Lansing 
(Receivership Deferred) 
(Custodianship) 
(Further Deve lopments) 
Mid-America F. & M. Ins, ¢ 
(New Headquarters) 
Mid Union indemnity Cc 
(Insolvent) 
The Millers Mutus 11 
(Executive Elections) 
Mission Indemnity Co., Pasadena 
(Name Changed) .. 
(Issues Preferred Stock) 
Mission Ins. Co., Los Ang 
(New Offices) 
Mission Ins. Co., 
(New Title) 
Mohawk Ins 
(New Company) 
The Monitor Mutual 
(Merged) ‘ 
Mountain Standard Ins. Co., 
(Placed in Receivership) ........Sept. 157 
Mummasburg Mut. Fire Protec tion Soc lety, 
Gettysburg 
(Merged) 
Mutual Benefit, Omaha 
(Buys St. Paul Hospital & Cas.). 
(kxecutive Appointments) 


Portland 
157 


oc. 145 


Sept. 


. Aug. 
Feb 


Mar 
Fire Ins Co., 


June 
New York 
June 163 
Mar. 162 
Detroit 
Jan. 139 
. Dec. 
Feb. 147 
..Mar. 168 
. Kansas City 
Aug. 120 


145 


Oct 
Worth 
Mar 


170 
163 


.Sept 


Sept 


156 
156 
zeles 

Oct. 170 


156 


.Sept 
Mar. 168 
Ins., Pontiac 

ooee. ept. 156 
Denver 


ecoseccccccces Sept. 151 
.Oct. 171 
.Oct. 171 


National Farmers Group 
(General Manager) Feb, 147 

Natl. Fire Ins. Co. of Hartford, Hartford 
(New President) Sept. 152 
(Reinsures Natl. Grange Mutual 

Fire) July = 

(New President) July 12 

National of Hartford Companies, Hartford 
(Extra Dividend) Oct. 

Natl. Union Fire Ins. ¢ Pittsburgh 
(Stock Issue) ov. 
(Stock Sale) Jan 

National Union Ins. Cos., Pittsburgh 
(Executive Promotions) én nes 

Nationwide Mutual Ins., ¢ ‘olumbus 
(Compact Car Discount) 

mpact Car Discount) 

Hampshire Fire Ins. C 

itle Changed) 


Denver 


(4 
New 
I 145 


New Hampsire Ins. Co 
(New Title) 
(Extra Dividen 
(New Policy) 
(Executive Elect ) 
New York Mut. Casualty Co., N. Y. 
(Vice President & Treasurer) 
(Elected Vice-president) 
New York Printers and Book! 
Ins. Co., New York 
(Name Changed) .. 
New Zealand Ins. Co., 
(Executive Changes) 
North American Accident ins. Co., 
(Elect Secretary) 
North American .- 
(Executive Vice n 
North British and deena 
London 
(Erepesss Acquisition) 
(U. 8. Direction) 
he North River 
(Increased Divid 
Northern ond 
(Plan ‘ Mar 
Northern Ins Co of New York, New York 
(Exchange Offer) .... Sept. 
(Exchange Effective) Dec. 
Northwestern Fire & Marine Ins. Co., 
Minneapolis 
(Merger Completed) 
Northwestern Mutual Ins. ¢ 
(Acquires Cream City Mut 
Norwich Union Fire Ins. Soc 
(Purchase Offer) oeee 
(Combined Operations) 


» Manchester 

..Nov 
.Jan 
Jan. 
Feb 


145 
140 
140 
148 


June 164 
Aug. 120 
inders Mut. 
-Nov. 145 
Francisco 
July 122 
Chicago 
June 164 
New ae ~e 
I 148 
.. td 


Ltd., San 


Ins. Co 


.June 161 
July 119 


Mar. 14 


1th 


157 
145 


Aug. 117 


Jan. 140 


The Ohio Casualty, 
(Extra Dividend 

Ohio Farmers Indemnity C 
(Changes Name) 

Ohio Farmers Cos., ¢ I 8 
(Executive Change Keb 

Old Republic Ins. Co., Greensburg 
(Absorbs Coal Mine Operations) 


Hat 
Jar 10 
LeRoy 
Sept. 157 
148 
June 164 


Pacific Employers Group, Los Angeles 
(Enters Lite Field) 
(Increases Dividend) 

Pacific Indemnity Co Los 

rrip Accident Polis 

rhe Pennsylvania I 
(Name Changed) 

The Pennsylvania 
(New Title) 

Pennsylvania Mutl. Ins. Co 
(Merger Agreement) .. 

Perkiomen Mutl. Ins. Co., 
(Merger Agreement) 

The Phila. Contributi nship- 

Insurance of Houses from I 
Fire, Philadelphia 
(Forms Subsidiary) 
rhe Phila. Contribut 
Philadelphia 
(New Subsidiary) 

The Phoenix of Hartf 
Premium Payment 

Phoenix of Lond 
(Chief Exec 


(ict 
Dec 
Angeles 
Mar. 164 
Philadelphia 
Feb. 148 
Ins. Co., Philadelphia 
I 


171 
146 
Ins. ¢ 


148 
, Alburtis 
July 


122 
( ‘ollegev ille 


for 
oss by 


Nov 
onship Ins. Co 


146 


as Nov 

ord Cos., Hartford 
Plans) Jan 

on Group, New York 

utive Officer) Jan 
d , ! 


146 
141 
141 


rical Sar 


Preferred Ins. Co 
(New President) 
(New Chairman) 
(Stock Dividend) 

Preferred Risk M 
(Executive Election 

Providence Washington 
(Dividend Action 

Public National, Miami 
(Insolvent) 


» Grand Rapids 


Ins 


The Quaker Ci I 
(Named Presider 


Reliance Insurance Group, Philadelphia 
(Coal Mine Operations Absorbed) June 1% 
(Stock Dividend Feb. 148 

Resolute Ins. Co., Hartford 
(Heads Loss Dept.) . Sept 

Riverside Ins. Co. of America, ‘Little Ro . 
(Introduces Auto Plan) .... ug 

Rochdale In Co., Pl adely i 
(Executive Chang Feb 

Royal-Globe Insurance Group, New York 
(Marine Manager) Aug. 120 
(Consent Decree) Nov. 146 

; T he 
he 


157 
120 


148 


b. 148 


" 


Scottish Union & Nat 
(Purchase Offer) 
(Combined r 


Ins 


Security Fire & 
(New Title) 
Security Ins. Co. 

(Increased Dividend) 
(Stock Dividend) 
(Named General 
(Exchange Offer) 
Security Mutual C 
(Executive Elections) 
Service Casualty C ompany, 
(Elected Treasurer) 
Service Fire Insurance Co., 
(Elected Treasurer) 
South British Ins. Co., Ltd 
(U. S. Manager) eteces 
Southeastern Fire Ins. Co., 
(Enters Life Field) 
ithwestern Fire & Casua 
Executive Elect 
Springfield Fire 
(Plans Life Co.) .. 
Authorizes Life Subsidiary) 
Springtield-Monarch Ins. Cos 
(New Monthly Payment 
te Farm Mut. Auto 
(Customer Relations) 
(Compact Automob 
State-Wide Ins. Co., N. Y 
(To Write Fire I 
Paul Companies, St. 
(Increased Dividend) 
(New Policy) 
(Acquires Life ¢ 
Sterling Fire Ins. Co 
(Name Changed) 
(Bought by Mut. Benefit) 
Sterling Ins. Co., Cobleskil 
Title) 
» Stuyvesant 
(New Treasurer) 
Sun Ins. Office, Ltd., I 
Merger Proposed) 
Superior Risk 
(New Title) 


Indemnity, Cl 


Agent) 
asualty, 


New 


lan 
Ins. Co 


es) 


snes) 


St Paul 


p 
Cobleskill 


Ins. Co 


LeRo 


ns. Co., 


Texas Employers’ Group, Ds 
(Executive Elections) 
‘] ct , 
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Stor 

rransport 
(Named 

rravelers Insurance Co., He 
(Executive Promotions) 
(Independent Auto Plan 
(lL. A. Branch Office) 
(Named Vice president 
(Executive Appo el 
(Named Vice P 

Tri State Mutual ‘Ine 
(Stock Exchange 


United States F 

(Executive Elect 
(Stock Split) 
(Stock Dividend) 
(Additional Stock) 
(Stock Offer) 

United States Liability 

Prussia 
(Moves Headquarters) 

Universal Aute 
New Company) 

Ltica Mutual Insur 
(Elected Treasurer) 


Ins, ¢ 


Forge Ins 
(New Auto Program) 

Vermont Accident Insurat 
(Purchased by Beneficial) 

Vigilant Ins. Co., New Yort 
(Personal Lines Program) 


Valley Co., Reading 


Wabash Fire & Cas 
New President) 
Warner Reciprocal Insurer 
(Executive Elections) 
Westchester Fire Ins. Co Nev 
(Incres ised Dividend 
Western Millers Mutual 
Kansas City 
(Changes Title) 
(Moves Headquarters) 
Western Pacific Ins. Co., 
(Change of Address) 
Western Pioneer Ins. Co., 
(General Manager) 
Wilshire Ins. Co., Los Angeles 
(New Company) 
Wolverine Ins. Co., 
(Director of Ins.) 
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RIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 


substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


RAL REINSURANCE 
ORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 
Midwestern Dept.: 314-317 FAIRFAX BUILDING. KANSAS CITY 5, MISSOURI 


Pacific Dept. 610 SO. HARVARD BOULEVARD.LOS ANGELES 5.CALIFORNIA 
it for Canada: 360 ST. JAMES STREET WEST. MONTREAL, QUEBEC 


Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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